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Property Values 
Called Best Base 
For Loss Figures 


Per Capita Basis Criticized in 
Report of Municipal Admin- 
istration Service 


DR. RIDLEY’S STATEMENT 


Larger the City the Smaller the 
Number of Fires Per Million 
Valuation 








That fire loss figures expressed on the 
per capita basis, the commonly accepted 
standard of measuring, are unreliable and 
inisleading, and that the real reliable fire 
loss should be expressed on the basis of 
value of real property is the conclusion 
drawn by Clarence E. Ridley, Ph.D., in 
the report of the Municipal Administra- 
tive Service (261 Broadway, New York), 
and the School of Citizenship and Public 
Affairs (Syracuse University), just made 
public in a brochure, bearing the title, 
“Measuring Municipal Government.” The 
brochure gives suggested standards for 
measuring the results of fire, health, po- 
lice and public works departments. 

Dr. Ridley has prepared tables illus- 
trating that it is misleading to compare 
fire losses between cities of different 
groups on the per capita basis when even 
the averages for the groups show wide 
variations. 

New Rochelle Ys. East St. Louis 

He illustrates discrepancies by compar- 
ing the fire loss for New Rochelle, N. Y., 
and East St. Louis, Ill. By comparing 
the fire loss for these two cities, first on 
the basis of population and then on the 
basis of property valuation he shows a 
wide margin. 

The loss in East St. Louis was $3.95 
during a certain year and in New 
Rochelle it was $3.84 per capita. When 
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Assurance Company, Ltd. 


of London 


150 William Street, New York 


A corporation which has stood the test 


of time! 
operation. 


lute security. 


146 years of successful business 
World-wide interests. 


Abso- 


Excellent Service and Facilities 
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150 William Street, New York 











YOUR WHITE FIREMAN 


White Fireman 
minimized 


this hazard 





6 3 HIS new character, now featured regularly in all North America national advertising, 
reflects your service to property-owners in helping them reduce fire-hazards and lessen 


insurance-costs. 


As a North America agent, you are being “sold” to prospective clients on the basis of 
a practical, helpful foss-prevention service that means to them full insurance protection 


at the lowest practicable rates. 


And property-owners are quick to sense the advantages of such co-operation! 


INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA 


d th 
INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form of insurance except life 





























Keffer Innovation 
Of Salaries For A 
Group Of Agents 


Ten Men Picked Who Agree to 
Abide by Strict Supervision 
of Time 


WILL START ON APRIL FIRST 


Agents Report at 8:30 O’Clock 
and Will See Fifteen Persons 
Daily 











Roscoe H. Keffer, who succeeded Hart 
& Eubank as general agent of the Aetna 
Life at 100 William street, and whose 
general agency paid for more than $3,- 
000,000 in January, will introduce an in- 
novation in agency management on the 
Ist of April. 

At that time a specially selected group 
of men will start working on a straight 
salary basis, giving their entire time ex- 
clusively to the general agency, agreeing 
to see a certain number of men each 
day and putting themselves under the 
educational direction and iron-bound 
daily routine supervision of Mr. Keffer. 
They will pledge themselves to report 
for work each morning at 8:30, and will 
sign a contract which will give Mr. 
Keffer the right to terminate the rela- 
tionship with twenty-four hours’ notice. 

They are forbidden to write life in- 
surance for any other company without 
the permission of Mr. Keffer, and any 
other line of general insurance written 
must first be submitted to the 100 Wil- 
liam street office of the Aetna Life In- 
surance Co. The minimum salary which 
will be paid to these men—there will be 
ten in the initial group—is $300 a month. 
In this first group five of the men al- 
ready have dealings with the Aetna Life, 
while the remaining five are being intro- 
duced to life insurance by Mr. Keffer 

















: = = after a careful selection of quite a num- 

eal js basis 7 wae eh sit ber of men who were under considera- 
t property valuation a far different pic- ais. then na itis 
oa Se presented. This shows the a . - wir foie ae ee had 
of East St. Louis to be $8.99 while that P. Mi t l E weer ‘rience, two of them will resign 
ot Ne w Rochelle becomes $1.56. | enn u ua Xpansto positions of about $5,000 a year in order 

qT ‘s and other striking illustrations, Practical plans for increasing the membership of our General jj (© Start all over again under the Keffer 

ove sis 7 sragpcretl = clear err Agencies in every part of our national territory will Po be put into supervised sales system. 
comparing mre losses on the per captte operation. Our man-power is to be expanded numerically. is i eal He sO ie 

2 basis when in one city the amount of P - P 4 Each man in the group must take a 
t burnable property per capita is many Vincent B. Coffin, Director of the Life Insurance School of New special correspondence course with the 
4 times that of another city is certainly York University, has been appointed Director of Education. This Aetna Life Insurance Co. between now 
1 unreliable.” The most reliable basis assures to PENN MUTUAL Agents an educational system of unexcelled and Ist of April. In addition they must 
iS a be the ratio of the amount burned profitableness to them. Our man-power is to be expanded educationally. attend the evening professional life in 
1 to the total amount of burned property, ; fi ; : ; weepages > In- 
. he declares. The best availa fiction In our well-equipped ranks are places for capable and industrious surance school which will be conducted 
lc to meet this requirement is the total as- men and women. Consult our nearest General Agent. Come with us by the Keffer agency. 

" = Valuation of real property correct- and prosper! The Sales Promotion Margin 
d «(to its estimated true value. ed a ‘ 

; Ad Objecti The supervision of this group of ten 
a mits Objections . men will be under John J. Outcalt, sales 
<4 Dr. Ridlev admits two objections. They The Penn Mutual Life Insurance Company promotion manager. Mr. Outcalt is a 
of are, first, that the land which is a part Independence Square aa hicger? i on bo Po —_ — 

ot real pro erty does not burn, and, sec- b s “4, Who a er icaving n AACac emy e- ? 
" ond, 1 r petaad property, a portion of Philadelphia, Pa. came. a lieutenant of infantry in the 
a Which is subject to destruction by fire, is Founded 1847 Regular Army. While at Ft. Thomas, 











(Continued on page 37) (Continued on page 18) 





| 





Page 2 











| UNDERWRITER y February 24, 1628 














= 





EERE ETB 














PARDON US | 
WHILE WE BLOW OUR HORN 


OUR FIRST OFFICE in 1925 was not > 


large enough in 1926. # ww Our expan: 
sion in 1927 was only half our capacity in 
1928. 2 . From 2000 feet to 3000 feet and 
and Next Week 6000 feet upstairs on the 
19th floor. 2 « Last word in offices! # 
Designed by the best life insurance office archi 


tectin New York. » Beautiful view of the 





city! # w Really it isn’t that we are pleased 


with ourselves over $30,000,000 of paid-for 





business as we are with the results of 


—Organized Service— 
THE KEANE-PATTERSON AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CoO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY TelephoneChickering 2384 


PENNSYLVANIA BUILDING | 
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Major Patterson Goes 
With Penn In Chicago 


1s SUCCESSOR TOC. J. McCARY 





Penn Mutual Praises Equitable’s Agency 
Chiefs and Home Office Amities 
in Its Statement 





Major Alexander Patterson, of Chi- 
cago, who is one of the best known 
agency managers in the country, has 
been made general agent of the Penn 
Mutual in Chicago, succeeding C. J. Mc- 
Cary, who, as printed in The Eastern 
Underwriter last week, is to retire after 
more than three decades of service with 
that company. The Penn Mutual has 
two other general agents in Chicago: 
Stumes & Loeb and W. A. Alexander 
& Co. Major Patterson takes charge of 
the former McCary office on March 16. 

From the time he joined E. A. Woods 
agency in Pittsburgh at the age of twen- 
ty, Mr. Patterson has attracted life in- 





MAJOR ALEXANDER PATTERSON 


surance attention by reason of a fine 
record, a strong and attractive person- 
ality and an organization talent. After 
lourteen years with Woods he came to 
New York and started an agency which 
in three years grew to $6,000,000 produc- 
tion. In April, 1925, he was transferred 
to Chicago where he made a marked 
success as an agency builder and also 
became chairman of the finance com- 


mittee of the Chicago association of life 
underwriters, 


Brilliant War Record 


During the war he was promoted from 
second lieutenant to major in the field 
artillery, 79th Division. He is a member 
ot the Union League, Chicago; Bankers 
Club, New York; Pittsburgh Athletic 
Club and Knollwood Club, Chicago. 

Major Patterson said this week: “I 
part from the Equitable with the deepest 
regret, and with admiration and affec- 
ton for the home office officials 
whom have served and especially for 
that Prince of agency chiefs, Vice-presi- 
ent Frank H. Davis.” 
in statement to the newspapers 
Vice-1 resident Hart of the Penn Mutual 
a thot in its expansion program the 

‘nn \iutual plans to build in Chicago 
‘he of ihe greatest agencies in America. 
Alrea’y the Penn Mutual is ably rep- 
‘sented there, but_as a part of its addi- 
"onal nlans for Chicago it deemed it 
“(visable to secure one of the five great 
“cency builders of the country,” he said. 


he Penn Mutual also declared in its 
Statement : 


t. 


\ “The “quitable parts with Mr. Patter- 
en with extreme reluctance, but with 


(Continued on page 12) 














WHY??? 





Insurance Men 


Who Want To Make More Money 


Contract With 





oo *RIEHLE AGENCY, EQUITABLE LIFE, 
offers expert training at the Equitable Home Office 
School or by means of the Equitable Correspondence 
Course which qualifies insurance men scientifically to 
write “‘life’’ and enables them substantially to increase 
their income. 


The Equitable Home Office School consists of nineteen 
21/, hour sessions and is remarkably comprehensive. 
Graduates increase their average volume per case by 


44%, 


The Equitable Correspondence Course is a carefully 
prepared, concise series of lessons which thoroughly 
teaches the principles of systematic life insurance sales 
manship. 


Equitable-trained Riehle men write a consistent, re- 
munerative and constantly-increasing business and they 
eliminate the worry, detail and loss of time attendant 
upon “spotty” here and there business. 


Hence 


Investigate your opportunity in Life Insurance— 
*Riehle Agency—Equitable Life. You will find a won- 
derful field, offering excellent profits, if you are willing 
to be trained. Be on the crest of the wave—not 
floundering in the aftermath—and by all means know 
your subject. 


Determine to take advantage of your opportunities in 
a real way. Communicate at once, preferably in per’ 
son with 


*JOHN M. RIEHLE, Manager 
*THEODORE M. RIEHLE, 


Associate Manager 
The Equitable Life Assurance Society 
of the U. S. 


Suite 1103-1106 - Pennsylvania Building 
225 West 34th Street - New York City 


Telephone - - - Lackawanna 7150 














"RIEHLE AGENCY 
EQUITABLE LIFE 


es 


‘4 LIVE, SUCCESSFUL, FRIENDLY AGENCY—THE RIEHLE AGENCY” 




















Beha Comes Out For 
American Men’s Table 


REPORT TO N. Y. LEGISLATURE 





Says This Table More Nearly Reflects 
Present Day Experience of Life 
Insurance Companies 





In his annual report Superintendent 
Beha of New York has this to say rela- 
tive to the minimum valuation standard 
for life poliices: 

“The American experience table of 
mortality which is prescribed as the 
present minimum valuation standard is 
antiquated. I would, therefore, recom- 
mend that the American Men Ultimate 
table of mortality, which more nearly 
reflects the present day experience of life 
insurance companies, be made a permis- 
sive minimum standard of valuation. 
There are also indications that McClin- 
tock’s tables of mortality among annuit- 
ants does not properly indicate present 
day experience of companies under an- 
nuities. Consideration should, therefore, 
be given to the advisability of changing 
the minimum valuation standard for an- 
nuities, particularly as regards group an- 
nuities, 

“The suggested changes in Section 4 
of the insurance law would require some 
changes in Sections 85 and 88 of the in- 
surance law. The companies should not 
be required to calculate extended or 
paid-up insurance values on the basis of 
the American Men Ultimate table and 
such non-forfeiture values should not be 
come to be mathematically equiva- 
ent.” 





BROSMITH PAPER IN CANADA 





Vice-President and Counsel of Travelers 
Tells of Obligations Behind Life 


Insurance Contracts 


In a paper on the life insurance con- 
tract prepared by William BroSmith, 
vice-president of the Travelers, for the 
Montreal Insurance Institute, he said in 
part: 

“Policies of insurance are more than 
obligations to pay money for the loss of 
life or limb or to indemnify against the 
loss or destruction of property. In the 
public mind there is imported into policy 
contracts an obligation of service. The 
wonderful surveys and other investiga- 
tions conducted by private insurance 
carriers, the improvement of sanitary 
conditions, the solution of housing prob- 
lems, the enactment and enforcement of 
sound laws and codes for the preserva- 
tion and improvement of the public 
health, the well equipped engineering 
and inspection departments which de- 
vise ways and means for the safety and 
well being of industrial workers and the 
improvement of industrial plants and ma- 
chinery, are all striking evidences of the 
recognition of the obligation.” 





GROUP EXPENSES 


In his annual report to the Legisla- 
ture Superintendent Beha of New York 
said that the enactment of a minimum 
premium law for group life insurance in 
1926 has brought to light the urgent need 
for uniform methods of allocating ex- 
penses to group life business. He has 
prepared a supplementary schedule for 
group life insurance on which the com- 
panies will be required to report in de- 
tail the expenses allocated to such busi- 
ness and the mehods used in the alloca- 
tion. 





DR. E. E. MACKENZIE DEAD 


Dr. Edward Everett Mackenzie, foun- 
der of the Immediate Benefit Associa- 
tion, now known as the Sun Life Insur- 
ance Company of America, and founder 
of the Mount Vernon Life, died recently 
at his home in Baltimore. A brother, 
Thomas Mackenzie, with whom Dr. 
Mackenzie was associated in the found- 
ing of these companies, died five months 
ago. 
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Should Wives Discuss 
Wills With Husbands? 


BANKER THINKS THEY SHOULD 








Talk of Judge H. L. Standeven of Tulsa, 
Okla., Before American Bankers 
Association 


Some of the most interesting papers 
read before the American Bankers As- 
sociation last week in New York had to 
do with wills. Judge H. L. Standeven 
had as the topic of his address a query: 
“Should a Wife Talk With Her Hus- 
band About Making a Will?” 
ion was in the affirmative. 

The judge began his talk by tracing 
willis back over a period from 2600 B. C. 
All of the experience of men with world- 


His opin- 


ly affairs has led to the present idea of 
transmitting property after death by will 
as the correct procedure. 
Judge Standeven said: 
“Until comparatively recent time the 
rights of women in property, both real 
and personal, have not been recognized 
nor respected, and it is only in recent 
years that women have come into their 
own in the acquisition and distribution 
of separate estates. Until the last few 
years men very seldom consulted their 
wives regarding the distribution of their 
property by a last will and testament. 
Many of you have often seen a picture 
of a family gathered after the passing 
of the head of the house when the solici- 
tor or barrister called at the home to 
open and read the will to the anxiously 
waiting widow and children. Often the 
terms of this will, clothed in so much 
secrecy, were not only a disappointment 
to the survivors but in many cases un- 
just and unreasonable. In order to pro- 
tect the rights of the widow there has 
been written into our laws of descent 


Continuing, 


and distribution what is known as the 
“widow’s right of dower,” that is: a 
widow's right to one-third of her de- 
ceased husband's estate. In many states 
this right cannot be taken away from 
her or even waived by her before the 
death of her husband. 


Husband and Wife Think They 
Should 


“Why should a woman hesitate to talk 
to her husband about the making of his 
will? Is this not one of the most im- 
portant acts in a man’s life, and do not 
the terms of the will affect more directly 
his widow and family than any other in- 
strument a man executes during his life- 
time? A full, free and frank discussion 
of the terms of a will by a husband and 
wife leads to a better family understand- 
ing and sets at rest any misgivings that 
a wife may have as to what her rights 
will be in the estate of her husband, 
should he predecease her. 

“In my experience as a trust officer, 
many a man has told me that he did not 
wish his wife to know the terms of his 
last will and testament; that if she knew 
what was in the will it might cause fam- 
ily trouble, and that his will was only 
to become known to his wife after his 
death. Would it not have been better 
for this man and his wife to have sat 
down and discussed frankly the question 
of their property rights, and to have 
had a will prepared which both under- 
stood and which both had agreed upon? 
This would obviate any possibility of a 
contest after death and would undoubt- 
edly relieve the husband and wife of 
much worry and mental distress if each 
understood the terms of the will. I have 
also known some women to execute their 
wills without discussing the matter with 
their husband and enjoining upon the 
trust officer absolute secrecy until after 
their deaths. Sometimes this results in 
great embarrassment to the executor 
named in the will. Sometimes it results 
in a contest and in all cases it is bound 
to create in the mind of the survivor the 


thought that the deceased member of the 
matrimonial partnership did not have 
sufficient confidence in the other to dis- 
cuss during the lifetime of the deceased 
their mutual interest in property affairs. 
I think it is a grave mistake for a man 
to make his will without informing his 
wife at least in a general way of the 
contents of the will, especially that part 
of the will in which she participates. I 
also think it a great mistake for a wom- 
an to hesitate to talk with her husband 
about making a will and to hesitate to 
discuss with him frankly the terms of 
the will relating to herself and the sur- 
viving members of the family. 


Will a Necessity 


“Every woman should urge her hus- 
band to make a will. It is sometimes 
disastrous for a man to die without a 
will, for unless a man directs in his last 
will and testament to whom his money 
and property shall go the laws of the 
state in which he lives govern the dis- 
tribution of his estate. For example: 
A man without children may have the 
idea that his wife will be his sole heir. 
In many states she would only inherit 
one-half of his estate if he died without 
a will. It is therefore important for a 
man without children to make a will if 
he wishes to leave his wife his entire 
estate. Another example: If a man 
should die leaving a wife and several 
minor children it might work a great 
hardship upon the widow as the greater 
portion of the estate would be tied up 
during the minority of the children un- 
der guardianship. In many cases the 
transfer of property is thus prevented 
during the minority of the children. 
Then again, it might be very desirable 
for a man to create a trust for the use 
and benefit of his surviving wife and 
children. The terms of this trust should 
be talked over and agreed upon in the 
family circle before the will is drawn 
so that there will be no disappointment 
or heartaches after the decease of the 
husband.” 


ANOTHER PAPER ON WILLS 


Gilbert T. Stephenson, Banker, of Ral. 
eigh, N. C., Talks of Lawyers 
and Trust Companies 

A paper on making wills was read be- 
fore the American Bankers Association 
last week by Gilbert T. Stephenson, yice- 
president of a Raleigh, N. C., bank. He 


‘concluded it as follows: 


“In theory in the making of a will 
the function of the testator is to think 
out for himself his testamentary desires; 
of the lawyer, to express them in legal 
phraseology; and of the trust man, to 
see that, as a practical matter, they lend 
themselves to accomplishment. In prac- 
tice in the making of a will both lawyer 
and trust officer usually have a large 
part in drawing out and shaping the 
testamentary desires, themselves. The 
testator knows only in a vague and gen- 
eral way what he desires. He expects 
of his lawyer and trust officer advice and 
guidance about the substance even more 
than about the form and administrative 
provisions of his will. The lawyer or 
trust officer who holds his service with- 
in theoretical limits misses his supreme 
opportunity for doing good in the field 
of fiduciary practice. I suggest that law- 
yers and trust men use their influence, 
great as it is, to improve the quality of 
wills by suppressing the bad and encour- 
aging the good impulses of their clients. 
Let the evil that they would do be in- 
terred with their bones; let the good that 
they would do live after them.” 





TELEPHONE ARTICLE 
The current issue of the “Bell Tele- 
phone Quarterly,” published by _ the 
American Telephone & Telegraph Co., 
contains an article on co-ordinated thrift 
facilities for Bell System employes. This 
includes Payroll Deduction insurance. 
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Address Box No. 1077 





Have you ever organized and developed a two 
million dollar agency? 


Have you ever organized and developed a one 
million dollar agency? 


Have you the inclination and ambition to do it 


Did you ever make $25,000 in one year? 


Did you ever make more than $25,000 in one 
Will you investigate and ascertain what we are 
Will you be able to furnish a bond and satisfac- 
Will you give a clear insurance record when 


Never mind just at this time whether the propo- 
sition involves a straight commission, salary and 
commission, or salary. 


The Eastern Underwriter 


~ HAVE YOU—DID YOU—WILL YOU— 


Have you ever organized and developed a three 


We will make five special appointments this year 
million dollar agency? 


in the following territory: 


Pennsylvania with headquarters at Philadelphia. 


Ohio with headquarters at Cleveland or some 
other city to be determined upon later. 


Minnesota with headquarters at Minneapolis. 
Illinois with headquarters at Chicago. 


Iowa or South Dakota, headquarters at Des 
Moines or Sioux City, to cover both states. 


These five appointments will be closed with those 
who have performed along the lines of this inquiry. 


Our plans are made. Send with your inquiry 
your insurance history and age, if you are in a 
position to produce not later than April first. 


There are many good young men who at one 
time were a success in this business and left it to 
Now they wish to return 
and many will do so during 1928. 


Our gain represents 50% of the volume paid for 
during 1927, which volume was substantial. Our 
new business paid for in 1927 showed an increase 
of 10% over the new business of the previous year. 


engage in some other. 


110 Fulton St., New York 
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A Successful Trust 
Course in Pittsburgh 


BANKER PRICE DESCRIBES IT 





Fourteen Evenings Devoted to Lectures 
by Peoples Savings & Trust Co.; 
Managers and Others Attend 





A trust functions course for life under- 
writers is being conducted by the Peo- 
ple's Savings & Trust Co., Pittsburgh, in 
co-operation with the Pittsburgh Life 
Underwriters Association and with the 
University of Pittsburgh’s down town 
school. The course extends fourteen 
evenings, the students are members of 
the Pittsburgh Life Underwriters Asso- 
ciation, selected by the general agents 
and the course starts at 6:05, continuing 
until 7:15. There are twelve general 
agents in the first class, some of them 
the largest agents in town. 

The course, which started three years 
ago, was explained to the American 
Bankers Association last week by 
Gwilym A. Price, trust officer of the 
Peoples Savings & Trust Co., which, by 
the way, is the bank headed by A. C. 
Robinson who worked in such close har- 
mony with the late E. A. Woods, and 
with him wrote a book on insurance 
trusts which had the endorsement of both 
the American Bankers Association and 
National Association of Life Underwrit- 
ers. 

The subjects discussed in the course 
of the Peoples Savings & Trust Co. 
follow: 

1. History of Trust Companies; Trust 
Powers in National Banks; Wills 

Under Wills I stressed the need for 
making them, the harmful results of in- 
testacy, the danger of home-made wills, 
the general rules and requirements sur- 
rounding their making in Pennsylvania, 
the selection of an executor and the ease 
with which they may be changed rather 
than the more involved legal subjects 
such as grounds for contesting, the va- 
rious kinds of legacies and their lapse, 
abatement or ademption, the partial re- 
vocation of wills by subsequent marriage 
or birth of children, the rights of the 
surviving spouse, and the rule against 
perpetuities and statute of accumula- 
tions, all of which, however, were touched 
upon and in most of which they dis- 
played a lively interest. I told them in 
the beginning I did not mind interrup- 
tions but welcomed them, provided they 
were on the subject in point, because 
they generally provoke discussions. 

2. Pennsylvania Intestate Laws 

Our intestate laws are codified in one 
Act of 1917 and in presenting the sub- 
ject | used an outline distributed by my 
company soon after the law’s passage, 
distributing copies of it afterwards. It 
is a hard subject to present clearly so 
that the audience will understand and 
renember the main features you want 
_ to recall. Try it sometime your- 
Sscives, 

3&4. Administration of Estates 

We wanted them to understand in 
Some detail just what a trust company 
accomplishes when it settles an impor- 
tant or involved estate so I took two 
evenings, or almost two because each of 
the subjects of Wills and Intestate Laws 
overlapped a little and covered this sub- 
ject in some detail, outlining the steps 
in much the same manner as did the 
Symposium presented to us at this con- 
ference last year, from the safekeeping 
an’ periodical examination of the will 
befre death and its probate after death 
to the final distribution of the estate. 
I spent time on subjects such as the 
Powers of co-executors, the different 
forms of administration, the priority of 
claims, interest on legacies and when 
they are payable, and finally, so as to 
Prepare them for the subject of busi- 








16 Court Street . 








AETNA-IZE Thru (ZRAHAM 


Triangle 7560 


“A POLICY FOR EVERY NEE 


JAMES P. GRAHAM, Jr. 


General Agent 
ZETNA LIFE INSURANCE COMPANY 


. Brooklyn, N. Y. 














ress insurance later on, the handling of 
a partnership interest. 


5. Taxation of an Estate 
This included a discussion of the Penn- 


sylvania Transfer Inheritance Tax, the 
Federal Estate Tax, the Pennsylvania 
Four Mills Personal Property Tax, Mul- 
tiple Taxation by other states and the 
lessening of this evil by reciprocal laws 
now in force and about to be enacted. 
Just to illustrate what we tried to do 
for them in the course, at this point 
we distributed copies of a recent Act 
of Assembly in Pennsylvania relating 
to the Four Mills Personal Property 
Tax, which in substance may put the 
burden on the Executor or Administra- 
tor of an estate to show that the de- 
cedent made an honest return for the 
preceding five years, prescribing penal- 
ties, etc. None of them knew about the 
passage of the Act but as soon as they 
did one or two of the general agents as 
a service to their clients got out a bul- 
letin giving a synopsis of the Act. 
6. Estates of Incompetents 


This lecture and discussion included 
our duties and responsibilities as guar- 
dian of minors, under appointment of 
the Orphans Court and as guardian of 
incompetents, spendthrifts, habitual 
drunkards or weak-minded persons and 
as committee of lunatics under appoint- 
ment of the Court of Common Pleas. 


7 & 8. Trusteeships Under Wills and 
Agreements; Rules Against Per- 
petuities and Accumulations 
We took two evenings for these sub- 
jects, paying particular attention to the 
discretionary powers which may _ be 
given to the trustee, the investment and 
management of an estate, legal invest- 
ments for trust funds, the necessity of 
distinguishing between principal and in- 
come, the respective rights of the life 
tenant and remainderman in and ac- 
counting for stock dividends, profit on 
sales of securities, the amortization of 


premiums on bonds, double profits, the 
commingling of trust assets with the as- 
sets of the trustee, statutory safeguards, 
and the safeguards imposed by trust 
companies themselves. 


9. Status of Life Insurance Under Fed- 
eral and State Laws; Its Place and 
Value in Settling an Estate 

During the evening devoted to this 
subject we particularly considered the 
provisions of the Federal Estate Tax 
Law relating to insurance, the rulings 
of the department on the same subject, 
important decisions such as the Frick 
Estate case, the Federal Income Tax as 
it relates to insurance, and finally why 
clean-up insurance should be carried. 


10. Personal Insurance Trusts 

This was largely their evening so I 
varied the procedure somewhat and after 
distributing printed forms of a funded 
and an unfunded trust agreement and 
briefly discussing a few provisions, | 
turned the evening over to them for dis- 
cussion and questions. 


11. Business Insurance as it Relates to 
Partnerships and Close Corporations 
This was one of the best evenings. 

During previous months I had_ been 

writing for and collecting sample forms 

of business insurance trust agreements 
from prominent trust companies in the 
principal centers, had spent considerable 
time perusing the Trust Company Serv- 
ice of Diamond Life Bulletins, the binder 
and booklets of National Service Publi- 
cations, Inc., Mr. Sanborn’s fine book on 

Business L ife Insurance, and had worked 

on and closed a number of cases myself. 

12. Safekeeping of Customers’ Securi- 
ties; Escrows; Assignee for Benefit 

of Creditors; Equity Receiver- 
ships; Bankruptcy; Duties and 
Responsibilities as Transfer 
Agent and Registrar 
This was not a particularly interesting 
evening to a group of insurance under- 
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writers, and I doubt if I shall do much 
more than mention the fact that a trust 
company acts in such capacities when 
[ reach that point with my next class. 
13. Trust Organization and . 
Administration 


Our auditing department prepared for 
mea complete set of forms showing the 
accounting for a model estate from the 
time of its inception and the prepara- 
tion of an inv entory to final distribution, 
including an inventory itself, entries in 
the general ledger, the securities sheets, 
mortgage department records, real es- 
tate department, etc., so after outlining 
very generally the organization of a trust 
department of a fair size I explained the 
forms and then passed them around the 
class. This made an interesting evening 
out of what would otherwise likely have 
been a dull one. 

14. Trust Fees for Various Services 

Having left the sugar candy for the 
last this subject needs no further com- 
ment. 

In conclusion Mr. Price said: 

“I see a constantly increasing number 
of Life Underwriters calling at the of- 
fice with names of prospects to be in- 
terviewed and I am glad to say that a 
goodly proportion of them are members 
of the class. In terms of new business 
put on our books we started to keep a 
record about October 15 when our per- 
sonal solicitation with the two men be- 
fore mentioned commenced. From that 
time until the present time about five 
and one-half millions of dollars in the 
form of life insurance trusts, one or two 
voluntary trusts and many wills, which 
we can trace directly to active solicita- 
tion and the work of this trust func- 
tions course have been put on our books. 

“Furthermore, during the next few 
months there will be another class of 
fifty underwriters coming along. If that 
means fifty more very active friends of 
trust companies generally—I don’t expect 
them to confine their activities to my 
own company in particular—I will be 
content.” 





CHANGE OF VIEWPOINT 





Kansas City Banker Tells A. B. A. Trust 
Division of Insurance-Banking 
Entente Cordiale 

Walter S. McLucas, president of the 
trust company division of the American 
Bankers Association, who is also chair- 
man of the board of the Commerce Trust 
Co., Kansas City, was toastmaster at 
the annual banquet of the trust compa- 
nies held at the Commodore Hotel on 
February 16. 

What he said about insurance follows: 

“About five years ago the life insur- 
ance field was shocked by a movement 
among trust companies which was 
promptly branded with the ugly name of 
usurpation. The financial octopus was 
about to fasten its ‘vicious tentacles 
around a vital part of the insurance body 
and strangle its pet prerogative—the an- 
nuity or monthly remittance. Insurance 
salesmen and even some executives rose 
up to assail the idea. 

“It was not long, however, before men 
of eminence in insurance circles began 
to realize that the insurance trust is a 
co-operative method of creating a tre- 
mendous volume of new business for both 
insurance companies and trust compa- 
nies. That it is destined to relieve the 
insurance companies of a responsibility 
which they could never hope to discharge 
with-more than indifferent success, and 
to place that responsibility upon the 
trust companies, where it can be and is 
being discharged with outstanding suc- 
cess. 

“Our work of educating the insurance 
counsellor to the trust company idea is 
only begun, but I am happy to hear from 
all parts of the country that as they 
learn of the advantages of the insurance 
trust and recognize the mutuality of in- 
terests, their resistance disappears and 
salesmen.” 


they become our 
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Five Cases Of Income 
Plans Given By Penn 


PROVISIONS FOR ALL CLASSES 





Income Created for Children and Prin- 
cipal Distributed to Them; Part Pay- 
ment Proceeds at Advancing Ages 





The Penn Mutual makes note to 
agents of five cases in the income class, 
the plans being described as follows: 


No. 1 


The net proceeds in this case are to 
be retained under the Interest Privilege 
and a monthly income paid to the wife 
of the insured during her lifetime. If 
the wife be not living at the maturity of 
the policy or upon her death while re- 
ceiving interest payments, the net pro- 
ceeds are payable to the son of the in- 
sured in the following manner: — 

One-third of the net proceeds is pay- 
able in cash to the son at the death of 
the survivor of the insured and the wife, 
the balance of the net proceeds being 
retained at interest until the termination 
of a period of five years from the death 
of the survivor of the insured and said 
wife, when another one-third is payable 
in cash to the son, and the remaining 
one-third being retained at interest until 
the termination of a period of ten years 
from the death of the survivor of the 
insured and the wife, when the remain- 
ing one-third is payable forthwith to the 
son. If at the death of the survivor of 
the insured and the wife, the son be 
under the age of twenty-one years, the 
entire net proceeds are retained at in- 
terest and the monthly income payable 
thereon to the son, until he attains the 
age of twenty-one years, when the net 
proceeds are paid out on the above plan, 
viz—one-third at age twenty-one, one- 
third at age twenty-six, and the re- 
maining one-third at age thirty-one. If, 
however, the son shall attain the age of 
thirty-five years while any portion of the 
net proceeds is being retained at inter- 
est, such unpaid portion of the net pro- 
ceeds shall be payable forthwith in one 
sum to the son. In the event that neither 
the wife nor the son survive the insured, 
or upon the death of the survivor of 
the wife and son while receiving interest 
payments, the amount then in the hands 
of the company is payable to the in- 
sured’s estate. 

No. 2 


The net proceeds in this case are pay- 
able to the insured’s wife under Option 
“A” in two hundred forty equal monthly 
instalments certain. If the wife has pre- 
deceased the insured, or upon her death 
while receiving instalments certain, the 
net proceeds, or the commuted value of 
any unpaid instalments certain, are pay- 
able equally to the sons and daughters 
of the insured by the wife as may be 
then living; the share of each daughter 
is payable to such daughter under Op- 
tion “C” in one hundred twenty equal 
monthly instalments certain and contin- 
uous, and beginning at the age of fifty 
years. A monthly interest income is 
provided for such daughter in event of 
her being under the age of fifty years 
at the death of the survivor of the in- 
sured and the wife. The share of each 
son is payable in cash to such son at 
the age of thirty years, with a monthly 
interest income payable to him until he 
attains said age. In the event of the 
death of any of the sons and daughters 
the share of such deceased son or daugh- 
ter is payable equally to the other sons 
and daughters in the same manner as 
provided for their original shares. 

No. 3 


One-fifth of the net proceeds in this 
case is payable in cash to the parents 
of the insured in equal shares, or to the 
survivor of them, if they or either of 
them be living at the maturity of the 
policy. The remaining four-fifths of the 
net proceeds are used to purchase a Joint 
and Survivorship Annuity on the lives of 
the parents, if both are living at said 





policyholders. 





company. 








If, however, only one of the 
parents has survived the insured, the re- 
maining four-fifths are used to purchase 
a Life Annuity for the benefit of such 


maturity. 


surviving parent. If both the parents 
have pre-deceased the insured, the entire 
net proceeds are payable to the insured’s 
estate. 

No. 4 


The net proceeds in this case are to 
be retained under the Interest Privilege 
and a monthly income payable to the 
wife of the insured during her lifetime. 
If, however, at the maturity of the pol- 
icy, or at the time any interest payment 
becomes due the wife, she shall have at- 
tained the age of fifty-five years and 
there be no children then living, the wife 
is granted the right to have the net 
proceeds payable to her under any of 
the various instalment options of the pol- 
icy. If the wife has pre-deceased the in- 
sured, or upon her death while receiv- 
ing interest payments, the net proceeds 
are payable equally to the children of the 
insured by the wife as may be living at 
the death of the survivor of the insured 
and the wife. Each child’s share is re- 
tained under the Interest Privilege until 
he or she attains the age of twenty-five 
years, when one-half of such share is 
payable to such child. The balance of 
such share is retained at interest until 
age thirty and then paid in cash. Upon 
the death of any of the children while 
any portion of such child’s share is being 
retained at interest, such child’s share, or 
the unpaid portion thereof, is payable 
equally to the surviving children in the 
same manner as provided for their orig- 
inal shares. The final reversion is made 





Energetic men interested in the life insurance business can accomplish the 
fulfillment of their ambitions through a connection with this progressive 
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PROGRESS 


The year of 1927 was the biggest and best year in the 
history of the Equitable Life of Iowa. 
one millions of new business was paid for during the 
year of which 36.9% was written on the lives of old 
December was the biggest month in the 
history of the company. 


Over ninety- 





FOUNDED 1867 


to the estate of the last survivor of the 
insured, the wife, and the children. 


No. 5 


_The face amount of the policy is di- 
vided so that one-half is payable forth- 
with to the wife of the insured, if living 
at maturity, otherwise in equal shares to 
the children of the insured by the wife 
then living, but if said wife be not living 
at the maturity of the policy and there 
be no children of the insured by the 
wife then living, then said one-half is 
payable to the insured’s estate. The re- 
maining one-half is payable to the wife 
under Option “E” at the rate of $50 
per month. If the wife is dead at ma- 
turity or upon her death while receiving 
interest payments under Option “E,” the 
remaining one-half, or the unpaid por- 
tion thereof, is payable equally to the 
children. Each child’s share is disbursed 
under Option “E” at the rate of $25 per 
month. Upon the death of any of the 
children, the unpaid portion of such 
child’s share is payable to such child’s 
estate. If there be no children living at 
the death of the survivor of the insured 
and the wife, the remaining one-half, or 
the unpaid portion thereof, is payable to 
the mother of the insured under Option 
“C” in one hundred twenty equal month- 
ly instalments certain and continuous. 
Upon the death of the mother while re- 
ceiving instalments certain, the com- 
muted value of any unpaid instalments 
certain is payable to her estate. If there 
be no children living at the death of the 
survivor of the insured and the wife, and 
the mother is then deceased, the re- 
maining one-half, or the unpaid portion 
thereof, payable to insured’s estate. 








SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 





F. M. See, at Dinner, 
Answers Objections 


MAKING ROUND OF CONGRESSEs 


Roger B. Hull Also Speaks; Assocjat; 
Gives Birthday Cake to Pre 
dent P. M. Fraser 





Frank M. See, Union Central ; 


agent at St. Louis, who has been rg 
ing sales congresses, made his appear- 
ance in New York before the Li, Un. 
derwriters Association last week at ; 
dinner, and told the crowd he was por 
to answer objections. They cam: from 


all parts of the floor. Here are some 
of the objections and his answers 


My best friend is an insurance agent 


“T know you think that. Let me ask 
you a question: Is not your best friend 
the woman who left her home some ye 
ago to come to live in your home 2” 

I carry as much insura 
comfortably afford. on 

“Do you always figure just what you 
can afford to buy? When you asked 
your wife to marry you did you think 
whether or not you could afford to be 
married? There are some things 50 
much worth while that we simply have 
to afford them.” bi 

I am a bachelor and have no one de. 
— upon me. 

“You may not always be shelor,” 

I sh pene Meee Gy y a bachelor, 

“You may be. Let’s talk about it. Y 
might be mistaken,” 

Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, made an eloquent speech telling 
of the modern trend toward co-opera- 
tion in business. He spoke with ardor 
in favor of life underwriters association 
memberships. 

The meeting was held on the same day 
as the birthday of Peter M. Fraser, pres- 
ident of the association. The association 
presented him with a tremendous birth- 
day cake which was brought in with 
some ceremony by the waiters. 


ars 


Ou 


JOINS STANFORD WRIGHT 





A. Neil Somerville, Former President of 
Life Underwriters’ Association of 
Kansas City, Now In Boston 

A Neil Somerville, who since 1914 has 
been a member of J. P. & E. M. Som- 
erville general agency of the Penn Mu- 
tual in Kansas City, has decided to join 
the Stanford Wright agency in Boston 
; Mr. Somerville was born in Scotland 
in 1887, and migrated to Canada in 148 
His early business experience was in 
lumber ; in the woods, saw mills, plan- 
ing mills, and traffic department. In 
1914, his father’s cousin, James P. Som- 
erville, persuaded him to go to Kansas 
City and join the agency there. As a 
member of that agency he has done un- 
cerwriting work in Kansas City, and in 
the rural districts. In August, 1916, he 
went to Maryville, Mo., to open a branch 
office of the agency, and there spent the 
next six years. In 1924 the University 
of Pittsburgh held a life insurance sum- 
mer school in Kansas City, under the di- 
rection of Dr. Rockwell, and Mr. Som- 
erville was a student and graduate. In 
1926 he was elected vice-president of the 
Life Underwriters Association of Kansas 
City, and in 1927 he became its president. 





T. W. SWEENEY PROMOTED 
_ Directors of H. Mosenthal & Sou, Inc. 
insurance brokers of New York City, last 
weck elected Thomas W. Sweeny sec 
retary of the company. He bevan his 
insurance career with the Phenix Mu- 
tual Life after having attended the 
Wharton School of Finance at the Unt 
versity of Pennsylvania. With the 
Phenix Mutual Mr. Sweeney  hiandled 
publicity work. In 1925 he joined the 
brokerage firm with which he is now 
associated. Walter J. Mosenthal is pres 
dent, Thomas M. Sweeney, father of 
W. Sweeney, is vice-president and Claude 
E. Stearns treasurer. 
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Beha’s Summary Of 
Code Expense Changes 


WHAT REVISION WILL PROVIDE 





More Adequate Control of Commissions; 
Wants Reduction in First Year 
Expense Limit on Term 





Vhat should be accomplished in the 
proposed revision of Section 97 of the 
New York code (dealing with expense) 
is suumarized as follows by Superin- 
tendent Beha in his annual report to 
the levislature: 

1. .\ more adequate control upon the 
compensation that may be classed as 
commission, paid for the production of 
rew business. ee 

2, A system of expense limitation un- 
der which an economically managed 
company would not be hampered by the 
mere fact that it had reduced its gross 
premiums. The present expense limita- 
tion makes it unnecessarily difficult for 
companies to make reductions in_ gross 
premiums that are actuarially safe and 
proper. ae se 

3, A system of expense limitation that 
would reduce the first-year expense limit 
on Term policies, thereby removing the 
incentive to write this form of insurance 
for the purpose of obtaining margins to 
be expenses upon other forms of policies. 
Any law which artificially fosters any 
particular type of policy would appear to 
be undesirable. 

4. A more effective control of agency 
and branch office expenses. This may 
be accomplished by placing under the 
first-year expense limit agency and 
branch office expenses in excess of a 
certain amount. 

5, The placing under the first-year 
expense limit of salaries paid to certain 
members of home office agency depart- 
ments and of a substantial proportion of 
the expenses of advertising. 

6. The removal from the first-year ex- 
pense limit of medical fees because of 
the development of non-medical business. 
7. A reduction in the limit for total 
expenses, 

8 The removal of conditions which 
make it practically impossible to organ- 
ize any new mutual life company under 
the laws of this state. 


Adequate Premiums 

“In any revision of Section 97, the pro- 
visions which operate to require ade- 
quate premiums for life insurance, par- 
ticularly as regards mutual life compa- 
nies, should be retained. No company 
should be permitted to issue any policy 
that does not appear to be self-support- 
ing on reasonable assumptions as to in- 
terest, mortality and expense,” he said. 
“Any revision of Section 97 should not 
be of such a nature or character as to 
disrupt or interfere with the agency or- 
ganization of a properly managed com- 
pany or to handicap such a company 
which has heretofore been operating un- 
der the long established provisions of 
Section 97, Accordingly, it would seem 
that any revision of Section 97 should 
adhere as closely as possible to the prin- 
ciples contained in the present section. 





MARCH IS SWEENEY MONTH 


There will be a double celebration next 
month by the State Life of Indianapolis. 
Since 1924 the month of March has been 
set asile as “Sweeney Month” in honor 
ot Second Vice-President Robert E. 
Sweeney, who will this year complete 
twenty-five years of continuous service 
with the company. 





NEW GIRARD LIFE MANAGERS 


New state managers of the Girard Life 
ave been appointed for Illinois and 
Ohio i: addition to a new western Penn- 
‘ylvania. manager and one at Reading, 
ra. The company is aiming at a 40% 
Increase over 1927 and so far is receiv- 
ing 100% of its hoped-for business. 


U. S. LIFE’S ANNUAL REPORT 





President Moir’s Business Statement for 
1927 Shows Company to Be in 
Healthy Condition 
The United States Life has just pub- 
lished its 78th annual report which shows 
that company to be in a condition of 
healthy progress. The work of economy 
and consolidation of the preceding four 
years showed further results in 1927. The 
surplus and assets increased substan- 
tially; and the outstanding insurance in- 
creased by more than $3,000,000 being 

now in excess of $32,400,000. 

The new premiums for 1927 amounted 
to $89,000 and $469,000 was paid out by 
the company in death claims. The new 
insurance written and paid for amounted 
to $5,020,000. During the year the com- 
pany reinsured the legal reserve busi- 
ness of the Telegraph & Telephone Life 
Insurance Association which increased 
the outstanding insurance by $1,500,000 
and assets by $197,000. The company’s 
income return was improved during the 
year by reason of the fact that it has 
been able to replace investments yielding 
less than 4.6% by guaranteed 514% real 
estate mortgages. 


ble for our great expansion. , 


pany. 








| Pittsfield, Massachusetts 


A. J. CLEMO ELECTED SECRETARY 





Entered The Actuarial Department Of 
The Montana Life Ten 
Years Ago 

A. J. Clemo, who entered the employ 
of the Montana Life ten years ago as 
a clerk in the actuarial department and 
whose zeal and ability were rewarded 
four years later with an appointment as 
assistant secretary, has just been named 
secretary as well as a director of the 
company. 

Mr. Clemo has worked in the actuarial 
department for the most part, but he has 
also worked in some of the other depart- 
ments of the company, so that he ac- 
quired in this way a mastery of routine. 
In February, 1924, he was elected assis- 


THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 















1928 


and our splendid spirit of 






FRED. H. RHODES, President 


NEW ENGLAND PROMOTIONS 





Tebbetts, Dexter, Foster, Neff, Pearce, 
Adams, Frost and Brown Advanced 
by the Company 
The New England Mutual has made a 
number of home office promotions. Wal- 
ter Tebbetts, agency vice-president, is 
a vice-president; Wallace D. Dexter, Jr., 
is treasurer; Dwight Foster, assistant 
treasurer; Robert P. K. Neff, assistant 
secretary; John T. Pearce, assistant 
secretary; W. D. Adams, assistant secre- 
tary, and Harold M. Frost, assistant 
medical director; Frederick R. Brown, 
assistant medical director. 


tant secretary and during the past four 
years has gradually absorbed the duties 
of Actuary Herfurth. 








Over 


Three-Quarters 
Of a Billion! 


Missouri State Life Insurance Company 
Moves Steadily Upward 








HE total insurance in force 

of the Missouri State Life 
Insurance Company is now well 
over the three-quarter billion 
mark. 


December 31, 1917, the total 
was $156,948,542.00. December 
31,1927,ithadreached 
$757,369,612.00. New paid-for 
business in 1927 amounted to 
$204,763,512.00—a gain of near- 
ly $30,000,000.00 over 1926. 


They indicate the most gratify- 
ing vitality and essential sound- 
ness. This growth and vitality 
are built upon a sound insurance 
plan. Their continuance is 
vouchsafed by executives, em- 
ployees and underwriters of 
high character and great aggres- 
siveness. 


Our expansion plans for 1928 
contemplate a greatly enlarged 
agency organization. We offer 


These figures talk. There is exceptional opportunities to 
no equivocation about them. good men. Write us. 
CD 7) 


Hillsman Taylor, President 


Life - Accident 


Health - 


Missouri State Life Insurance Company 


Home Office, St. Louis 


Group 
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Acacia Mutual Life Associati 
Summary of Annual Report as of December 31, 1927 
ASSETS: 
First mortgage loans on improved real estate... _$12,916,965.69 
i I RI ALE I MTA D NT MINED Ce 1,376,733.55 
ili ial tee Ea Lc, Sisal Steeceueaaa 1,607,400.00 
mt ire mm a aaa ei 360,409.85 
Loans on Association’s Policies... ... oo 02. eee eee 4,072,233.14 
REIL LS A AEE RE LEE RT 70,000.00 
Net premiums in process of collection. ..................0.....000........-- 2,523,070.60 
RIESE RTO DE SROs ERR Nee 442,575.04 
po: ae re 
_..-$23,369,387.87 
LIABILITIES: 
Policyholders’ dividends not yet due._.......... $436,486.74 
Reserve for taxes accrued............. 160,000.00 
Premiums and interest paid in advance... 149,297.87 
| SERN ae Mn ene re 145,055.67 
$890,840.28 
BALANCE TO PROTECT POLICY CONTRACTS: 
Legal reserve requirement—American Experience 
Table of Mortality and 314% interest on all 
ERROR TENG cee ane: Cty Fre Me Ae Oe $21,149,345.05 
SI aistskiconitisiaeiscsitssdecSaasiatactiptratbt i ca tie cake ans 1,329,202.54 
$22,478,547.59 
| Another Year of Great Progress 
lh ee, LLANE ORAL T OT RATT $55,057,500.00 
Gain in teernmee tm fowee....................-..- 2... ccccccerececncncsensnes 37,981,370.00 
Insurance in force December 31, 1927................---.--2........ 264,258,116.00 
Dividends paid or credited to members.................-.......... 1,183,988.27 
PO Sire sinecisccaedi nse nlnansitcnl cases ease abieadolasiehide stg anchilealemecaaiedmiods 23,369,387.87 
OI si siidiriatatinitiaoiantecnlccccticscnsstouasenaiialins 4,119,502.94 
UN IN I isin paic shea cineca coh emai 4,019,931.82 
The first and only mutual old line company to reduce its premium eaten so that its policyholders get the advantage 
of the low initial rates of the stock company combined with the dividends of the mutual company. 
PROGRESS DURING THE PAST TEN YEARS 
YEAR ASSETS SURPLUS INSURANCE 
In Force End of Year 
1917 $1,359,858 $68,566 $19,809,512 
1919 2,220,990 70,013 37,657,924 
1921 4,613,495 316,961 101,222,295 
1923 9,417,807 971,438 152,190,700 
1925 15,695,944 1,306,269 196,145,636 
1927 23,369,387 1,329,202 264,258,116 
WATCH US GROW 
This record is all the more remarkable when it is remembered that ACACIA does not accept brokerage business, 
reinsurance business, group insurance or other wholesale insurance. All its insurance is written directly on selected 
risks. te 
WILLIAM MONTGOMERY, President 
HOME OFFICE: 13th and F Streets, WASHINGTON, D. C. 
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Concrete Points On 
Programming Given 


CONSTRUCTIVE PLAN OUTLINED 





A. A. Heald, Madison Agency, Bankers 
Life, lowa, Talks Before District 
Des Moines School 





It has been observed a number of 
times that the eye is quicker than the 
ear. The reason for this fact is that 
the nerves of the eye are eighteen times 
as numerous as the nerves of the ear. 
The eye, according to science, transmits 
its impressions to the brain twenty-five 
times faster than does the ear. This 
largely accounts for the fact that the 
successful insurance salesman can usual- 
ly get his message across more readily 
and more forcefully by means of a pic- 
ture that can be seen, said A. A. Heald 
of the Madison agency of the Bankers 
Life of Iowa, in a recent address on 
“Programming Life Insurance and See- 
All Service,” at the District Two School 
of Instruction at Des Moines. 

“To systematically work out the de- 
tails which it is advisable to master,” 
said Mr. Heald, “in programming insur- 
ance successfully would take all of a 
solid month’s time. To put it briefly, 
however, programming a man’s life in- 
surance estate might very well be com- 
pared to the diagnosis of a man’s brain 
by a physician. In the brain we have 
several thousand different cells which 
serve as many different sections of the 
human anatomy. Without a moment’s 
hesitation on our part these brain cells 
give the necessary impetus to the per- 
formance of movements which constitute 
our work and our play. When we pro- 
gram a man’s estate we are doing his 
thinking for him to a certain extent. We 
are starting the right brain cells to ac- 
tion in the right way. We are also put- 
ting in force, if not in writing, certain 
movements which it is advisable for him 
to take as an average individual. 

A Constructive Program 

“The following outline will help in for- 
mulating a constructive program: Un- 
paid instalments on the income tax. Ac- 
crued income tax for the current year. 
State inheritance tax. Federal estate 
tax. Expenses of last illness. Outstand- 
ing personal obligations. Unpaid instal- 
ment which may be a charge upon es- 
tate. Cost of administration. Replace- 
ment of capital which might be tied up 
in real estate projects.” 

See-All Service 

In referring to the see-all service he 
said “that this was the best form because 
it is visual. It is a visual analysis of a 
man’s life insurance estate. It gives at 
a glance all of the data so necessary to 
the average layman. Ordinarily the pros- 
pect does not know the forms of insur- 
ance he carries. He does not know when 
they were taken out, at what age, the 
year or premium anniversary. Then he 
does not know of what value they are to 








Connecticut General 


Life Insurance Company 
Hartford, Conn. 


1927 Record 


New Paid Life Insurance 


Life Insurance in Force Dec. 31, 1927 


Life Department Income 


Accident Department Income 


Total Income 


$222,043,435.00 
940,725,117.00 
29,657,469.60 
2,228,938.69 
31,886,408.29 


Ten Years of Progress 


New Paid Life Insurance 
Year Life Insurance in Force Assets 
1917  $33,408,398.80 $137.349,393.94 $20,895,614.59 
1922 =: 126,847,483.80 471,544,940.25 44,218,694.00 
1927 222,043,435.00 940,725,117.00 100,846,677.10 

Sixty-Third Annual Statement 
Liabilities $92,636,350.21 
Excess Security to Policyholders 8,210,326.89 
Assets, December 31, 1927 , 100,846,677.10 


Another Year of 


Consistent Growth 











him in case of some financial trouble, in 
case of disability or the like. He makes 
the beneficiary in one instance his wife, 
in another his estate, and in yet another 
this and that. 

“For the purpose of serving the pros- 
pect helpfully, it is only logical that we 
ask him all about it. He replies he does 
not know. We tell him immediately that 
we are not in the life insurance business 
to fleece his pocketbook, that we do not 
intend to walk into his office and extract 
a commission out of him with the appli- 
cation, but that we are trying to perform 
a truly helpful service. We would like 
to have his policies, for which a receipt 
will be given, and we will in turn analyze 
them without any obligation to him so 
that he may know, without going into 
the intricacies himself, just exactly what 
he has, why he has it, for what purpose, 
and how his future insurance needs may 
develop.” 

In concluding his address he said that 


upon his return from the National Con- 
vention of Life Underwriters at Mem- 
phis, after hearing talks on program- 
ming and monthly income insurance, and 
after filling out a see-all service for him- 
self, he increased his own life insurance 
because after he had passed on he 
wanted his wife to be guaranteed a life 
income, and not to be influenced by the 
fat-bellied, superhetrodyne stock sales- 
man. 





TRAVELERS GROUPS 

In twenty group insurance cases writ- 
ten recently by the Travelers $1,704,500 
of insurance is provided to 1,773 em- 
ployes. Four of the cases were for group 
disability insurance. Two of the con- 
cerns are located in Massachusetts, four 
in New York State, four in Indiana, six 
in California and one in Pennsylvania, 
Washington, Oklahoma and West Vir- 
ginia, respectively. 


“Father & Son” Plan 
Used by P. C. Poinier 


INSURES WEALTHY BOYS 





HE 





Jersey Man Has Worked Out Unique 
Method; Has Lads in a Club; They 
Help Pay Premiums 





Philip C. Poinier, of the Connecticut 
Mutual in Newark, N. J., has devised a 
plan for insuring boys, particularly the 
sons of wealthy men. Mr. Poinier’s plan 
in several aspects takes on the appear- 
ance of a club. He wants to know the 
boys he is insuring. Although most of 
them are away at schools for the greater 
part of the time he hopes to gather them 
together several times a year when it 
is possible and give them a pleasant time 


by means of athletic events and such 
features, 
“Father and son partnership insur- 


ance” is what Mr. Poinier calls his prop- 
osition. When he approaches a pros- 
pect’s father he assumes that the parent 
is completely protected and tells him so. 
After winning over the father he 
broaches the subject to the boy him- 
self. Under the usual arrangement the 
father either pays all the premium, or, 
if the lad is on an allowance, he de- 
ducts part for the insurance and pays 
the rest himself. 
They Will Study Insurance 

One of the most important services 
which Mr. Poinier expects to render to 
his insureds lies in a course in life in- 
surance from the buyer’s point of view. 
Shortly before the time when the boy 
takes over the full responsibility for con- 
tinuing the policy himself; i. e., when 
he enters business, it is Mr. Poinier’s 
intention to instruct him in insurance so 
that when he is approached by insur- 
ance solicitors or advisors he can and 
will fully understand their language, and 
will be fully capable of digesting any 
plan submitted for his consideration in 
regard to his future holdings. 

Mr. Poinier finds his prospects among 
the well to do men who live in northern 
New Jersey, adjacent to New York City. 
Their sums will probably be called upon 
to handle considerable money, he feels, 
and will probably become important bus- 
iness men of the future. By getting to 
them while they are young he believes 
he is preparing the way for later selling. 

He has had few interviews where his 
proposition was not listened to with in- 
terest. At present he has about thirty- 
three boys in his “insurance family,” but 
he expects eventually to include about 
one hundred in the group. 

Unusual Receipts 

As a method of impressing upon the 
young man what his father is doing for 
him, a receipt for the premium is sent 
which tells that the money thus used 
might have taken the father to Pinehurst 
or to Maine for a few days. 

Banks are given to the younger boys 

(Continued on page 10) 
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THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. There is no better company 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 














Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. _ | 


Founded 1865 
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REPORT ON MUTUAL LIFE 
Conclusions of N. Y. Department in 
Review of Business Over a Three 


Year Period 


The New York Insurance Department 
has completed its triennial report of the 
Mutual Life. Considerable space has 
been devoted to disability insurance and 
to the manner in which dividends are 
made. The report winds up as follows: 

“In conclusion it is desirable to point 
out some of the results of the operation 
of the company during the three-year 
period ending December 31, 1926, which 
compared most favorably with those of 
any similar period in the company’s his- 
tory. A large volume of new business 
selected according to the company’s high 
standards was placed upon the books. 
The rate of mortality has declined to a 
very low point and as a result it was 
possible to distribute to policyholders 
dividends according to successive in- 
creasing scales. Investments are par- 
ticularly well secured. At the same time 
payments have been liberalized and 
clarified and treatment accorded to pol- 
icyholders and their representatives has 
been eminently fair and just.” 





PRAISES PENN’S SCHOOL 





E. G. McWilliam, Who Attended Classes 
At Home In Philadelphia, Returns 
Pleased With Instruction Work 


E. G. McWilliam, of McWilliam & 
Hyde, general agents of the Penn Mu- 
tual Life, returned to New York last 
week after a three day visit to the home 
office at Philadelphia where he attended 
classes organized by Vice-President 
Hugh D. Hart, dealing with the subject 
of agency building. Mr. McWilliam had 
nothing but praise for the work that was 
accomplished there in the interest of 
general agents. 

The purpose of the course was to 
help the general agents to better dis- 
charge their responsibilities. Every 
phase of agency building was discussed, 
from the recruiting of agents to the su- 
pervisory work of the heads of the or- 
ganization. 

Vice-President Hart presided at all of 
the meetings. He was assisted by E. 
Paul Huttinger, company statistician. 





DR. A. L. TUMBLESON DIES 

Dr. Arthur L. Tumbleson, medical di- 
rector of the Sun Life of America, died 
at his home in Baltimore recently after 
twenty-six years of service with the 
company. He had been in poor health 
for some time preceding his death. He 
was a graduate of the Baltimore Medical 


College. He became associated with the 
company in 1902 when he became its 
medical examiner. In 1919 he was 


elected medical director in which ca- 
pacity he served until his death. He is 
survived by his widow, Mrs. Florence N. 
Tumbleson. 





DALLAS VISITING AGENCIES 

Superintendent of Agencies W. H. 
Dallas, Aetna Life, is on a trip to the 
Pacific Coast. He will visit general 
agencies at Chicago, Kansas City, Los 
Angeles, San Francisco, Portland, Spo- 
kane, Seattle, Vancouver, Winnipeg, 
Minneapolis and St. Paul, returning to 
the home office March 26. 





W. W. PRATT DIES 
Walter Wilcox Pratt of the legal de- 
partment of the Travelers and one time 
secretary to James J. Batterson, first 
president of that institution, died last 
week. He had been with the company 
since 1891. 


MANY NEW MEMBERS 
The drive of the local underwriters’ 
association for new members has been 
a great success. Nearly 400 have applied 
for membership. 








HULL GOING TO COAST 
Roger B. Hull, managing director of 
the National Association, will leave for 
the Coast next week. 





pany and service. 








ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point of com- 


Think it over: 


Meteg IR A og 66 nis kos sb ea edcsces $5,000 
Any accidental death..................... 10,000 
Certain accidental deaths............. 15,000 


Accident Benefits, $50 per WEEK (Non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 





Our Vice-Presi- 


dent, Eugene E. Reed, will tell you all about it. Write him 


direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 


INQUIRE: : 








TO ENTER 11 STATES 

The Bankers National of New Jersey 
is now licensed to do business in the 
following states: Indiana, New Jersey, 
Delaware, Maine, Vermont, Rhode 
Island, Maryland, West Virginia and the 
District of Columbia. Applications are 
pending for admission to the states of 
Washington, Pennsylvania, Connecticut, 
Illinois, Michigan, Ohio, North Carolina, 
Kentucky, Wisconsin, California and 
New Hampshire. The company has al- 
ready appointed general agents in New 
Jersey, Indiana and Rhode Island. The 
company commenced to do business in 


1927. 








yours to take this route? 


bank trust department. 


JOHN HANCOCK SERIES 


Life Insurance Trusts 

Is it a good thing for the proceeds of Life 

Insurance Policies to be handled In Trust? 
Life insurance companies and their agents ‘are inter- 
ested in the welfare of the Beneficiary, as well as the 
Insured during his life. Where arrangements have 
been made for the insurance to be paid in a lump 
sum, it is manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 
Almost every lawyer, banker and business man 
knows of cases where insurance money left for wife 
and children has been dissipated. Do you want 


One method is to have payments made by Annuities 
or Monthly Installments. 
arrangement is to have the money go into Trust, 
administered through a reliable trust company or 


ON VACATION TRIPS 

J. R. Robbins and Russell M. Simons, 
general agents of the Home Life in New 
York, believe in the effectiveness of a 
winter vacation from work. Mr. Robbins 
has just returned from a few weeks at 
the Lake Placid Club, New York, while 
Mr. Simons is now down at Miami. 





$2,500,000 IN JANUARY 
The P. M. Fraser Agency of the Con- 
necticut Mutual Life paid for $2,500,000 
of business during the month of Janu- 
ary. The agency up to date is about one 
million ahead of last year in paid for 
production, 





Another - satisfactory 





This subject is fully treated in the John Hancock 
book, entitled “Estate Conservation and Life Insur- 
ance Trusts,” which will be sent on request. 








insuring over 4,000,000 lives. 


vA 
Lire INSURANCE COMPANY 


cr BOSTON. MASSACHUSETTS 
Insurance in force $2,750,000,000 on over 6,000,000 policies, 


If your policy bears the name 


John Hancock it is safe and secure in every way. 


SIXTY-FIVE YEARS IN BUSINESS-———— 





— 
——=—_—= 


H. W. MANNING WITH HOME | FE 





Becomes Assistant Supervisor of A: ants 
Under James A. Fulton; Was W |, 
North American Life 

H. W. Manning has been appointed 
assistant manager of agents for the 
Home Life. He is an honor graiuate 
of the University of Toronto wh» for 
the past fifteen years has been con: cted 
with the North American Life A>ssyr- 
ance of Toronto. His first active field 
work was commenced about ten » ears 
ago as manager of one of their largest 
branches. For the past five years he has 
been assistant supervisor of agencies, 
covering their Canadian and American 
fields. Latterly his activities have been 
more largely centered in the American 
agencies. 

The appointment of Mr. Manning as 
assistant to Mr. James A. Fulton, super- 
intendent of agents, marks an added step 
in the Home Life program of further 
development and expansion. 





WOMAN MADE OFFICER 





Miss Ada Popple Is Elected Assistant 
Treasurer of the Equitable Life of 
Iowa; Other Staff Changes 


Miss Ada Popple, who has served in 
the cashier’s department of the Equitable 
Life of Iowa since 1914, has been elect- 
ed assistant treasurer. Phineas Henry, 
former counsel of the company, has 
been elected general counsel. Arthur 
McGill was appointed counsel. 

Two new trustees have been elected. 
They are Jay N. Darling, the cartoonist 
known as “Ding,” and Carl Weeks, head 
of the Armand Company, manufacturers 
of Armand cold creams and face pow- 
ders. 





FRASER TESTIMONIAL 





Connecticut Mutual Life Gives New York 
General Agent Placque For An 
Outstanding Achievement 


The Connecticut Mutual by vote of its 
board of directors has presented to Peter 
M. Fraser, general agent in New York 
and also president of the Life Under- 
writers Association of New York, a 
placque, 12 inches by 18 inches, “in rec- 
ognition of the most outstanding record 
of organization in the history of the 
company and a most exceptional record 
in agency building in the annals of life 
insurance.” 

Mr. Fraser went with the company in 
1918. 





FUN AT DINNER 





Life Underwriters Association of New 
York to Hear Gifted Entertainers 
At Annual Dinner 


There will be fun and pep at the an- 
nual dinner of the Life Underwriters As- 
sociation of New York on March 8&th at 
the Astor as President Fraser has booked 
Captain Irving O’Hay, famous story teller 
of war experiences; and Josh Lee, the 
whirlwind master of epigram of the Uni- 
versity of Oklahoma. The movies oi the 
United Press illustrating how news 15 
gathered will be shown by Rober J. 
Bender who is in charge of news tor 
that great organization. 


J. P. GRAHAM AT BRIDGEPOFT 

J. P. Graham, Jr., general agent © the 
Aetna Life in Brooklyn, will addres- the 
Bridgeport Life Underwriters’ Ass:*!@- 
tion today. 


Father And Son 


(Continued from page 9) 








so that they may put aside part of ‘1clr 
money to pay the premium. Son of 
them have their allowance reduced 25% 
to make part of the premium. 

Mr, Poinier is a graduate of the Sew 
York University course in life insurance, 
where he studied under Vincent Coffin. 
He has been in the business for only 4 


year. 
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YOU CAN BOWL. ‘EM OVER WITH THE RIGHT BALL 


Do you want to make more money? 
If you are capable of developing an agency we will 
give you a direct Home Office Contract 


with real first year commissions—Non Forfeitable Renewals. 








Non Forfeitable Renewals build an estate for you 


Write or wire for interview 


g=<ESERVE LOAN LIFE 


ae } INSURANCE COMPANY 
e, y — INDIANAPOLIS, INDIANA. — 
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Promotions At Head 
Office Of Aetna Life 


CAREERS OF SIX WHO FIGURE 
S. F. Westbrook, Treasurer; Elton Hill, 
Assistant Actuary; A. O. Rose, As- 
sistan Secretary; W. B. Dew, 
Associate Counsel 








A number of new officers were pro- 
moted or added to the official staffs of 
the Actna Life, Aetna Casualty & Sure- 
ty, and the Automobile Insurance Co. 
on Friday evening at a meeting of the 
board. The new officers are Stillman 
Foote Westbrook, formerly assistant 
treasurer, to be vice-president of the 
Actna Life; Elton Hill, assistant actuary 
life department; C. V. D. Peek, asso- 
ciate counsel, accident and liability de- 
partment; A. O. Rose, assistant secre- 
tary, accident and liability department; 
W. Braxton Dew, associate counsel, 
Aetna Casualty & Surety Co. and 
George G. Quirk, assistant secretary of 
the Automobile Ifsurance Co. 

Their careers follow: 

Stillman F. Westbrook 


Mr. Westbrook was born at Ogdens- 
burg, N. Y., was educated at the Ogdens- 
burg Free Academy and at Williams Col- 
lege. Upon completing his education, he 
was associated with the Skillings, Whit- 
ney & Barnes Lumber Co. of Callender, 
Ont., and New York City until 1911, 
when the Guernsey-Westbrook Co. of 
Hartford was formed and Mr. West- 
brook went to Hartford. He was elected 
assistant treasurer of the Aetna Life in 
February, 1926. 

He is president of the Smith-Pearsall 
Co., which has lumber yards in a num- 
ber of cities in Connecticut and Massa- 
chusetts and is also a trustee of the So- 


ciety for Savings, a director of the 
Phoenix-State Bank & Trust Co, a 


trustee of the American School for the 
Deaf, a director of the Dunham Mills, 
Inc., a member of the park board, a 
trustee of the Horace-Bushnell Memo- 
rial Hall Corporation and vice-president 
of the Hartford Community Chest. 


Elton Hill 


Mr. Hill has been with the Aetna 
Life since 1907. He was born in Hart- 
ford, was educated in the local schools 
and the Hartford Public High School, 
and entered the Sheffield Scientific 
School of Yale, from which he gradu- 
ated with the class of 1907. He is a 
Fellow of the Actuarial Society of 
America, member of the Mathematical 
Society and secretary and treasurer of 
the Actuaries Club of Hartford. 

Cc. V. D. Peek 

Mr. Peek has been in the legal de- 
partment of the Aetna Casualty & 
Surety Co. and the liability department 
of the Aetna Life for fifteen years. Mr. 
Peek is a native of Georgia and moved 
to New York at an early age. He was 
admitted to the New York bar in 1897 
and practiced law in the metropolis until 
he went to Hartford in 1913. 

Alston O. Rose 


Mr. Rose has been an adjuster in the 


fidelity and surety claims department 
since 1923. He is a native of New York 
and was graduated from Rensselaer 


Polytechnic Institute as a civil engineer 
with the class of 1911. Before going to 
Hartford, he was a consulting engineer 
in Pittsburgh, associated with Morris & 


Patterson With Pein | 


(Continued from page 3) 





that fine amity, both towards its retiring 
manager and his new employer, which 
nowadays characterizes relations be- 
tween home offices and of which both 
the Equitable and Penn Mutual are ex- 
emplars.” It also discussed the tutelage 
of Mr. Patterson under the late E. A. 
Woods, F. H. Davis and Dr. J. A. Ste- 
venson. It characterized these three 
men as great organization and sales ex- 
perts. 














AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS | 
Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 


























Knowles, Inc., an engineering firm which 
did considerable research work for in- 
surance companies. 
W. Braxton Dew 

Mr. Dew is a native of Virginia. He 
was graduated from Washington and 
Lee University in 1921 with the degrees 
of LL.B., and immediately thereafter was 
admitted to the Virginia bar. For two 
years he engaged in the general prac- 
tice of law in Wythville, Va., and he 
went with the Aetna Casualty & Surety 
Co. in December, 1923, as an attorney 
for the bond department. 

George G. Quirk 

Mr. Quirk became connected with the 
home office in 1923. coming from Phila- 
delphia where he had been a marine spe- 
cial agent for the company. Prior to that 
he had been with the company in New 
York state as a marine special agent. 
Shortly after going to Hartford, Mr. 
Quirk was made superintendent of 
agents for the inland and ocean marine 


departments in charge of production. He 
also was identified with the underwrit- 
ing of these lines. In April, 1927, he 
was made manager of the inland marine 
department. Mr. Quirk was graduated 
from Yale in 1907. Before deciding upon 
insurance work, he was in the shipping 
business in New York City, thus acquir- 
ing a valuable foundation for marine in- 
surance underwriting. 


CAN’T ATTACH PAID-UP POLICY 

Paid-up life insurance policies can not 
be attached for the debts of the person 
upon whose application they were is- 
sued, says the Supreme Court of Ne- 
braska, in denying recovery in Cameron 
vs. Martin. The Court holds that the 
fo-ct that the policies are assignable does 
not make them subject to attachment 
during the lifetime of the assured. They 
are not payable to the assured or to 
anyone else during life. They are onlv 
payable after death and then to the legal 
representative in whom title is vested. 








cA Specimen Copy 


of our 


Preferred Whole Life Policy~ 


will be sent to any one requesting it. 








This policy which has met with such instant success since 
its introduction on November Ist is issued in amounts of not 
less than $5,000 to risks distinctly above the average of those 


entitled to standard insurance. 


This super-standard or pre- 


ferred group is given through a reduced cost for their insur-- 
ance the benefit of the fact that they are better risks than 


the average. 


Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; age 45—$323.90 
Subject to reduction by Dividends 


On Agency matters address 


JAMES A. FULTON 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 








Two Judges Addre: 


Equitable Trust Tet 





DOUBLE BILL A FE TURE 
T. C. Hennings On Wills; H. Stan. 
deven Says Future Agent Must 
Qualify As Trust Officc 
The speaker at the fourth surance 
trust lecture held under the dir. -tion oj 
the Equitable Trust Co. of Ni \ Yor 
at the Federal Reserve building .uditor. 
ium, New York, on February (6, wer 
Thomas C. Hennings, vice-pre: dent of 
the Mercantile Trust Co. of S Louis, 


and H. L. Standeven, vice-president of 
the Exchange Trust Co. of Tulsa, Okla. 
Hennings is chairman of the commit. 
tee on insurance trusts of the \, B, A 
He discussed for the most part the 
preparation and execution of wills, de. 
scribing the various modes of proced- 
ure in connection with the making and 
filing of a will. He took up such mat 
ters as the proper number of witnesses 
the assembling. of the assets under the 
will after a will has been filed; the ap- 
pointment of appraisers by a court where 
there is property; the filing of a copy 
of the will with the State Treasurer in 
connection with inheritance taxes: the 
notification of the widow after the death 
of the testator and a number of other 
things which he thought an_ insurance 
agent should know about. He said one 
of the greatest difficulties the trust com- 
pany meets with in its administration of 
the assets of an estate is to see that 
the doctors and lawyers do not get it 
all. He said it was highly important that 
copies of a will be filed in all states in 
which the testator had real estate, as 
this would tend to avoid complications. 
Judge Standeven’s Opinion 
Judge H. L. Standeven expressed his 
belief that the insurance man of the {u- 
ture would have to qualify as a trust of- 
ficer if he hoped to be most successful 
in his chosen -field. He declared the 
trust companies of the country were ex- 
erting efforts to help insurance men 
more and more with their problems and 
that underwriters would find it to their 
advantage to co-operate with them. 
Referring to the so-called “good old 
days’ which some sentimental people 
like to talk about, Judge Standeven said 
they are gone forever and that we must 
now adjust ourselves to the new order 
of things. He referred to some of the 
big bank mergers that one reads about 
in the newspapers as showing the tre- 
mendous scale on which business is being 
conducted today. The agent, he said, 
would have to measure up to the new 
ever changing standards of business ad- 
ministration if he expected to render 
genuine service to others. 





APPOINTED AN ACTUARY 





Robert B. Richardson, Formerly Of New 

World Life, Succeeds C. E. Herfurth 

Of Montana Life 

Robert B. Richardson, who for the 
past seven years had been assistant act- 
uary of the New World Life of Spokane, 
Washington, has recently been appointed 
actuary of the Montana Life succeed- 
ing Carl E. Herfurth. Mr. Richardson 1s 
not only a highly trained and skilled act- 
uary, but it is also true that mos! of his 
actuarial experience has been in_ the 
West and for a company which « crates 
in practically the same territory as the 


Montana Life. His knowledge of ‘he 1m- 


portant actuarial problems to bc solve 
in this region is therefore autho tative. 

Mr. Richardson, who was also lected 
assistant secretary, was born at uffalo 
Hart, Ill., in 1899. He attended t © Unt 
versity of Michigan but relinquis ed hs 
studies for two and a half years © serv’ 
with the marines in France. He | umed 
his classes after the war and wa: ‘radi 
ated in 1920 from that college «th at 
actuarial degree. He has been « rved- 


ly popular in the home office «i the 
New World as well as with th: mete 
bers of the field forces. He is » atric’ 
and has one daughter 15 month: old. 
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Sizing Up New Agency Recruits =e 
By Noting Personal Characteristics 





By Howard D. Baird, New York 


My. Baird at one time directed the per- 
sonne. recruiting and training division of 
the « 4 Hart & Eubank agency. He is 
now «ith the Union Central in New York. 


Th. sale power of such approaches as 
“Has your company agreed to retire you 
at age 65?” or “If I show you a plan 
by which Bobby will have that complete 
education you planned for him, regard- 
less of what happens, you will be inter- 
ested, won’t you?” depends upon the 
person. Who utters them. 

If one hundred general agents, men- 
tally, picture the man who can success- 
fully use these approaches, the person 
pictured will be a composite portrait of 
his best producers. 

These best producers are, unfortunate- 
ly, but a small proportion of the total 
agency staff. Therefore, there is today 
a problem universal in all agencies, of 
how to recognize and recruit individuals, 
who will be of “best producer” material, 
from other commercial pursuits into the 
life insurance selling field. Men, who 
from the day they seriously take up life 
underwriting, will show success quali- 
ties. : 

Having before me such questions as, 
Who to recruit? Where to recruit? How 
to recruit, and similar requests, as a 
result of my work recruiting desirable 
men for the New York City life insur- 
ance agency with which I was connected 
prior to becoming a full-time life in- 
surance salesman, I feel I should write 
somewhat of experience and impressions 
I thus gained in recruiting. 


The Picture of the Recruit 


First step is to picture the person to 
recruit. 
known underwriters we will find they 
all have certain characteristics in com- 
mon. We also find there are men who 
possess these same characteristics and 
could not gain interest much less nego- 
tiate a sale. Therefore, it is obvious 
that externals are not indicative other 
than as land marks. 

Starting at the top, I have found that 
the external indications of good future 
material are a well proportioned head, 
forehead and face which must be in 
combination with grey eyes, large nose, 
thin lips, large mouth, medium sized 
ears, strong chin and good, blood tinted 
skin, regardless of whether on a fat, 
lean, tall or short body. Where you 
find all or part of these possessed by 
one person, study and carefully inves- 
tigate that person further. 

Now, all of these may be possessed 
by one wholly unfitted to enter the life 
insurance field, but if with these there 
are such factors as intelligent thought- 
fulness, speech control, initiative and 
pleasing personality, then the probabili- 
ties «f good material is before you. 

Learn the degree of education he has 
obtaiicd and what he has done with it. 

You may find that the education is 
not ‘nat well planned university train- 
Ing, »ut do not pause in the investiga- 
tion, but question to find early environ- 
Mei! steps of progress from boy to 
adi) ood, what ambitions were motivat- 


Inc “ie progress and what degree of suc- 
cess has been achieved, and what is yet 
) achieved. 


Vitality and Endurance 


vy come to his vitality. Has he 
1 endurance? Has he stood the 
of time; the punishment of oppo- 
adversity, failure and success as 
‘ey succeed each other in the life of 

‘© who has become worthwhile, 
cc" ng always in mind that success is 
clave and the successful conduct of a 


If we observe all of the better’ 


shoe shine stand requires the same men- 
tal capacities as the successful conduct 
of a larger enterprise. At this point, 
the power of a well thought out, care- 
fully planned education, whether in 
school or in home study must be pres- 
ent or the prospect can no longer hold 
your interest. 

College training or its equivalent is es- 
sential to successfully negotiate that 
abrupt change from salaried employ- 
ment into commission earning contract 
arrangements. 

Unless the individual shows the sav- 
ing and thrifty tendency, exhibited by 
either invested or banked resources, an 
executive or fhanagerial capacity, self 
starting initiative coupled with those 
characteristics set out in the foregoing, 
the investigation of the probable pros- 
pect might just as well stop for success 
is not there. 

It is quite probable you have begun to 
believe that the recruit desired is in 
some museum properly enclosed in glass 
and preserved against deterioration, but 
you can be assured that 1s not the case 
at all. I found the desired individuals 
in department and smaller retail stores 
of certain types, also in banks and of- 
fices of larger corporations. 

Again, after some study, you will find, 
as I did, you can recognize the college 
trained men as you daily walk among 
those many men you are observing at 
work in their present employment. In 
my own work, I found that I, intuitively, 
could determine education, vitality, ini- 
tiative and mental alertness of the in- 
dividual before I approached and en- 
gaged him in conversation. 

Height Not Important 

Much regarding qualitative landmarks 
which I learned from recruiting must 
be omitted, but the tendency of some 
general agents to attach importance to 
height or lack of height impels me to 
say neither is a dependable landmark. 
Nine men entering the life insurance field 
at about the same date cbserved for 
several months, disclosed the shortest 
man as the largest and one of the tall- 
est as second largest consistent produc- 
ers. The tallest and one of the short- 
est divided “honors” as smallest pro- 
ducers. This result will be duplicated 
in any observed group, therefore, height 
can safely be dismissed as in any way 
indicative of production capacity. Girth 
also may be dismissed with but one sen- 
tence; where it is present you have a 
slow mind and sluggish worker. The 
forehead, nose, chin, eyes and mouth, in 
the order written are landmarks of much 
value, yet landmarks only, but worthy 
of some comment. 

Low narrow foreheads evolute, by 
thoughtful study into high wide fore- 
heads. The degree of intellect is dis- 
closed bv the forehead to trained ob- 
servers. Without questioning, I hove ap- 
praised the type of schooling cr school- 
ing and home study and in a very large 
percentage of cases had the deduction 
confirmed later through investigation of 
the prospect. 


Forehead Angles 

Important personal traits are disclosed 
by the angle of the forehead. Where 
the forehead protrudes, self esteem re- 
duces sales ability. Where foreheads 
are on a line with the chin decisions are 
slow, but sales work definite and. in- 
telligent. As the slope becomes more 
pronounced, intelligence decreases, but 
up to a certain point sales results do 
not diminish proportionately. Best 
sales results come from an intelligent 
person whose forehead slopes back on a 
line starting at the tip of the nose and 
ending at the hair line of a high or 


(Continued on page 20) 
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NYLIC INCENTIVES and AIDS TO SUCCESS 






















New York Life Agents 
Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE NEW YEAR 


@ This is the largest total secured by 
Nylie Agents in any year in the 
Company’s history, exceeding their 
record for 1926 by 


$27,000,000 





@ The Company’s total insurance in force 
on December 31, 1927, was over 
Six and a Quarter Billions, viz., 


$6,285,800,000 


q In their service to the public, Nylic 
Agents continue to prosper and to forge 
ahead to greater achievements. 














“Is it any wonder that, meas- 
ured by usual standards, 
Nylic agents are indus- 
trious, persistent, satis- 


fied and happy?” 





NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY 


President 








New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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pwlicar Suggestions to Helpthe Man With the Rate 
uok Increase His Income and GeneraiLfficiency 


The Travelers has 


Life Insurance prepared a new phi- 


In Several losophical resumé of 
Nutshells what life insurance 
means and accom- 

plishes. It is in the form of short para- 


graphs as follows: 

Life insurance may mean a mother’s 
time, given to the care and training of 
her children in those important years 
when character is molded and future 
health largely determined; instead of 
being given to some poorly paid job, at 
which she is attempting to earn enough 
money to buy a few of the many things 
that are needed. 

It is the one security that he can 
slip into his safe deposit box, serene in 
the confidence that even if all his other 
investments should fail, it will pay him 
a dependable income when advancing 
age advises him to let some younger 
man carry on his work. 

It may be the “rich uncle” that puts 
the children through high school and 
college, assuring them a fair start in 
life—although the income that was 
planned to see them through has long 
since been stopped by death. 

It is the assurance that the best part 
of his estate will not be sacrificed to 
meet the state and federal inheritance 
taxes. 

It may be the hero of the old-fash- 
ioned “meller dramer” that steps in and 
pays off the mortgage on the home when 
the father of the family has died, and 
there is no income to meet the impend- 
ing interest payments. 

It is a bulwark, standing behind a bus- 
iness organization, assuring creditors, in- 
vestors and employes that their interests 
will not suffer, should death suddenly 
force the guiding hand to relinquish the 
tiller. 

It is the one investment which he can 
make today, in absolute certainty that 
its value will have increased a year from 
today. And it is an investment that will 
be paid, one hundred cents on the dol- 
lar, at its maturity, or at his death, ir- 
respective of business conditions, mar- 
ket fluctuations or changing interest 
rates. 

But, most important of all, it is food, 
shelter and clothing—welfare and com- 
fort for his family, when death or per- 
manent total disability has dried up all 

* * * 


Joseph Sosna_ of 

Industrial Boston, Metropolitan 

Agent Sells Life, was unable to 

Lots Of Income produce much Ordi- 

nary business until 

he grasped the sales possibilities of In- 
come insurance. 

He had an 89% average weekly In- 
dustrial increase and no Ordinary to his 
credit at the end of January, 1927. He 
finished February with an Industrial av- 
erage of $1.07 a week and only $8,000 
Ordinary. That represented four poli- 
cies—average $2,000 each. If he had 
kept on at that gait he would have fin- 
ished the year by just making the 
$100,000 Club and showing a dollar 
weekly increase, or a trifle better, in 
Industrial. So the story really begins 
in March of last year. 

Until he began to sell it, Sosna didn’t 





know how good Income insurance was. 
Among his prospects was the vice-presi- 
dent of a manufacturing concern owned 
by two men—the president, who was 
concerned chiefly with the sales end of 
the business, and Sosna’s prospect, who 
took care of production. The vice- 
president had about $30,000 Term in- 
surance and $10,000 in other policies 
when Sosna first canvassed him. He 
also had a wife and three children. The 
prospect thought he had all the per- 
sonal insurance he needed. He hoped 
to leave a considerable estate, and with 
$40,000 in ready cash, the family ought 
to be able to get along all right, in his 
opinion. All that Sosna was able to 
sell on that first canvass was $5,000 
Term, payable to the corporation— 
wholly inadequate protection, it seemed 
to him, against the financial loss to the 
company which the death of one of its 
most valuable executives would involve. 
Sosna had made a sale, but he hadn't 
rendered the service that he had hoped 
to render. He hadn’t even roused the 
prospect’s interest in insurance. But the 
placing of that first policy gave him the 
opportunity of introducing his assistant 
manager, Frank J. Carmody, and Car- 
mody had been schooled in Income in- 
surance by Manager Harry Kay. Sosna 
had the entree; Carmody had the pro- 
found conviction that a man’s first duty 
to his family is to arrange a steady in- 
come for them that will continue after 
his death. 
canvass. 
They soon drew from the prospect the 
fact that he was interested in assuring 
an education for his children. They also 
had been able to form an idea of the 
family’s scale of living. Translating that 
$40,000 personal insurance that the pros- 
pect was carrying into terms of the in- 
come, it would yield if conservatively and 
safely invested, say, $40 a week. That 
gave them the proper perspective. 


So they set out for a re- 





PREPAYMENT SAVED POLICY 


When a motor bus returning from a 
football game rolled over recently out in 
Kansas a young school teacher was killed. 
She had just made application for a pol- 
icy in the New York Life. When this 
teacher applied on September 17, 1927, 
she paid the first premium in cash and 
received the coupon receipt. She was 
killed September 30, three days before 
the policy left the home office. But the 
payment of the first premium when she 
signed her application placed the com- 
pany on the risk and the claim was paid, 
including double indemnity. This shows 
the precautionary wisdom of paying the 
premium in advance. 





UNION LABOR LIFE’S BRANCH 


The Union Labor Life of Washing- 
ton, D. C., has opened a general agency 
in Kansas City with P. K. Rembert in 
charge. Mr. Rembert has previously 
been with the Metropolitan and the In- 
ternational Life. 





SUN LIFE’S YEAR 


The Sun Life of Canada last year, 
after deducting their reinsurance, paid 
for $328,400,000. 


PERSONAL NOTES OF AN AGENCY 





Cupid And Stork Has Busy Time Among 
Representatives Of W. J. Dunsmore 
Office, Equitable Society 

A society reporter following the per- 
sonal affairs of agents in the W. J. Duns- 
more office of the Equitable Life As- 
surance Society in New York would have 
had considerable to chronicle during 
1927. Four members of the staff were 
married during the year and three others 
became engaged; four had additions to 
their families. 

The agency paid for $8,000,000 during 
the year. Its December was the best 
in its history, $1,050,000. The leading 
producer in volume was Charles W. Kis- 
selhoff with nearly half a million. Rob- 
ert E. Olmsted was leader in premiums. 


There are only full-time men in the 
organization. 





BREAKING INTO PRINT 


When a character in a “New York 
Telegram” cartoon decided to take out 
a large life policy one New York agent 
saw a good opportunity to break into 
print. He sent the following letter, 
which was published in the paper: 

“For some little time I have been a 
reader of your good paper, and 1 have 
always enjoyed the comic strip, but here 
of late I have become doubly interested, 
due to the fact that our friend Major 
Hoople desires to take out some insur- 
ance. 

“I certainly take off my hat to the 
Major for realizing that he needs insur- 
ance, for all men need this protection, 
but few realize it. But as an insurance 
man I must say that our friend is a 
trifle over-weight. If he will get busy 
and take off some of his excess avoir- 
dupois I should be glad to take the mat- 
ter up with him myself. 

“Tra V. Barchet.” 





MADE STATE SUPERVISOR 
H. W. Campbell, general agent in At- 
lanta, Ga., for the International Life of 
St. Louis, has been promoted to the 
position of state supervisor for Georgia. 


The appointment became effective last 
week. 


—==_ 
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TWO MEN 


We have two new 





territories for two 
good men under 
real general agents’ 
contracts. 

Address 


The Manhattan Life Ins. Co, 


66 BROADWAY, NEW YORK 








ee 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


RRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Denver Des Moines 

















“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 
can use. Do it now! By mail, 
please. 


Canada Life Assurance 
Company, 


110 William Street 
New York City 


Beekman 5058—6691 

















satisfaction in so doing. 


limits 10 to 70. 





You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street 








New York, N. Y. 
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Howland Discusses 
Mortgage Holdings 


THOSE ON FARMS SHRINKING 


National Life of Vermont Has 25% of 
Its Assets in Municipal and 
Government Bonds 





President Fred A. Howland of the Na- 
tional Life of Vermont has made his an- 
nual report of 1927 conditions and rec- 
ords. As usual his report is one of the 
most interesting of those given annually 
by life presidents. The company had an 
unusually low mortality and made an in- 
crase in net assets of more than $8,000,- 
000. Its surplus showed a very good in- 
crease. Net assets are $112,647,000. 

In discussing investment conditions 
Mr. Howland said: 

“Investment conditions in the United 
States in the last few years have been 
affected by three striking features: 

“The large flow of funds into public 
utilities and foreign securities; the 
marked decrease in the interest return; 
and the transfer of funds from farm to 
city mortgages. 

“Public utilities have expanded so 
amazingly that their annual output of 
capital and bond issues now surpasses in 
volume those of any other type. The 
bonds of these companies are absorbing 
a growing proportion of life insurance 
funds, although the yield is definitely de- 
clining. In the bonds of foreign coun- 
tries, which now offer by far the largest 
return of any standard bond, the life in- 
surance companies have thus far shown 
little interest, except in the issues of the 
Dominion of Canada. In fact, omitting 
Canada, life insurance participation in 
foreign government bonds has shown a 
continual shrinkage since the war till it 
has almost reached the vanishing point. 


The Shift From Farm to City Mortgages 


“The shift from farm to city mort- 
gages is explained by the maxim that, 
security being satisfactory, ‘investment 
follows the yield.’ The entrance of the 
federal land bank system into the farm 
loan business is largely responsible for 
this situation. Similarly the entrance of 
national banks into the city loan field in 
the exercise of their recently extended 
authority will doubtless affect the rate 
on the city mortgage. In 1921 life in- 
surance investments in farm mortgages 
were 17.7% of their total assets, and in 
other mortgages 16.7%, while in Decem- 
ber, 1927, the corresponding ratios were 
15.2% and 28.2%. It is my belief that 
the reduction in the holdings of farm 
mortgages will continue more rapidly, 
until the shrinkage in the city loan rate 
approaches its earlier point. The farm 
loan investment of the National to total 
assets is now 34%, and in city loans 13%. 

“The sharp decrease in investment re- 
turns is strikingly developed by figures 
taken from the January bulletin of the 
National City Bank. 

“For nearly forty years the company 
has been investing in farm loans under 
a careful system of selection and inspec- 
tion, which until the recent severe de- 
Pression in agricultural values had not 
obliged it to take over or hold a single 
piece of farm real estate at a loss. While 
foreclosures have become necessary in 
the last few years, they are in great part 
In territory where land values were not 
inflated and where the loans per acre 
were exceptionally low. Nothing but an 
unprecedented succession of poor crop 
conditions added to the general agricul- 
tural depression would have brought 
about a default on such loans. The farms 
so taken over have an intrinsic and 
carning value which justifies the com- 
Pany in holding them for sale at prices 
which will reimburse the company for 
the amount invested with costs and ac- 
cumulated interest. The properties al- 
teady sold have more than met this ex- 
Pectition, 

No Default in Interest 


“Of the company’s assets 25% are in 
municipal and government bonds, and 


this holding shows an increase for the 
year in market values of $503,875. No 
other life company carries so large a 
proportion of its resources in this high- 
est type of security. Its quality is evi- 
denced by the fact that the $26,406,899 
so invested has no item of principal or 
interest in default. This is also true of 
the other bond holdings of the com- 
pany.” 





STATE OLD AGE PENSIONS 





They Would Not Replace Almshouses 
Nor Alleviate Poverty Much, Says 
P. Tecumseh Sherman 


P. Tecumseh Sherman, chairman of 
the committee on old age annuities, in- 
dustrial welfare department, National 
Civic Federation, said this week in a 


letter to the New York “Herald- 
Tribune” : ‘ 
“We believe that non-contributory 


old age pensions by the state would 
prove unsatisfactory and generally inad- 
visable for the following reasons, among 
others: They would not replace alms- 
houses, which would have to be contin- 
ued for certain classes of the aged. 
There is no arbitrary age that can be 
fixed as a satisfactory qualification for 
a pension. The age of seventy would be 
too high; sixty-five would exclude many 
of the most deserving, and even sixty 
would not cover all cases of senility, 
while entailing a severe burden on the 
taxpayers A property or ‘poverty’ qual- 
ification for the right to an old age pen- 
sion would promote pauperism, besides 
being easily evaded by the very classes 
least deserving of help, as evidenced by 
foreign experience—which shows also 
that moral qualifications are politically 
impossible of enforcement. It is one 
thing to talk of state pensions to those 
confronted with poverty in old age after 
a lifetime of honest toil. In practice, 
however, the underworld are among the 
first to appear on a pension list.” 








New Insurance 
Increase 
Insurance in Force 


Increase 


BUSINESS OF 1927 


$137,490,000 
$9,688,000 
$1,023,263,000 
$85,043,000 











Manhattan’s Agents to 
Pay Tribute to Roche 


IS RETIRING VICE - PRESIDENT 





Special Drive for Business in His 
Honor; Letter of President 
Lovejoy to Field 





John F. Roche, vice-president of the 
Manhattan Life, whose resignation was 
printed in The Eastern Underwriter last 
week, retires from business after a long 
career during which he has traveled 
widely about the country for the Man- 
hattan Life, building up many solid 
friendships inside and outside of the 
company. Few men in the business have 
had a more cheerful and winning per- 
sonality. 

Mr. Roche has been with the Manhat- 
tan Life since February, 1913, and be- 
fore that was an independent actuary. 
President Lovejoy of the Manhattan 
mailed the following letter to general 
agents of the company telling of Mr. 
Roche’s resignation: 

“The doctors have ordered an imme- 

















“Wait a moment, Joe! I hear you closed Wallet for $25,000 


when he wouldn’t even talk to me about my proposition. 


come?” 


How 


“Just the usual way, Bill. Wallet simply wanted complete 


protection. 


I closed him in 15 minutes. 


Why don’t you sell 


Perfect Protection for the Reliance Life?” 


New England Mutual Life Insurance Co. 


| Boston, Mass. 


——_—_———————— Tn 





diate change of scene for our beloved 
vice-president, John F. Roche. They tell 
him that he has been looking at the one 
picture too intently. Mr. Roche, there- 
fore, feels that he must sever his active 
connection with the company as vice- 
president but he will still remain with 
us as a member of the board of direc- 
tors and his heart will always be with 
his old company. 

“In taking this step Mr. Roche de- 
rives a world of consolation from the 
fact that he has been permitted to re- 
main until our good old company 
reached its present great financial posi- 
tion, until it had such a wonderfully 
prosperous year as that of 1927 with a 
promise of a better one each succeeding 
year, and above all from the fact that 
he has been permitted to remain until 
he could see me surrounded by such an 
efficient home office corps and the com- 
pany represented by such a loyal and 
enthusiastic field force. Mr. Roche has 
always been a tireless worker and his 
heart has been centered in the well-be- 
ing of the Manhattan Life. Every 
thought and act of his has been one of 
loyalty to the company and its person- 
nel. He has fought many battles for 
you and has given the best he had for 
the up-building of the company. He did 
it as long as he could. 

“And now may I not suggest that it 
would be a beautiful tribute to him if we 
should set aside the month from Febru- 
ary 20 to March 20 to give the field force 
the opportunity to show its appreciation 
of his labors with the Old Reliable, and 
I indulge the hope that you will help us 
honor him with a splendid volume of 
business as a testimonial of your appre- 
ciation of him. May we not count upon 
you?” 





LICENSES REVOKED 

Harry Farkash, transacting business as 
Farkash & Farkash, 168 Lee Avenue, 
Brooklyn, has had his license as broker 
under Section 143 revoked by the Insur- 
ance Department for alleged failure to 
account for premiums collected. 

Louis Kreisler, 49 Avenue D, New 
York City, has had his license as agent 
to represent the Mutual Life revoked, 
for acting as an insurance broker with- 
cut a license in violation of Section 143 
of the insurance law. 

Jacob Merimsky, 725 Eastern Park- 
way, Brooklyn, has had his license as 
agent to represent the Equitable Life 
Society, revoked by the Insurance De- 
partment; also his license as broker un- 
der Section 143 of the insurance law, 
for doing business with non-admitted 
companies in violation of section 50 of 
the insurance law. 





PLEIDERER RETIRES 

Gottlob Pleiderer, 70, assistant super- 
intendent of The Prudential Life, Den- 
ver, Colo., retired on February 11 after 
completing thirty-six years with the 
company. 

Most of his adult life was spent in the 
insurance business. He was born in Ger- 
many, coming to Denver when seventeen 
years old. 
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To the Future Insurance Salesman 














393 Seventh Ave. 


F YOU were thinking of becoming a salesman for a concern 
offering some commodity, would you not wish to know if the 
commodity is sound, worth what is asked for it, attractive, 
popular, meeting accurately the needs of its purchasers, 
easily handled and easily sold? And would you not wish to 
be sure that the concern offering this commodity has great 
financial strength and a nation-wide reputation? And also that there 


is a universal demand for the product, and no dull season in 
marketing it P 


Well, all this is true of what the Equitable Life Assurance Society 
of the United States has to offer. The company has great financial 
strength and its reputation is fixed. Its name is a household word in 
every community. It is liberal and prompt in its dealings. Its old 
policyholders are satisfied and are its best patrons. Under the 
‘‘mutual’’ system it offers protection substantially at cost. It pro- 
vides for a multitude of pressing needs accurately and completely. 
The demand for the protection it offers is widespread and constant 
among people of every class and condition. 


Men and women who have integrity, intelligence, and industry 
can earn a good living in this business, with the prospect of accumu- 
lating a substantial fortune if they have exceptional ability, diligence, 
and determination. 


The Equitable has favorable openings throughout the United States 
for young men and women who are looking for positions offering 
present independence and permanent prosperity. Those who have 
had some business experience will succeed best, but familiarity with 
life insurance is not necessary: the Equitable trains its agents while 
they are earning their bread and butter. 


7 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the UNITED STATES 


THOMAS I. PARKINSON, President 


W. A. DAY, Chairman of the Board New York 
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NATIONAL LIFE INSURANCE CO., Montpelier, Vermont 


| FRED A. HOWLAND, President 
Seventy-eighth Annual Statement, Dec. 31, 1927 








| ASSETS INCOME 
United States and Canadian Gov. Bonds...$ 6,380,000.00 Premiums for Insurance................... 17,294,408.86 
State, County and Municipal Bonds........ 20,026,899.30 Interest and Rents...............-...-...-. : 5,345,111.43 
Public Utility Bonds....................045 5,653,000.00 Consideration for Life Annuities........... 1,002,632.10 
Par Val "$ 32,059,899.30 $2.950.800.30 PIP Orie Tie Gi ago sc, xc vinicicccvececeeccces 655,822.66 
Be WMO a cdc one ccccetene quedeececseheeas 059,899. ee ene ea 
(Market Value $33,030,100.30) Po ee $ 24,297,975.05 
Mortgages, First Liens.................... 54,060,202.62 
Policy Loans and Premium Notes.......... 17,631,035.77 DISBURSEMENTS 
Real Estate, Book ValuG:......0000ccccecces 2,844,763.23 r 
Cash in Banks and Office...........-..-.-. 825 310.89 ccs ae = SOS aaa 9 ee 
Agents’ Balances (met)..... 2... cccccccerees a 8 OS Rs ce cwcnwnnas pees 
weil: alias ee eee wai Cash Surrender Values.................... 2,450,703.90 
BT FE kee tibane teens ces cede $107,425,973.99 jes gs any tar, ee see eeeceecees bag ig rn 
- Interest and Rents Due and Accrued....... 2,523,080.29 pein oeg seesliantan Een a ssdsseeneen pp 
Net Premiums to Complete Policy Years: Supplementary Contracts ...............-. 143,469.16 
(Full Year's Reserves Incl. in Liabilities.._ 2,708,471.66 Disability Claims ...................-...-. 48,021.18 
a ii asic ih hasntetandecns $112,657,525.94 ltl a — 
ING AAUIICCEEE 5.5505: snnidaawcceves wee ceuscune 9,833.97 Total Paid Policyholders........... $ 12,344,509.21 
Net Assets .....ccccccccccvccevccecees $112,647 ,691.97 Insurance and Agency Expenses........... 2,482,433.72 
Home Office Salaries, Medical. Fees and 
LIABILITIES RRR ee 624,849.08 
: : fy » Li ad State Feese..'.......4.- 531.178.65 
Insurance and Annuity Reserves, required lavanenak rood ‘ona Repairasot Real Estate 164,682.93 
PP Pond Ell eh a ae Tt $ Teena Printing, Stationery, Advertising, Postage, 
aiemendie ea cee ene «mee ae »758,852. Tel h, E ,and § = a 344,646.68 
Policy Claims Reported, Proofs not Com- —— ee 
WO oars Bw ats nt are uae MED a Sales 251,040.81 Total Disb Wath 3 Seo tenceen 16,492,300.27 
Policy Claims Estimated to Exist but not laa act $ ; 
GORE Sr race eu oa OON Nou e wero a kas 130,000.00 
Policy Values Unclaimed. ............05005 71.677.31 
Taxes Accrued but not Due................ 559.581.28 STATE OF VERMONT—Department of Banking and Insurance 
Dividends Unpaid, Due and Accrued....... 258.754.08 ; nis : 
Dividends held and Accrued Interest thereon 849,332.66 I hereby certify that under my direction, Messrs. Fackler & Breiby, 
Dividends Assigned for 1928 Distribution... 4,033,116.80 Consulting Actuaries, of New York, N. Y., have computed the Policy 
Cee ia OSe < ccne od Kens waddeeneesies 168 356.89 reserves of the National Life Insurance Company of Montpelier, 
Surplus (Using Par Value of Bonds)....... *5 998,535.50 Vermont, as of December 31, 1927, and find the amount of Insurance 
ee a ees OI Reserves to be $90,177,134; Annuity Reserves $7,894,357; Extra Re- 
POU oo ols Ko waiccuweraccexseAcenoeees $112,647,691.97 pony prince ge Bi of pan gon “ir a opie 
otal and permanen isability and accidenta eat enefhits F Hi 
*Surplus, Using Amortized Value of Bonds, $6,300,361.20 a total of $98,550,979 on a paid-for basis. 
Pp 
*Surplus, Using Market Value of Bonds... .$6,968,736.50 R. C. CLARK, Commissioner of Banking and Insurance 

















1927 RECORD 


fe ew ee ew oo 


& ae eo ces a 1,700,380.68 
Increase in Gross Assets - - ~ -~ - ~~ | - ; 8,021,776.00 
Increase in Surplus ona Par Value Basis. -~ -~ - -~ . _ - 305,452.42 
Increase in Surplus on a Market Value Basis 2 967,866.42 
Increase in Outstanding Insurance in Force a 39,918,094.00 


Total Insurance in Force - ~ ~ - ~- $582,789,407.00 


Paid for New Insurance placed 
Increase in Income over 1926 _ 


MUTUALITY 


The National is a purely mutual Company, devoted to the interests of its 
policyholders, and adheres to conservative methods in underwriting and in- 
vestment. All of its property belongs to the insured. There is no stock, 
and the Company issues participating policies only. 


It has paid policyholders since organization $196,992,214, which, with 
assets to their credit, exceeds the premiums received by $25,440,399. 
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Keffer’s Salary Innovation 


(Continued from page 1) 


Ky., he met a roving life insurance man 
who specialized in insuring army offi- 
cers and who had written for the Trav- 
elers $1,750,000 in one year. Outcalt de- 
cided he would like to sell insurance and 
for two years he was with the Travelers, 
paying for $660,000 in fifteen months. He 
specialized on the writing of army and 
navy officers with headquarters in Wash- 
ington, D. C., but travelling considerably 
in New England. 

Mr. Outcalt came to the Aetna Life 
in February, 1927. In June of that year 
he attended the Vincent B. Coffin and 
Ralph Engelsman life insurance school 
in Boston. His first work with the 
Aetna was as a trainer of men and since 
July of last year he has been instructor 
tor the schools of the Aetna Life agen- 
cies in Greater New York. For the 
Kefter supervised sales innovation he has 
been released by the company. The ex- 
periment will be watched with great in- 
terest by general agencies in all parts of 
the United States. 


An Interview With Mr. Keffer 


In a talk with The Eastern Under- 
writer Mr. Keffer said that he had long 
wanted to give a tryout to a system of 
handling agents which would compel 
them to devote every minute of their 
working time to the interests of the 
agency under the closest of supervision 
and with highly specialized training. He 
does not understand why _ insurance 
agents should have built up by tradition 
or unwritten understanding a different 
code of working than salesmen in other 
lines of business. He cannot see any 
reason why insurance agents as a class 
should work fewer hours a day than 
other salesmen or be left so much upon 
their own resources to sink or swim or 
to loaf on the job after landing cases 
or not be obliged to do an alotted 
amount of work, which is carefully 
checked up. He does not believe that 
agents cannot make early calls success- 
fully or that they will object to making 
such calls if such calls are made man- 
datory by the general agency. 

In short, he feels that the lost motion 
in the life insurance production busi- 
ness, which he estimates as running any- 
where from 25% to 75%, according to the 
man, is unnecessary, being an abuse 
which the general agents of the country 
have permitted to grow almost un- 
checked. 


“Insurance agents have been making 
their own rules and regulations of work 
because it has been the custom,” he said, 
“but in my opinion insurance can be 
sold as persistently and regularly as any- 
thing else can be sold. In the seventeen 
years of experience I have had in life 
insurance, I have noted that the man 
who sces the people conscientiously and 
all the time is the man who makes the 
best agent. 


Salesmen in Other Lines 

“The adding machines and typewriters 
and automobiles and cash registers were 
not sold when the salesman was in the 
mood but the great results were reached 
by systematic training of salesmen and 
an accounting of their time. They were 
told what to do and they either did it 
or got in some other line. In Scranton 
where I was located before coming to 
New York the Packard motor car agen- 
cy there—a very successful one—requires 
that all salesmen make ten calls and ar- 
range for two demonstrations a day. And 
they meet that requirement every full 
working business day. There is a man 
in that city who is in charge of selling 
a brand of cigars who has twenty-nine 
salesmen and those men report for work 
at 7 o'clock every morning. 

“I have been told that you can’t get 
New Yorkers of the class able enough to 
make good agents who will start work- 
ing at 8:30 o’clock in the morning, but 
I reach my office at that time and I rare- 


ly am able to get a seat on a subway 
ten-car train. Many of the people on 
board are of the sales type. Why 
shouldn’t some of them be life insurance 
agents? 

“Under our plan the agent puts him- 
self entirely into our hands. He agrees 
to do what we want him to do. He must 
be willing to meet office hour require- 
ments; to call upon fifteen people a day; 
to report to us the results of his visits; 

















R. H. KEFFER 


to take the training; and to work as 
conscientiously as he can. We feel that 
this will give him peace of mind; will 
bring out the best he has in him; will 
bolster up his morale, and if he works 
in this way we are sure we can make 
$5,000 men out of $4,000 men and in- 
crease the earning power from that point 
to just as high levels as their ability 
and industry warrant.” 


Names of Prospects 


Each morning after a meeting which 
will begin at 8:30 o’clock the agent will 
be given fifteen names and there will be 
cards to make out every night explain- 
ing just what has been done. If a pros- 
pect says, “Come back in three months,” 
that card will be filed in a cabinet to be 
handed back to the agent three months 
later. Each agent is to make out as 
long a list of contacts as he can com- 
mand and these will be turned back to 
him on cards with other names. Names 
will be given of persons in certain loca- 
tions so that if an agent is working in 
one section of the city all the people he 
is to see in that day will be in the neigh- 
borhood. 


Asked about renewal commissions in 


_ case an agent’s contract is cancelled Mr. 


Keffer said: 

“If an agent is making $300 a month 
and quits at the end of the third month, 
his total salary received would be $900. 
If that $900 amounts to more than what 
the commissions earned in the three 
months on the business written would 
be the salary is matched with the com- 
missions and the renewals’ charged 
against the salary.” 

The Keffer agency is the largest gen- 
eral agency of the Aetna Life in the 
country. Nearly 2,000 agents or brokers 
had dealings with the office in 1927. All 
of the agents of the Keffer organization 
will be permitted to work under this 
strict supervision on a commission basis 
if they so desire, without regard to sala- 
ries. 

The Keffer experiment is his own and 
is not being financed by the Aetna Life. 
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With the— 
—STEADINESS and STURDINESS 
of New England, couplcd with age and 
conservation. Such is the 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 


























AN INVESTMENT IN HAPPINESS | 


—is a connection with the 


Philadelphia Life Insurance Company 


Joy comes from: 
1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 
2. Home Office Co-operation. You'll get it. Every help to help you sell. 
8. A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A M. HOPKINS, Manager of Agencies 











PENNSYLVANIA OPPORTUNITY 
If you are interested in making a permanent ccanection with an old 
well established company with a progressive management and an un- 


equalled dividend record, it will be to your interest to investigate our 
proposition. 


Address, PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 
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NOTABLE GAIN IN ASSETS 


The Bankers Life Company increased its Total Ad- 
mitted Assets to more than $100,000,000 in 1927. 


The Company’s exact total of Admitted Assets on De- 
cember 31, 1927, was $103,615,053.81, which was a 
gain of $12,901,440.60 as compared to the total of 
Admitted Assets on December 31, 1926. 


AOE ENN IN EIS 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 
Gerard S. Nollen, President DES MOINES, IOWA 
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A SONATA NEEDS ALL THE PIANO KEYS 


Of course you can get some music from the piano if half of th 
keyboard is blocked off, but to get complete harmony and volume you 
need the full range of the keys. a 

You can make a living selling one form of policy to a limited clas; 
of people, but you have no chance to gain the reward that might hav: 
been yours if you covered an age range from one day to 70 years an 
including persons engaged in hazardous occupations or with | sligh 
physical impairments. ; 

Lincoln National Life salesmen can write them all. 


(INK UP (ym THe (LINCOLN) 
The Lincoln National Life Insurance (¢. 


“Its Name Indicates Its Character” 
Lincoln Life Building F Fort Wayne, Indiar: 
More Than 515 Millions in Force 
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: Great Nees 
srea NE : 
Hazards i ) : 
= “It has been in this house fifty years. You can’t find another = 
= piece like it. This, ladies and gentlemen, is genuine! What = 
= am I offered for it? These old treasures are going for a song. = 
= Give me a bid.” = 
Z| —As the auctioneer rattles on, the neighbors think of the = 
= old days of entertainment and open hospitality in that house. = 
= They wonder how long the proud and lonely mistress has = 
= been fighting off the inevitable. = 
Z \ A J HILE presenting our Annual Sta ement showing Assets of $2,388,647,636 = 
= —2 Billion, 388 Million Dollars—representing savings and investments of = 
= 25 million people in the United States and Canada, the Metropolitan Life In- = 
a surance Company desires to make clear what a life insurance company can do, = 
= what it should do and what, so far, it has been unable to do toward meeting = 
= what have been called the five great hazards of life: = 
= Death be met by insurance. Only one = 
=| which may come early, before Fiscal Report to Policyholders problem is still unsolved—un- 5 
=| one’s dependents have been for Year Ending employment insurance ne and = 
=| provided for. December 31, 1927 that only because legislation = 
= permitting it has so far been = 
= Assets Be a ee ee $2,388,647,636.32 refused. The day must come = 
= Accident Liabilities: h ery family can and will z 
= Statutory Reserve. $2,086,410,639.00 ee Lee = 
=| always sudden and often caus- Dividends to Policy- plan to meet every one of the = 
= ing lessened earning power. holders payable 1928... $68,286,637.58 five great hazards so that none | 
= All other liabilities $92,583,792.86 of its members will ever. face = 
5 Unassigned Funds... $141,366,566.88 the need of charity. = 
ecu $2,388,647,636.3 = 
= ‘ 32 ; = 
= hich may cause want as well eee F * # = 
Se Increase in Assets during 1927  $280,643,251.02 “ 7 
= g- hae & 1... $651,068,588.43 The United States and Can- = 
= Lore hs rr Dene... ee $55,472,082.55 ada pay higher wages than = 
= aid-for Life Insurance Issue h tries. Nearl ll = 
a Dependent Old Age Increased and Revived in 7 te ais _— eon la = 
=| which must seek charity if self- TI Svinte cca cscek $2,834,975,738.00 masgecmgeten canines: ile 2 
=| support is no longer possible. Total Bonuses and Dividends pecenie tor: bath age am = 
= to Policyholders from 1892 future needs. If they will but = 
= to and including 1928 eenceccnnseses $371,918,295.48 plan ahead they may have in = 
= Unemployment Life Insurance Outstanding their years of retirement, not = 
=| which may bring distress to Ordinary Insurance _........ $7,157,922,228.00 merely bare existence, but real = 
= others in addition to the one Industrial Insurance (premiums comfort. = 
= payable weekly or monthly)... $5,877,465,375.00 = 
= ca Group Insurance $1,768.398,187.00 = 
= i" Total Insurance Outstanding.._...$14,803,785.790.00 a = 
= eee Number of Policies in Force 40,166,107 ——e of rea tinc . life in- = 
= , , surance ave aske Ow e tamily income = 
= Annuities for old age, pro- (Including 1,154,888 Group Certificates) — ye Renate = a E 
= tection in case of death, acci- Amount expended during the years 1909-1927 inclusive for should be spent for necessities—food, < = 
= dent or sickness—almost every Welfare work in all Departments and Division... . $74,314,293 clothing, fuel—and how much should be ~*.’ = 
= laid aside for protection. It will be = 
= financial requirement can now mailed free. . = 
=| HALEY FISKE, President FREDERICK H. ECKER, Vice-President = 
F The Metropolitan Life Insurance Company is a mutual organization. It has = 
= no stock and no stockholders. Its wealth is owned solely by its Policyholders. = 
Z Biggest in the World, More Assets, More Policyholders, More Insurance in force, More new Insurance each peas = 
= **Not best because the biggest, but biggest because the best” = 
az 
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Personal Characteristics 


(Continued from page 13) 


medium high forehead whether possessed 
of a well organized or home study edu- 
cation. This last described person’s 
face generally forms an angle starting 
at the tip of the nose with both fore- 
head and chin sloping backward propor- 
tionately. 

These individuals are readily guided 
by sales executives and produce good 
sales results. Just a word about the 
nose. Our best executives have gener- 
ously dimensioned models. Roman and 
Grecian types predominate. Life insur- 
ance salesmen must have executive ca- 
pacity or they are desk ornaments. Seek 
the man with a big nose, Roman if pos- 
sible, but large noses with wide open- 
ings and you have executive ability and 
great energy limited only by _ intelli- 
gence of the owner. 

Now as to the lips. There is a fund of 
knowledge regarding the owner disclosed 
by lips, but, these landmarks are such 
only when in combination with other 
factors. Thin and slightly wider lips are 
found to be a possession of the major- 
ity of best underwriters. 

Chins and Jaws 

The chin or jaw is indicative. It shows 
the possession of or lack of force, power, 
determination and vitality, but whether 
for order or lawlessness can be deter- 
mined only by the other physical fac- 
tors, previously referred to, combined 
with it. Most successful general agents 
and producers possess generous chins, 
but always in combination with all other 
desirable physical factors. To illustrate, 
one well known producer who possessed 
the jaw but not all the other desirable 
co-ordination, rose rapidly in life circles 
by the forcefulness. Later it mastered 
him, distorted his perspective and cast 
him from the very pedestal it had placed 
him upon, and which he sought to re- 
tain. 

Direct your attention to the mouth. If 
you have not: thoughtfully consider the 
active and passive mouth of those with 
whom you may develop associations. 
Sheep’s clothing may clothe the wolli’s 
body, but the mouth will be wolf. A 
person’s character, from consideration to 
ruthlessness, can be determined from the 
mouth when it is in action, and partially, 
when in repose. 

This landmark is also modified by busi- 
ness or domestic surroundings. 

Additional remarks can but emphasize 
the fact that surface indications for re- 
cruiting life insurance salesmen are like 
those of mineral deposits; of no definite 
value until the depths are carefully ex- 
plored and analyzed. 

Records of today are indelibly writ- 
ten upon the face. Those of today may 
be devitalized or intensified by charac- 
ter changes of the future. These rec- 
ords have, for the studious observer of 
persons, the potency of strata for un- 
folding history to the geologist. 


The Best Agency Material 


Now, where will we recruit? The ob- 
servations I have made seem to limit 
this to certain professional, merchandis- 
ing and financial fields. 

In the professional, I have found en- 
gineers and accountants to be the more 
successful. 

In the merchandising, those who have 
arisen to executive capacity in both 
wholesale and retail distributions or 
selling. 

In the finanvial, there are two divisions 


—deposit and investment banking. New 
business men and assistant cashiers are 
most attractive in banks of deposit. Cus- 
tomers, men and salesmen are the most 
promising in the investment field. 

Recruiting must be thoughtfully ap- 
proached after carefully selected chan- 
nels have been chosen for your opera- 
tions. Prior to the real recruiting it is 
most essential that your own agency be 
analyzed and the unfitted, the dissatis- 
fied and radicals be weeded out and the 
good material supervised and educated 
into profitable production. Infinitely 
better that you reduce your agency per- 
sonnel to nothing and rebuild from the 
ground up than bring new men into an 
atmosphere of dissatisfaction, disloyalty, 
discord and haphazard production. 

Give me ten new men, whom I have 
personally selected and trained under the 
New York University course and I will 
cbtain more business per unit than a 
twenty man unit, selected under pre- 
vailing conditions. To illustrate: In De- 
cember I engaged a man whom I teach 
and supervise in spare time. In January 
his production was $25,000. So far, the 
second week in February, he has _ in- 
creased his production $26,000. Another, 
starting the second week in January who 
is receiving his training in the New 
York University, I have brought into 
production to the extent of $20,000 with 
$10.000 he will close this week. 

Compare this with the new men in 
your agency. 

Send your men to beat the bush, then 
go with them and flush the quarry, but 
be sure they understand they must ana- 
lyze the sale and explain each move 
made. Thus they learn confidence in 
themselves to do those simple thines that 
quickly close a sale. Confidence is an 
irresistible force. So select men with 
confidence and do not break it down by 
having them struggle alone. 

When you are prepared to recruit be 
honest both with yourself and the pros- 
pective recruit. Don’t paint the picture 
with “ideal colors” but with “real colors.” 
Worthwhile recruits are influenced by 
earning power life insurance offers and 
are not afraid of work or a reasonable 
period of apprenticeship. 

3ut all are sure to break if given a 
desk and told how, but not shown the 
wav to do it. 

With preparation your road is a 
straight and clear one to the desks of 
the heads of business houses who em- 
ploy high grade men. These men, if con- 
vinced will open an unlimited supply for 
you to inspect and make vour selection 


of future, outstanding, full time life 
underwriters. 
When IT was engaged in recruiting 


both bank and business executives co- 
operated with me, through personal and 
telephone contracts, by introducing and 
recommending high grade desirable men 
to the agency I represented. 


At all times I had access to officials - 


of the largest banks who supplied me 
with men employed in their banks and 
others who had applied to them for em- 
ployment. Do not put more emphasis 
on training and daily “prep talks” than 
you do upon selection, supervising vour 
new man into production and aiding him 
to so manage himself so that he will 
plan and work outside of the office and 
avoid the chairwarming habit built up 
in some agencies through the obligatorv 
attendance each day at a “sales meeting.” 











What’s Ahead ? 


If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000 direct leads a 
year from Head Office lead service. 
Fidelity is a low net-cost ‘Company, operating in forty 
states. Full level net premium reserve basis. Over 
$366,000,000 insurance in force—growing rapidly. 

Write for our booklet, “What’s ahead?” 


The Fidelity Mutual Life Insurance Company 


WALTER LeMAR TALBOT, President PHILADELPHI 

















The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Frankisn Street, Boston. 























—WANTED— 


Several PREFERRED Men 
To Sell PREFERRED Whole Life 
To PREFERRED People 
For A PREFERRED Company 
Thru A PREFERRED Agency 


The right men can make valuable 
connections with us at this time. 


Are You One Of These Men? 


ROBBINS & SIMONS, General A gents 


HOME LIFE INSURANCE COMPANY 
of New York 


256 Broadway, New York 

















GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7501 
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HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 


25 Church St.; New York . 








INSURANCE CO. *xc: 














Febru 


Div 
held a 
days 
tion: 
the |: 
for 
yon , 
led 1h 
was cl 
or b 
York, 
of Phi 
the 
Agent 
3 dist: 
effort. 

One 
month 
Riva, 
ancy, 
having 
a thor 
his de 
crease 

Tho 
Pa. ¢ 
1927 a 
ed of 
dinary 
ducer, 
to car 
pects 
bronz 

Age 
pointe 
nipeg, 
OUS S¢ 
sents 
pany, 
The 
net is 
the sk 
ability 

Wil 
tende: 
moted 
cago 
reer \ 
as an 
Serve 
moted 
April 
perint 
both 
tender 
made 
brane 

Rec 
were 
sistan 
Va., ( 
distri: 
supe 
Agent 
perin 
assis’ 
the 1 
ord « 
ed tl 
He ; 
mad 


— 











eae 





February 24, 1928 


— 





LEE 


{uduvtrial 


AS SEEN RES ARIAT RS 


Page 21 








Some More Changes in 
Prudential Personnel 


DEVERS MADE SUP’T IN CHICAGO 


Division “D” Holds Successful Ordinary 
Effort; Largest Amount of Business 
Ever Recorded from Similar Effort 


“DPD,” The Prudential, recently 
held an Ordinary effort which lasted ten 
davs The results surpassed expecta- 
tions as the total amount reported was 


Di ision 


the largest ever recorded in the division 
for » similar effort. Superintendent E. 
yon Nleeck, of the Darby, Pa., district, 
led the division in amount per man and 

‘as closely pressed for the premier hon- 
was iy] 
or by Superintendent C. S. Snyder, of 
York, Pa. Superintendent G. M. Storm, 
of Philadelphia No. 3, was the leader in 
the largest amount reported written. 
Agent J. F. McCrea of Philadelphia No. 
3 district was the leading agent in this 
effort. 

One of the leading exponents of the 
monthly income contract is Agent Frank 
Riva, Jr., of the Charleroi, Pa., assist- 
ancy, about two-thirds of his business 
been issued on this plan. He is 
a thorough student of life insurance and 
his deep interest is reflected in the in- 
creases reported at frequent intervals. 

Thomas O’Brien, agent at Washington, 
Pa, covered himself with glory during 
1927 and fulfilled the allotments expect- 
ed of him in both the industrial and or- 
dinary branches. He is a consistent pro- 
ducer, as the result of devoting himself 
to canvassing a certain number of pros- 
pects each week. He has received a 
bronze merit button for ordinary. 

Agent Guy L. Bamford has been ap- 
pcinted assistant superintendent at Win- 
nipeg, Manitoba. Although his continu- 
ous service date of May 16, 1927, repre- 
sents less than one year with the com- 
pany, he was selected for the position. 
The substantial industrial and ordinary 
net issue credited to his account during 
the short period mentioned indicated his 
ability to write consistently. 

William G. Devers, assistant superin- 
tendent of Scranton No. 1, has been pro- 
moted to = superintendency of the Chi- 
cago No. 1 district. He started his ca- 
reer with the company on June 16, 1908, 
as an agent in the Scranton district. He 
served in this capacity until he was pro- 
moted to assistant superintendent on 
\pril 22, 1912, in the same district. Su- 

, 
perintcndent Devers is to be commended 
both as an agent and assistant superin- 
tendent for the splendid progress he has 
made in both the ordinary and industrial 
branches. 

Recent promotions in Division “F” 
were Agent Joseph L. Haldeman, to as- 
sistant superintendent at Grafton, W. 
Va. detached of the Fairmont, W. Va., 
district; Agent Gail J. Dixon, assistant 
superintendent at Akron No. 1, and 
Agent Joseph A. McKee to assistant su- 
perintendent at Warren, Ohio, When an 
assisiancy vacancy recently occurred: in 
the ‘ndianapolis No. 3 district, the rec- 
ord of Agent Joseph A. Milligan prompt- 
ed the company to offer him the position. 
He accepted, and the change has been 
mad 


having 


INDUSTRIAL AS A CAREER 





Agent for Western & Southern Con- 
siders Debit Man Benefactor; Says 
Opportunities Are Great 

William L. Kortland, an agent of the 
Western & Southern, in a current issue 
of the “Field News” writes his impres- 
sions about industrial insurance as a ca- 
reer and sees in it many fine opportu- 
nities for a hard, enthusiastic worker. 
Mr. Kortland considers the debit man 
a public benefactor, and declares that his 
business opportunities are “mathematic- 
ally greater than those of the agent who 
writes only big applications.” 

“How can a person be successful in 
the industrial branch?” asks the writer. 
“The first essential is a sympathetic hu- 
man interest in the affairs and problems 
of policyholders and prospects. Other 
requisites of success are enthusiasm, re- 
sourcefulness and hard work. The agent 
will in time become a star in his pro- 
fession if he familiarizes himself with the 
selling features of his contract, with the 
various needs for life insurance and with 


the condition of the man he is attempt- 
ing to sell. He must not be afraid of 
an eight hour day and carry with him a 
definite plan of operation. 

“The endless chain method is, in my 
opinion, the most satisfactory method of 
keeping our prospect list in good work- 
ing order. By that 1 mean the securing 
of names of other prospects for insur- 
ance from each prospect on whom we 
call. The man already insured is your 
best prospect. He believes in life insur- 
ance; hence, it should be an easy matter 
to convince him that he needs another 
policy. Other good prospects are: the 
man who cares a great deal for his fam- 
ily; the man whose neighbor passed away 
recently and whose estate will be insuffi- 
cient for his family’s needs; the man 
whose neighbor owned a big amount of 
life insurance and whose family is enjoy- 
ing comforts due to his foresight, and 
finally the man who has arrived at an 
age where he realizes that life is short 
and the best time to provide for his fam- 
ily is now and that the most reliable way 
to do this is through life insurance. 

“Since it is a fact that men buy life 
insurance to protect their dependents, it 
should be the life insurance salesmen’s 
best policy to give his first thought and 
attention to influencing that mind behind 
the scene that really controls the situa- 
tion—the mother or wife of the pros- 
pect.” 





CALIFORNIA TEST CASE 


A test suit to determine the right of 
the California insurance department to 
refuse a license to a life company to 
include disability benefits in its policies 
because of insufficient capital, has been 
instituted by the Western Union Life 
in the filing of a petition for a writ of 
mandate in the Superior Court at San 
Francisco. The insurance department 
has refused to allow the company to 
write disability benefits on the ground 
that such benefits constitute accident 
and health insurance, and to write ac- 
cident and health a company must have 
a capital of $50,000 over the ; 
required by law to write life. The 
Western Union Life has a capital of 
only $200,000. 


Census Man Explodes 
Old Age Poverty Myth 


NEW DENIAL OF A. B. A. FIGURES 





Alba M. Edwards Investigates Depen- 
dency And Finds That 61.5% Of Men 
Over 65 Are Gainfully Oeasted 





Once again the myth that eighty-five 
men out of every hundred are dependent 
at age 65 has been made 
of an investigation. 


the subject 
This time the prob- 
er is Alba M. Edwards, special agent of 
the United States Bureau of Census. Be- 
lieving that eighty-five men out of every 
hundred are not dependent, and being 
annoyed by seeing the statement re- 
peated over and over again, he read 
numerous reports of state and municipal 
bodies and wrote dozens of letters about 
the country to get the real facts. 
When Edwards went to the 
Bankers’ 


American 
Association, which originally 
sponsored the figures in 1916, he learned 
that that association has been busy try- 
ing to explain the figures for years. It 
criginally appeared in a book on thrift 
published by the association. The tabu- 
lations were compiled by P. D. Encaba- 
bian, 250 Park Avenue, New York. Some 
years ago they were printed in the “Am- 
erican Magazine 


company could be found which admitted 
the partenthood. 

Mr. Edwards also says that Earl G. 
Manning of Boston has been misquoted 
in a statement he made in 1914 which 
was taken from the 1910 pension report 
of Massachusetts. What Mr. Manning 
actually said was this: “Statistics show 
that over 90% of the men who live to 
the age of 65 and over are either abso- 
lutely dependent or exist from week to 
week on insufficient earnings.” 

His Conclusions 


Mr. Edwards draws his conclusions 
from the federal census statistics and 
from the report of the Massachusetts 
commission on pensions; from the report 
of the industrial welfare department of 
the National Civic Federation, and from 
other channels. He says in part: 

“In 1920 the federal census statistics 
show that 61.5 of all men 65 years of 
age and over were reported as being 
gainfully occupied. 

“The evidence presented indicates that 
the number of males 65 years of age and 
over dependent on friends, relatives or 
charity, is somewhere between a mini- 
mum of 17.9 and a maximum of 40% 
with strong probabilities that the actual 
proportion approaches 40% 

“The conclusion that possibly it is 
nearly 40% appears to be supported by 
the report of the Massachusetts Com- 
mission on Pensions, published in 1925.” 

In discussing the National Civic Fed- 
eration’s report, Mr. Edwards says: 

“It is a remarkable fact that among 
a percentage of nearly 14,000 persons 
seen the field workers came upon only 
200 cases of destitution.” 

Both the Federation survey and that 
of the Massachusetts’ Commission on 
Pensions found that 16.8% of the per- 
sons interviewed had neither income nor 
property. 


Magazine,” as facts which one 
of the largest life insurance companies | | 
in the world gathered. No life insurance 


a. 


INSURED MUST SIGN POLICY 
New York State Bill is Aimed to Pre- 
vent Repetitions of the Snyder 
Murder Case 

an measure introduced in the Assembly 

Joseph N. Nathanson is to prevent 
a " peceain of the situation which ma- 
terialized incident to the Snyder murder 
case. 

It amends section 55 of the insurance 
law relating to insurance without the 
consent of the insured prohibited and 
adds as new matter, “Every policy or 
agreement for insurance upon the life 
or health of another or against loss by 
disablement by accident, whereunder the 
premium upon such policy or agreement 
is to be paid by a person other than the 
insured, shall, except as hereinotherwise 
provided have indorsed upon the face of 
the policy or agreement the written con- 
sent of the insured as herein prescribed, 
but the guardian of an infant may take 
a policy of insurance upon the life or 
health of such infant or against loss by 
his disablement by accident without such 
indorsement upon the policy. Any policy 
or agreement for insurance upon the life 
or health of another or against loss by 
disablement by accident issued in viola- 
tion of the provisions of this section 
shall be guilty of a misdemeanor and on 
conviction thereof shall be subject to a 
fine of $1,000 for each policy issued.” 
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THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, Presideat 








George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








The Colonial Life Insurance Company of America 


Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 


Give Agents Unusual Money Making Opportunities. 
OFFICERS 
E. J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


E. C. Wise, Treasurer 
S. R. Brown, Secretary 
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THE EASTERN 
UN DERWRITER 


This newspaper is owned and is pub- 
hshed every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number: Beek- 


man 2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. .Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter Aprii 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





$11,000,000 INVESTMENT 

The tremendous growth of the busi- 
ness of stock casualty and surety com- 
panies licensed to transact business in 
the State of New York is evidenced by 
premium volume from 
$164,000,000 in 1916 to $602,000,000 in 
1926. Reserves for outstanding losses 
curing the same period were increased 
from $49,000,000 to $282,000,000. It is 
quite evident that within the next few 
years the premium volume will reach the 
$1,000,000,000 mark. 

During 1927 and 1928 to date the fol- 
lowing New York domestic companies 
were organized and licensed: 


the increase in 


Paid 
Cap ital in Surplus 
2500, 000 $4,000,000 


General Surety ...... 
750,000 


Glens Falls Inde..... 750,000 


Northeastern Surety.. 250,000 125,000 
Northeastern (inc.)... 300,000 ...... 
Seaboard Surety - 1,000,000 1,000,000 
Merchants Indem..... 400,000 400,000 





$5,200,000 $6,275,000 

Through the organization of the above 
companies upwards of $11,000,000 has 
been invested in the business by newly 
There are now 
casualty and 


organized companies. 
several domestic stock 
surety companies in process of organi- 
zation, says Superintendent Beha in his 
annual report. 





CASH REGISTER JOURNALISM 


The Life Underwriters’ Association of 
Bridgeport, Conn., is being subject to 
caustic criticism by the editor of a daily 
paper there because it has had the as- 
surance to ask the paper to print some 
material about thrift. 

“Their nerve is astounding,” is the 
comment of the editor in discussing the 
article he was asked to print by the 
thrift committee. He thinks such ma- 
terial should go into the advertising col- 
umns at so much per line. 

The cultivation of thrift will teach 
young men in Bridgeport habits which 
will result in increased bank deposits; 
which will cut down prodigality and ex- 
travagance; and which will make some 
provision for future welfare. Evidently 
the Bridgeport paper feels that such ar- 
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ticles are out of place in the news col- 
umns as they will crowd out stories about 
motor cars, the radio, sports and the 
movies, space for which the editor is 
only too glad to give. Possibly a thrift 
article would take up a position in the 
news columns which might be used for 
cuts of Gloria Swanson or Babe Ruth. 
Some of the men who edit daily papers 
think they are falling down on the job 
if they don’t run Babe’s picture every 
week or two. 

The thrift editorial in Bridgeport is al- 
most as brazen and callous as the edi- 
torial “Editor and Publisher” ran re- 
cently criticising Cancer Week publicity 
which had as its aim the acquaintance 
of the public with cancer and how to 
prevent it. 

“Fditor and Publisher,” whose edito- 
rials have doubtless inspired the Bridge- 
port editor to criticize the life under- 
writers, is doing its best every week to 
put the cash register into daily journal- 
ism. 


SELLING INSURANCE SINCE 1917 

The Bank of Italy’s venture into in- 
surance as a sales agent is not new. It 
began doing it in 1917. Up to last year 
the bank solicited insurance only in San 
Francisco and in some of its older 
Early last year it took in a 
large number of other banks that had 
formerly never written insurance and at 
that time they decided to make their in- 
surance program universal. 


branches. 





BLAINEY LEAVES MAYFLOWER 
Was Vice-President-General Manager 
Jersey Companies; New York Office 
Head Six Months 
At the Newark offices of the May- 
flower Fire & Marine and the Mayflower 
Fidelity & Surety, it was said this week 
that James A. Blainey, vice-president 
and general manager of the companies, 
is no longer connected with the or- 

ganizations. 


Mr. Blainey came to the Mayflower 
companies through Samuel A. Hollander, 
insurance attorney, who organized the 
companies in April, 1926. He has been 
associated with the insurance field for 
more than twenty years having been 
connected with the Standard Accident as 
southern manager; was manager of the 
Equitable Casualty at Atlanta; superin- 
tendent of agents for the Ocean Acci- 
dent & Guarantee; southern manager 
for the General and manager of the In- 





_terstate Casualty of New Mexico. Mr. 


Blainey was at one time vice-president 
and general manager of the Hampton 
Roads Fire & Marine. 

Mr. Blainey for about six months was 
in charge of the New York City office 
of the Mayflower companies located in 
the Greeley Arcade, 132 West Thirty- 
first street. His future plans could not 
be learned. 

The Mayflower companies were or- 
ganized some two years ago. The char- 
ter of the two companies were renewed 
last year and it was officially announced 
last November that the companies would 
start business January 1, 1928. At the 
Newark office of the’ Department of 


.Banking & Insurance it was stated that 


the companies had not as yet applied for 
an examination of their books for the 
purpose of obtaining a license. 





Judge Harry L. Conn, former Insur- 
ance Commissioner of Ohio, and being 
mentioned by newspapers in that State 
as a possibility for Governor, was a New 
York visitor last week, as was Commis- 
sioner Safford. 
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The Ennis Twins 
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Frank Ennis, assistant advertising 
manager of the America Fore companies, 
is the father of the twins whose pic- 
tures are printed on this page. They 
are James and Margaret Jane Ennis, 
two and a half years old. The twins 
sent out a holiday card with their pic- 
tures reading: 

We’s grown a little older 

(And we hear a little bolder- 

For now we talk and have a lot to say. 

So, if today we’d meet you, 

We'd trot right up and greet you 

And wish to you a Merry Christmas 

Day. 
- oe 


Walter W. Head, president of the 
Omaha National Bank, who recently be- 
came a director of the New York Life, 
has had an interesting career. Original- 
ly he was a school teacher, but during 
the summer vacations he began working 
in a bank. Eventually, he gave his com- 
plete time to banking and became cash- 
ier of the DeKalb (Mo.) State Bank. 
After holding important offices with 
other banking institutions he became the 
president of the Omaha National Bank 
and the Omaha Trust Co., which he or- 
ganized. Mr. Head is one of the lead- 
ing citizens of the middle west. He was 
president of the American Bankers As- 
sociation for two years. At present he 
heads the Nebraska Power Co. and is a 
director of the Chicago & Northwestern 
ie and of the United States F. 

& G. Boys’ work has always occupied 
a large part of Mr. Head’s time. He is 
president of the Boy Scouts of America, 
and addressed that organization over the 
radio recently. He is chairman of the 
National Boys’ Week committee and a 
member of the National Committee of 
the Y. M. C 

* oe Ok 

Harold M. Frost, who has been made 
associate medical director of the New 
England Mutual, was graduated from 
Brown University and received his M.D. 
from Harvard in 1915. He entered the 
world war as a surgeon in the First 
Harvard Unit, British Expeditionary 
Force, and later was made chief surgeon 
of the American Women’s War Hospi- 
tal at Paignton, England. Later he 
jcined the American Army. Upon his 
return to this country he became assist- 
ant superintendent of the Massachusetts 
Charitable Eye and Ear Infirmary and 
later was on the staff of the Massachu- 
setts General Hospital. He is chief sur- 
geon of the Boston. & Albany Railroad. 

: * 


Arthur Murphy, former president of 
the Philadelphia Life Underwriters’ As- 
sociation, was laid up recently with a 
bad leg as a result of falling down the 
stairs of his Atlantic City home. He is 


fully recovered now and is back on the 
job signing ’em up on “the dotted line.” 


R. C. Rice, of J. K. Rice, Jr, & Co, 
well-known New York City investment 
house, specializing in insurance stocks, is 
interested in the California Medicinal 
Springs Co. of San Francisco, which js 
merchandising Nipisan spring water, 
The literature of the company says the 
water has curative value for kidney, 
heart, arteriosclerosis and other similar 
diseases, 

eS oe 

Homer Guck, vice-president of the 
Union ‘rust Co., Detroit, and once in 
the life insurance business, in a talk to 
the American HKankers Association last 
week on the subject of wiils, gave scme 
interesting incidents on the wide V ariety 
and nature of such documents. ‘“Ihcre 
is one famous case of a sailor's will ot 
three words only, scribbled on a scrap 
ot paper,” he said. “The three words 


were: ‘Everything to Maggie.’” 
* * * 
Charles W. Higley, president and 


western manager of the Hanover Fire 
Insurance Co., has been elected a direc- 
tor of the United States Gypsum Co. This 
is the leading corporation in its line and 
Mr.. Higley has long been one of the 
leading stockholders. A large number of 
insurance men are stockholders in the 
United States Gypsum Co. Mr. Higley 
will sail for Europe in March. 
+ + 

A. K. Taylor, former advertising man- 
ager of the America Fore Companies, 
and with public relations division of the 
National Board of Fire Underwriters, is 
now associated with the trust division 
of the National City Bank of New York, 
largest bank in the city. After being 
with the National Board he went to 
China, where he was engaged in execu- 
tive life insurance work, 

* * * 

Edward D. Duffield, president of The 
Prudential, has been made a member of 
the commission which will investigate 
the relations between the state of New 
Jersey and the educational functions 
and activities of Rutgers University. 

* * * 

‘S. H. Pool, manager of the Philadel- 
phia office of the Fidelity & Casualty, 
is celebrating his fortieth year in the 
business. So the office has design ated it 
Pool Anniversary Month and is jutting 
on a special drive in his honor. 


Russell S. King, head of the « zency 
division of the Manhattan Life, ‘5 one 
of the scholarly men of the ins: ranct 
business. He is not only well pos.cd in 
literature, but also in some  br.aches 
of science and is able to talk well «dat 
length on the subject of evolution hich 
he says he has been studying for « num- 


ber of years. Mr. King is an « peri- 
enced and successful salesman wi? di- 
rects the sales training of the agets of 


his company. He also finds time ‘> edit 
the Manhattan Life Bulletin. 


Fel rl 
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No Applause For Hoover 


At the dinner of the Life Under- 
writers Association of New York at the 
Astor last week, the name of Herbert 
Hoover was mentioned by one of the 
speakers. There was no applause. 

x Ok 


The Bank Of Italy Again 


Rumors of an amalgamation between 
the Bank of Italy, which is in the insur- 
ance business on the Coast, and the 
Manufacturers Trust Co. of New York, 
which hit front pages last week, has not 
been confirmed yet, but it was a start- 
ling bit of gossip to insurance men. The 
Jank of Italy is said to have an in- 
terest of about 23% in one large fire 
company and is on the closest of friendly 
relations with one of the big life com- 
panies. The Manufacturers’ Trust Co. 
is an extremely large trust company 
whose relations with a group of fire 
companies is also intimate. 

A flock of life insurance men _ at- 
tended the trust division of the Ameri- 
can Bankers Association last week, 
listening with all ears to hear if any- 
thing were said by bankers which could 
be construed as an attack upon banks 
going into the insurance business. There 
were some veiled statements, but the 
Bank of Italy’s name was not mentioned 
by any of the speakers, not even by 
Julian S. Myrick, president of the Na- 
tional Association of Life Underwriters, 
while there were no resolutions on the 
subject passed. 

e & & 
Millionaires Having Trust Companies 
Administer Their Estates 

At the convention of the American 
Bankers Association last week Francis 
H. Sisson, vice-president of the Guar- 
anty Trust Co., New York, declared that 
there is a growing tendency of able and 
promising men of top rank to have their 
wills administered through trust funds. 
Among those on such a list of promi- 
nent Americans who recently died are 
the following: 

Judge Elbert H. Gary, the head of 
America’s largest industrial enterprise ; 
Frank A. Munsey and Victor Lawson— 
the t\vo great publishers; Washington A. 
Rochling, the builder of Brooklyn 
Bri'ce; W. D. Packard, the automobile 
mar ifacturer; J. Ogden Armour, one of 
the ig Four Packers; John Washburn, 
the ‘tour miller; Andrew W. Preston, 
pres dent of the United Fruit Co.; R. J. 
Reyuolds, the tobacco manufacturer; 
Joh: F. Dodge, the Detroit automobile 
mai ‘tacturer; James Oliver Curwood, 
the writer and noted conservationist; 
Fre orick F. Fitzpatrick, the head of the 
Am ican Locomotive Co.; Henry Hunt- 
ington, the railroad builder and patron 
of ts; James E. Madden, sportsman 
and >reeder of thoroughbred horses, and 
W. “1. Wood, the head of the American 
Wo en Co, 











Changed Advertising End Of Speech 
Before Delivering It 


After his speech had been sent out in 
advance to newspapers, John Benson, 
president of the American Association of 
Advertising Agencies, informed news- 
papers that two pages of it would have 
to be killed. The matter deleted had to 
do with the discussion of insurance ad- 
vertising of trust companies and the 
functions of the trust companies and 
life insurance companies in competing 
with each other. 

* * 


Efficiency Man In New Role 

A transfer from the efficiency to the 
agency division of the head office is 
out of the ordinary run of things, but 
that has just happened in the case of 
Clyde V. Gossage of the New York In- 
demnity. © Mr. Gossage entered the 
World War in the signal corps and was 
transferred to the Bureau of Aeronautics 
in Washington where he was put in 
charge of the financial division of the 
signal corps. 

After the war he came to New York 
where he became a public accountant. 
He joined the New York Indemnity, 
worked on its accounting and under- 
writing systems, and has just been trans- 
ferred to the agency division. 

* <« % 


Human Interest Stories Of Hotels 

So many hotels are going up in the 
Times Square district it is difficult to 
keep track of them. There must be at 
least ten big new ones. Some have re- 
cently opened; others are about to start 
taking in guests. 

One of these hotels is the Manger, a 
particularly large and busy hostelry in 
Seventh avenue. Insurance men regis- 
tered there have been surprised to be 
called up early in the morning to ask 
that bills be paid. Upon investigation 
it develops that the bill clerk bills all 
guests after three days, regardless of 
kow much baggage or how often the 
guest has stopped at the hotel. If the 
bill is not paid promptly the telephone 
dun takes place. 

A 26-foot tank, four feet high and 
three feet wide, will be the center of 
attraction in the new Hotel President 
restaurant for the purpose of affording 
fishing facilities to guests who can catch 
their own trout and other fresh water 
fish for immediate preparation. 

* 


Director Collects Canes 

Percy H. Johnston, who is a director 
in the Westchester Fire as well as being 
president.of the Chemical National Bank 
of New York, has a pet hobby of col- 
lecting canes. Recently, he received a 
promise from Charlie Chaplin for his 
original cane used in the making of all 
the Chaplin comedies. Among other 
canes in the Johnston collection are 


} some once carried by the Prince of 


Wales. 


A Story Of Impertinence 

The freshest daily newspaper adver- 
tising man who ever solicited in the New 
York insurance district ruffled the feel- 
ings of executives throughout the dis- 
trict before he was taken off the job. 
Calling upon the president of a fleet of 
companies who is one of the most ami- 
able and gentlemanly of the executives 
he was politely received and heard. 
Thinking he had made the sale of a 
contract he left the office and returned 
a few days later demanding the copy for 
the ad. When told that the president 
desired to confer with the chairman of 
the board he asked abruptly: 

“T thought you were president of the 
company. What do you want to con- 
fer about?” 

There were no conferences 
didn’t get the ad. 

* 


and he 


* * 


S. O. Buckner’s Paintings In Milwaukee 
Art Institute 


A few weeks ago in commenting upon 
the resignation of the veteran Samuel O. 
Buckner, inspector of agencies in the 
northwestern department of the New 
York Life headquarters in Milwaukee, 
I discussed the many paintings in the 
Buckner home which I had noted when 
a guest at his house. Among others 
was a unique collection of small pic- 
tures which distinguished artists had pre- 
sented to Mr. Buckner’s daughter, Mar- 
garet. All of the other pictures in the 
house—and there were quite a number 
of them—were personally bought by Mr. 
Buckner either from the artist or else 
from art dealers. 

A few years ago Mr. Buckner pre- 
sented to the Milwaukee Art Institute 
twenty-five paintings from his own col- 
lection in his home. ‘At the time Mr. 
Buckner was president of the Milwaukee 
Art Institute. This was really a very 
fine gift as some of the pictures were 
of considerable value and had been pur- 
chased by Mr. Buckner at quite a sacri- 
fice in other directions in order to have 
the money available for purchase. 

None of the pictures which artists had 
presented to Mr. Buckner’s daughter 
Margaret were given to the Art Insti- 
tute as there is quite a sentimental af- 
fection for these pictures in the Buckner 
family. They were given to her as an 
evidence of the appreciation of the art- 
ists because her father had not only 
bought their pictures and had other 
friends buy them, but also in recognition 
of the many years expended by Mr. 
Buckner in helping to advance the cause 
of the fine arts in Milwaukee. 


Insurance Man’s Will Must Stand 

The will of Fred H. Forrester, former 
Denver insurance man, who left a for- 
tune estimated at about $200,000 to dogs 
and cats, is upheld by. District Judge 
George A. Luxford. Relatives who 
never knew Forrester when he was alive 
sought to prove that he was not mental- 
ly right when he made the bequests to 
dogs and cats, but friends of Forrester 
said that Fred loved the dumb animals 
and acted wisely. 

* * 

A Corporation’s Personality 


The statement has been made that 
corporations have no souls, but some of 
them have indefinable personalities. In 
describing the latter, Ripley L. Dana of 
Pillsbury, Dana & Young, Boston, in a 
talk to the American Bankers Associa- 
tion last week, said: 

“Perhaps it is merely the natural de- 
velopment from something small into 
something big. Perhaps it is the found- 
er’s conception of sound business ex- 
panded and enlarged under present day 
conditions into an organization perme- 
ated with his business ideals and 
strengthened by the practices, customs 
and traditions of a generation past. and 
a generation present. Whatever it 1s, 
it is worth having. Some corporate fidu- 
ciaries have personalities of this sort. 
They are the corporate fiduciaries which 
serve their communities best and in so 
doing best serve themselves.” 


How Maiden Lane Was Named 


Maiden Lane, that little street in New 
York City which is not only the center 
of America’s jewelry business but is the 
address of many insurance company 
home offices, has had the history of its 
name finally established. 

It has previously been said that the 
name, Maiden Lane, was a translation of 
T. Maadge Paatije,” as it was supposed 
to have been called in the days when 
it was a lovers’ lane beyond the wall. 
Proving this was not so easy, accord- 
ing to Albert Ullman, historian of the 
Maiden Lane Historical Society. 

Suddenly and quite by accident a ref- 
erence to cabbages, found in old rec- 
ords, cleared up the entire matter. It 
was a court proceeding. A man had 
been arrested for stealing cabbage. 

Did you not,” demanded the magis- 
trate, “on such and such a day steal 
some cabbages from the garden of so- 
and-so located in T Maadge Paatje?” 
There it was—the old Dutch name. And 
thus, this fastidious, considerate history- 
loving, farsighted cabbagestealing pilfer- 
er, by selecting Maiden Lane cabbages, 
established the authenticity of the 
legend. : 

* * x 
The Taxi Times 


Even the New York taxicab owners 
and drivers have a newspaper. It is 
called “The Taxi Times.” 


“rn 


It’s slogan is 
The Hackman’s Mouthpiece.” "i aclis 
for five cents a copy and most of its 
contents consists of an argument for 
compulsory automobile insurance. Frank 
Fitzpatrick is editor. 

* * * 
Grammar And Finance Not Twins 


Knowledge of grammar is not a re- 
quisite to success in the banking world. 
One of the principal speakers at the 
American Bankers Association conven- 
tion last week in this city used such 
an expression as “Between you and I.” 

* x 


The Most Written About Instituzion 
In Insurance 


If people don’t know all about Lloyd's 

by this time it is because they are blind 
and deaf. Scarcely a week goes by that 
somebody doesn’t make a speech about 
that institution; write an article about 
it or turn out a chapter of its origin 
and its operation in some book. And 
yet there must be some blind and deaf 
people at that because the insurance 
newspaper editors inform me that peo- 
ple are at frequent intervals calling up 
to know something about Lloyd’s. 
; The latest information on the subject 
is the address by D. E. W. Gibb before 
the Insurance Institute of London. His 
title was “The Lloyd’s System and Its 
Practice.” 

The most interesting thing about that 
article to me was the statement of 
Gibb’s that a Lloyd’s underwriter may 
examine 200 “slips” during a fairly busy 
day, “and his whole mind is concen- 
trated on deciding one after another 
whether the risks are worth writing and 
at what rate.” The underwriters on this 
side of the water look at the risk from 
many angles. On the other side, they 
must have an eye on the rate as well! 
as everything else as association tariffs 
mean little to them. To quote Gibb 
again: 

“If the Lloyd’s underwriter makes a 
mistake—if he writes a bad risk in mis- 
take of a good one—he has no one to 
answer to but his own conscience, for 
his is the undisputed power of judg- 
ment and decision.” 

Lloyd’s have certainly gotten the best 
sort of a break from the newspapers, 
British and American. They don’t ad- 
vertise and yet they are constantly get- 
ting publicity. Furthermore, they are 
not interviewed. Ask a London Lloyd’s 
man in New York for an interview for 
publication and he looks at the reporter 
as if the latter had smallpox. There is 
only one man whom a London Lloyd’s 
operator would rather not meet than a 
reporter, and that is James A. Beha, 
the New York insurance superintendent. 
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N. J. Senate Passes 
Ramsey Act Change 


OPPOSITION BADLY DEFEATED 





Bill for Uniform Fire Commissions Now 
Goes to Lower House; Companies 
Fight Measure 


The New Jersey State Senate by a 
reported vote of 16 to 3 on 





Monday 
night of this week passed the amend- 
ment to the Ramsey Act providing for 
uniform fire insurance commissions 
throughout the whole state. This was 
expected both by the friends and oppo- 
nents of the measure, which now goes 
to the it will be 
fought vigorously by agents in Hudson 


lower house where 


and Essex counties and by representa- 
tives of the New Jersey fire companies. 

On Monday afternoon the Senate com- 
mittee on insurance held a lengthy hear- 
ing on this bill in Trenton with a large 
The 
opponents of the bill did the most talking 
and were represented by some especially 
capable men, including J. H. Doyle, gen- 
eral counsel of the National Board of 
Fire Underwriters. 

Counsel Doyle of the National Board 
gave the position of the companies as 
being in unison in opposing the proposed 
legislation. There were many _ funda- 
mental reasons why American business 
objects to compensation being fixed by 
law, one reason being the belief that it 
is unconstitutional. Furthermore, if the 
state seeks to regulate commissions in 
fire insurance that furnishes an entering 
wedge for the commonwealth to butt in 
on other business and do the same thing. 

Bassett Warns of Branch Offices 

Speaking for the New Jersey compa- 

nies Neal Bassett, head of the Firemen’s 
of Newark group, agreed entirely with 
the position taken by Mr. Doyle. Fur- 
thermore, he felt that if such a law were 
passed it would be the beginning of the 
disintegration of the American Agency 
System. The American Agency System 
helped make the machinery of American 
business run more smoothly as_ the 
agents appointed by the companies not 
only produce business but have the pow- 
er to bind the companies by the simple 
act of fixing their signatures, said Mr. 
3assett. Heretofore, the compensation 
has been regulated at the will of the 
companies but if commissions be fixed by 
law and the companies thought those 
commissions unjust there might be noth- 
ing left to do for the protection of the 
companies’ rights but to establish branch 
offices and fix salaries at the point where 
the companies feel the compensation 
should fairly be. 
John H. Ward, Nelson & Ward, a 
leading Jersey City agency, said his first 
objection to the bill was that it was a 
case of legislation fixing commissions be- 
tween companies and agents which he 
considered an unjustified legislative in- 
terference. Furthermore, he did not 
consider it a just bill as it was discrimi- 
natory against Camden, Hudson and Es- 
sex counties. The bill would cut down 
Hudson County commissions and place 
them on a par with the other outside 
counties. 

“In my opinion this is a spite bill,” 
said Mr. Ward, “being drafted by agents 
outside of the three counties. It is also 
a spite bill against the companies be- 
cause it compels companies to fix a com- 
mission which I consider a personal mat- 
ter between them and not the concern 
of the state.” 

The agents of Camden, Hudson and 


number of insurance men present. 


Essex counties will fight the bill as hard 
as they can. 

T. C. Moffatt, former president of the 
National Association of Insurance 
Agents, and a prominent Newark agent, 
and C. W. Bailey, president of the Amer- 
ican of Newark, were other speakers 
against the bill. They contended that 
the bill was nothing but an attempt to 
legislate. differences between employer 
and employe and was the first time such 
a bill had been brought before the legis- 
lature. They regarded it as a legislative 
interference of a matter which can best, 
most fairly and most legally be settled 
between companies and their agents. 

William Dickinson, Trenton, and 
Former Senator E. L. Sturgess of Glou- 
cester County, spoke for the bill. They 
acted as spokesmen for the agents in the 
vast majority of New Jersey counties 
who are behind the bill. The conten- 
tions of these men were that general 
conditions are similar in all parts of the 
state and that there is no justification 
for paying agents in one part higher 
commissions than are paid to agents 
elsewhere. They said that the fire in- 
surance companies had not made satis- 
factory arrangements with their agents 
and the latter had to resort to legislation 
to protect their righs. 





PASS ALIEN PROPERTY BILL 
Senate Acts On Bill To Pay $32,000,000 
To Marine Underwriters; Re- 
stores German Funds 
The United States Senate on Monday 
night of this week passed the Alien 
Property Bill and it now goes back to 
the House for consideration of amend- 
ments made in the Senate. When the 
differences have been ironed out the bill 
is certain to become a law as President 
Coolidge is known to be in favor of it. 
The passage of this bill marks the be- 
ginning of the end of the holding by the 
United States of the property of German 
insurance companies seized during the 
World War and also provides for the 
payment to many American and admitt- 
ed foreign companies of large sums col- 
lectible from Germany on account of 

submarine sinkings. 

Under the provisions of the bill 80% 
of the claims will be settled as soon as 
possible while 20% of the German funds 
seized here will be retained as a guar- 
antee that Germany pays her obligations 
in small instalments under the Dawes 
plan of reparation payments. 

Senator Howell of Nebraska opposed 
the payments of awards amounting to 
$32,000,000 to American marine insurance 
companies, but an amendment to defer 
such payments until after other groups 
have been taken care of, including 
awards to the United States Government, 
which under the terms of the bill come 
at the bottom of the list, was defeated 
51 to 21. 


Sreeeeeieentnee ete eeeee 
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Firemen’s Assets 
Now Total $40,000,360 


GROUP ASSETS ARE = $66,580,000 





1927 Figures Show Consistent Financial 
Growth of This Fleet of 


Seven Companies 





The Firemen’s of Newark group of 
fire companies has issued its financial 
statements for 1927 showing continued 
excellent progress and big gains in as- 
sets and surpluses. The group assets 
are now $66,583,161, and the Firemen’s 
alone has assets of $40,000,360. This im- 
portant fire insurance group is now well 
up*among the leaders of the country and 
is growing fast each year. 

At the close of 1926 the Firemen’s had 
gross assets of $24,064,023 and a surplus 
to policyholders of $9,831,489. Its sur- 
plus on December 31, 1927, was $20,540,- 
&57. This was accounted for in part by 
the increase in capital from $5,000,000 to 
$7,500,000 and the increase in surplus by 
the sale of stock of $6,750,000. Through 
the company’s own operations the net 
surplus was increased $1,485,136. ; 

The Firemen’s group showed an in- 
crease in premium income of about 
$700,000 or 3%. _ 

At the beginning of 1928 the group 
gross assets showed $66,583,161, an in- 
crease of $13,566,609, and the premiums 
showed $25,684,495, an increase of $683,- 
188. 

The examination of the increase in the 
value of securities of the Firemen’s and 
its group of companies as of January 1, 
1928, over their value of January 1, 1927, 
will show a handsome appreciation, ac- 
cording to Mr. Bassett. It is pointed 
out, however, that this appreciation may 
not be as great as in certain other com- 
panies, due to the fact that the Firemen’s 
practically invests only in the highest 
grade of bonds (having no speculative 
stocks), and the additional fact that over 
$9,000,000 of its invested funds were in- 
vested on a high market as late as Sep- 
tember, 1927. This in turn was due to 


the fact that these funds came from its 
increase in stock. 





COCHRANE SUIT FRIENDLY 


In the suit of the Merchants Fire vs. 
Jackson Cochrane, insurance commis- 
sioner of Colorado, in which the insur- 
ance company asked the court to order 
the Commissioner to return to it the 
sum of $736,000 in securities, the securi- 
ties posted as an act of fidelity to its 
patrons; that a deposit of $205,000 fulfills 
the law, Judge Frank McDonough 
granted a writ of mandamus, February 
16, in which Cochrane was ordered to 
return the over-deposit. “Will you ac- 
cept the court’s ruling or appeal it,” Mr. 
Cochrane was asked. “The suit was a 
friendly one and was agreed to by my 
office and that of the insurance com- 
pany, because that it was the only way 
we could legally act. The securities have 
been returned,” said Mr. Cochrane. 





wea — —e 





Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





UNITED STATES FIRE BRANCH: 80 JOHN STREET, NEW YORK 


J. A. Kelsey, General Agent 


George Z. Day, Ass’t General Agent 





U. S.—Statement December 31, 1926 


ASSETS . 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS 


° ° ° ° $8,132,324.02 
° ° : ° 1,981,557.73 
. . ° . 790,346.75 
° . ° ° 5,360,419.54 


 —————  — — — — —— ———— ———— — —  ————————————————— ——— 





Panning for gold in Cali- 
fornia in the Rush of '49 


ELLOW particles 

glistening through 
the turgid waters of a 
mill race. Gold dust! A 
secret—but not for long. 
Gold crazed and fevered 
with visions of fabulous 
wealth, a vast multitude 
started out in the famed 
gold rush of °49. 

Gold—the standard by 
;which values can 
‘determined. 

Insurance—the stand- 
ard by which values can 
be maintained. 

The Home of New 
York, for three-quarters 
of a century has been an 
important factor in up- 
holding these economic 
standards. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


—Seventy-fifth Anniversary Year— 


. 
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Beha May Seek Law 
On Inland Marine 


WOULD BROADEN FIRE SECTION 





Also Comments Upon Favorable Steps 
Taken By Companies To Extend 
Insurance Services To Public 





Insurance Superintendent James A. 
Beh: of New York may ask the state 
legislature at Albany to amend Section 
141 of the Insurance Law so as to bring 
under closer supervision of the State In- 
suraice Department the writing of 
transportation risks which do not prop- 
erly ‘all into the marine insurance clas- 
sification, This possible amendment is 
prompted, of course, by the stand taken 
by Superintendent Beha on the trans- 
ferring of chain store and other so- 
called inland marine risks, which are es- 
sentially fire risks, to the inland marine 
departments of fire companies for the 
purpose of securing broader covers and 
lower rates. The steps taken by the 
Eastern Underwriters’ Association in 
promoting the formation of the Inter- 
state Underwriters’.Board to take care 
of this big problem has already elimi- 
nated many of the worst evils and may 
remove the necessity for legislation. 

On this matter Superintendent Beha 
said in his report to Albany this week: 

“It has come to the attention of the 
Department that many fire insurance 
companies were insuring chain stores 
and other large risks having several lo- 
cations on inland marine policies instead 
of fire policies, notwithstanding that the 
fre hazard was the only legitimate cov- 
erage desired. This practice resulted in 
giving a fire coverage to large and in- 
fluential risks at rates considerably lower 
than those charged to less fortunately 
situated risks, at least as long as any 
of such risks could be profitably writ- 
ten at those reduced rates. 


Injures Fire Loss Expezience Tables 

“It incidentally also results in with- 
drawing from the fire insurance statis- 
tics, whatever favorable experience these 
tiskks may produce, with the consequent 
effect that the fire experience statis- 
tics officially collected are unduly loaded 
with the unfavorable experience to the 
detriment and injury of the less favored 
class. The companies resorting to this 
practice have been ordered to discon- 
tinue it and cancel all risks improperly 
written. In this connection, I am calling 
attention to the fact that marine and 
transportation risks are not subject to 
the provisions of the rating laws. 

It is desirable that transportation risks 
which do not properly and legitimately 
fall into the marine insurance class 
should be brought under closer super- 
vision and I am considering the recom- 
mendation of an amendment to Section 
I41 of the Insurance Law which will in- 
clude such risks within its provisions. In 
a previous report, T referred to the sug- 
gestions which were then made to bring 
Jewelers’ block and other inland marine 
policies within the provisions of Sections 
I41, 141-a and 141-b and thereby at least 
place the marine insurance companies 
writing jewelers’ block pclicies under the 
same regulation as is imposed upon the 
other companies permitted to write this 
class of business.” 


170 Rate Complaints Received 


On the subject ‘of insurance rates and 
the vse of new use and occupancy forms 
and standard riders on mortgagee inter- 
3 Superintendent Beha said: 


bably the most complicated prob- 
s with which this Department has to 
deal are centered around the Rating 
Law: (Sections 141, 141-a and 141-b). 
are the matters in which the pub- 
ie naturally takes the liveliest interest. 
masmuch as the effect of the rates paid 

‘insurance are directly and immedi- 


ately noticeable by those who have to 
pay the premiums. The problems are 
not merely concerning rates but include 
questions of coverage and forms which 
are intimately bound up with the rates. 

“During the calendar year of 1927, 
170 complaints were received by the Rat- 
ing Bureau, of which 87 were disposed 
of in favor of the complainants and 43 
disposed of either as without merit or 
beyond the assistance of this Depart- 
ment. The balance are still in process 
of investigation. In practically all of the 
complaints disposed of in favor of the 
complainants, the rating organizations 
affected remedied the conditions criti- 
cized without demanding a_ stautory 
hearing, indicating in this respect, a ten- 
dency on the part of these organizations 
to co-operate with this Department and 
carry out the spirit of the law. In some 
instances, because of the importance of 
the matters involved, it was deemed de- 
sirable to hold conferences on the sub- 
jects with the executives of the insur- 
ance companies affected. 


Lax Use Of Mandatory Clauses 


“No complaints of widespread impor- 
tance involving fire insurance rates were 
received. Nearly all: of such complaints 
affected simply individual properties or 
at most limited sections of communities. 
In some instances, these complaints re- 
lated to questions disposed of during the 
preceding year and referred to in the 
sixty-eighth annual report. Such cases 
were disposed of in accordance with the 
rulings then made. 

“During the year, by reason of com- 
plaints, there came to the attention of 
this Department, the fact that fire in- 
surance companies were rather lax in ob- 
serving the law with reference to the 
mandatory use of standard riders when 
covering mortgagee interests and it be- 
came necessary to caution the companies 
against this violation. A number of con- 
ferences were held between the offices 
of the New York Fire Insurance Rat- 
ing Organization and the staff of this 
Department, including its counsel, and 
as the result of such conferences and in 
accordance with the provisions of Sec- 
tion 121 of the Insurance Law, the for- 
mer standard mortgagee clauses were 
withdrawn but immediately repromul- 
gated in the precise language of the pre- 
vious form, its mandatory use, however, 
being restricted to first mortgage inter- 
ests on real estate, leaving the use of 
non-standard forms optional in all other 
cases. 

“After discussions extending over a 
good many years, the fire underwriters 
agreed to submit for approval and filing, 
a so-called use and occupancy co-insur- 
ance form which agreement indicated an 
exceedingly progressive stride in furnish- 
ing to the public a form of insurance 
more in harmony with its legitimate 
needs. Heretofore, the rating organiza- 
tion had so-called per diem use and oc- 
cupancy forms which were mandatory, 
although ill-adapted to meet the needs 
of those requiring use and occupancy in- 
surance.” 





CHANGES IN TEXAS FIELD 

The Aetna (Fire) and the World Fire 
& Marine have appointed J. A. Brackney 
as state agent for both companies for 
Texas succeeding former State Agent 
Wright, whose resignation to become as- 
sociated with the Industrial Insurance 
Company of Dallas, Tex., has been ac- 
cepted with much regret. State Agent 
3rackney is a native Texan and has been 
special agent for the Aetna and World 
for Texas since 1912 and is well qualified 
for his new duties. Further announce- 
ment is made of the appointment of 
Herman Flanagan as special agent cov- 
ering the south Texas field for the Aetna 
and World. Special Agent Dibert K. 
Church will cover the field formerly cov- 
ered by Mr. Brackney and Tyree McD. 
Almond, special agent, will cover the east 
Texas field. Special Agents Flanagan, 
Church and Almond will be associated 
with State Agent Brackney at his head- 
quarters at Dallas, Tex. 
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1927 Fire Losses Cut 
By About $70,000,000 


BEHA’S REPORT TO ALBANY 





Insurance Superintendent Comments 
At Length Upon Favorable Results 
Achieved Last Year 





Insurance Superintendent James A. 
Beha of New York in his preliminary 
report this week to the legislature on 
1927 insurance results stresses the 
profitable underwriting results of the fire 
companies last year. A combination of 
circumstances, including gratifying re- 
ductions in fire losses, greater legal ac- 
tivity against arson and other factors 
served to bring the fire companies the 
best year they have enjoyed, despite 
some unfavorable results in hail and tor- 
nado insurance. Mr. Beha estimates that 
the fire losses throughout the country 
were cut by about $70,000,000 in 1927. 

Speaking of the conditions of fire in- 
surance last year Superintendent Beha 
reported: 

“Fire insurance in 1927 enjoyed pos- 
sibly its most prosperous year. The 
companies practically without exception 
will show substantially increased sur- 


pluses, the result of general gains from 
underwriting as well as from invest- 
ments. 


“Gains from underwriting during late 
years have been the exception, but there 
was a very marked reduction during the 
past year in fire losses which must be 
gratifying from every standpoint. Earli- 
est estimates indicate a reduction of ap- 
proximately seventy million dollars from 
the 1926 losses in the United States. In 
New York City alone it is estimated that 
there has been a reduction from 1926 
losses of 261%4%, or approximntely seven 
million dollars. No estimates are yet 
available for the entire state. 

“Other classes of insurance ordinarily 
considered as allied to fire insurance 
have on the other hand been unprofit- 
able. Tornado losses were very heavy. 
The St. Louis disaster alone resulted in 
a considerable loss to the insurance com- 
panies. Hail insurance returns, as a re- 
sult of unusually numerous and severe 
storms, will perhaps be the worst in 
years. Nevertheless, the gains from the 
fire insurance business are expected, not 
only to offset the losses from allied lines, 
but to actually produce for the first time 
in years a good general underwriting 
profit. Various reasons are being ad- 
vanced for the great improvement in fire 
losses with the consensus favoring the 
belief in a considerably decreased moral 
hazard resulting from increased general 
business activity and prosperity. 

“The enactment of more stringent 
laws against crime and the energetic 
prosecution of those charged with the 
crime of arson and other offenses, may 
also have contributed to the reduction of 
the general fire loss. 


Investment Gains Remarkable 


“The investment gains of fire insur- 
ance companies during 1927 were no less 
than remarkable. General security val- 
ues advanced for the fourth consecutive 
year with last year’s advance being by 
far the greatest of the four. The ac- 
cretions to surplus on this account have 
in the case of some companies been very 
large. 

“As a result of the prosperity of busi- 
ness generally and of the fire insurance 
business in particular, the public interest 
in fire insurance company stocks in- 
creased tremendously during 1927 and 
company officials fostered and encour- 
aged that increased interest in many 
cases by reducing the par values of their 
stocks so as to make them more attrac- 
tive to investors of moderate means. Fi- 
nanciers and promoters responded to this 
unusual situation by offering to the pub- 
lic during the year investments in stocks 
of a number of newly organized fire in- 
surance companies. 


“The Insurance Department is charged 
under Section 66 of the Insurance Law 


with investigation and supervision of 
such public offerings and is confident 
that it has discharged this responsibility 
fathfully and to the great advantage of 
the general public. We have endeavored 
to surround these promotions with such 
safeguards as are reasonable and neces- 
sary without being unduly obstructive. 
All literature for public dissemination is 
carefully edited and the so-called ‘pro- 
motion expense,’ which is in reality a 
selling commission, has been uniformly 
confined within a maximum of 10%. In 
other words, it is our policy to assure 
the prospective investor that at least 
90% of his contribution will find its way 
into the treasury of the proposed cor- 
poration. As an additional precaution, 
we are now endeavoring to: bring about 
the trusteeing of all funds collected until 
such time as final consummation of or- 
ganization has been effected. Admitted- 
ly, these restrictions may hamper pro- 
fessional promoters but that legitimate 
enterprise will not suffer is proven by 
the fact that several new organizations 
with large initial resources have been 
created during the past year without any 
promotion or organization expense what- 
soever. 

“In several of my previous years’ re- 
ports to the Legislature, I have referred 
to the tendency of the larger fire insur- 
ance companies to formulate groups 
either by the outright purchase of 
smaller companies or through interlocn- 
ing stock ownership, or association in 
management or otherwise. This ten- 
dency still prevails, but naturally the 
field of smaller companies available for 
absorption has become more limited.” 


HOME TO ADD ANOTHER 








Reported To Be Negotiating For Con- 
trol Of Halifax Fire Of Halifax; 
Latter Writes Casualty Lines 
The Home group of fire companies is 
reported to be entering the field of com- 
pany ownership in Canada through ne- 
gotiaticns for purchase of the controlling 
interest of the Halifax Fire of Halifax, 
Canada’s oldest company. This insurer 
has a capital of $1,000,000 and a surplus 
to. policyholders of nearly $1,800,000. It, 
moreover, writes all lines of insurance 
other than life which may make it a 
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casualty running mate of the Home 
companies if it should later enter this 
country for that class of coverage. 
The Home at present does not control 
a casualty company although it has a 
working agreement with the Maryland 
Casualty for the writing of full cover 
automobile risks. The Halifax was or- 
ganized in 1809 and has done splendidly 
in a conservative manner for many years. 
Most of its gross business has been re- 
insured, the Halifax itself centering its 
interest on quality rather than quantity. 
Interests identified with the Home are 
buying 60,000 of the 100,000 shares of 
the Halifax and have offered stockhold- 
ers of the Home the right to purchase 
these shares at $21 each in proportion to 
their holdings of Home stock. Prepara- 
tions for entering the Halifax in New 
York State either as a fire or casualty 
company have not yet been completed. 


SPECIALS HEAR Y.M.C.A. LEADER 


Samuel W. Grafflin of New York Tells 
Jersey Field Men of Country’s 
Real Aristocracy 
The New Jersey Special Agents’ As- 
sociation has discovered that insurance 








men at dinners like to hear outside 
speakers and a wide range of topics is 
discussed by entertaining speakers at 
these affairs. At ‘the Monday night din- 
ner in Newark of the association Samuel 
V. Grafflin, religious and —'r: = 
rector of the West Side Y. M. 

of New York, held the interest of Ps 
crowd. 


His subject was “The New Aristoc- 
racy,” and in his opinion real aristocracy 
meant good food, good clothes, good 
books, good sermons, good deeds, Be- 
hind all are fine traditions, strong con- 
victions, noble aspirations. 


But there must be wealth behind the 
new aristocracy in order to meet the 
growing needs of the country. — This 
wealth must be in sufficient quantity to 
provide the capital which will back 
worthy enterprises and fulfill benevolent 
missions. Also behind aristocracy must 
be a trained intelligence to know what 
to do with possessions and with leisure 
that it may not be abused. Finally, there 
must be humanitarism and philanthropy 
so that we may know how to use our 
wealth in alleviating the not so fortunate 
position of others. 
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“Contracts to keep us operating at top speed until 
next fall—at a nice profit too—then this fire. We’d 
be in a bad hole now if it were not for an insurance 
man who came into my office two months ago. 


“I felt that our insurance needs were pretty well 
taken care of—but he seemed to have studied our 
problem and it did not take him long to convince me 
that without Use & Occupancy insurance we were 
only half insured. 


“Now, while our production has been stopped, 
insurance is paying the anticipated profit as well as the 
continuing expenses. If you want a real insurance 
man see George Budd of the Budd Insurance Agency.” 


George Budd is a Fidelity-Phenix agent. 


FIDELITY=-PHENTIX 


t—=- FIRE INSURANCE CO: — 


80 MAIDEN LANE, NEW YORK,NY.. 


SAN FRANCISCO MONTREAL 
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Virginia Rate Bill 
Passes Lower House 


AMENDMENTS SATISFACTORY 





Stock Company Representatives Pleased 
With Several Changes Made; Senate 
Passage Predicted 





The Parker-Hall fire rating bill went 
through the lower branch of the Vir- 
ginia general assembly last Saturday in 
amended form satisfactory to the stock 
companies and was before the senate 
this week with every prospect that it 
would go through that body in the shape 
in which it came over from the house. 
Representatives of these companies suc- 
ceeded in obtaining important conces- 
sions from backers of the measure be- 
fore it came up for final passage in the 
house. 

The amendment with which they are 
most pleased empowers the state cor- 
poration commission which is given con- 
trol over rates to use its own judgment 
and discretion in determining what 
profits, rates and premium charges are 
reasonable instead of making it manda- 
tory for this body to follow the meth- 
ods prescribed in Section 9 of the bill 
for reaching such a determination which 
was highly objectionable to them. 

It is required that an independent 
rate-making bureau shall be set up in 
Virginia and that all mutuals, except 
those incorporated in Virginia and doing 
business only in the state, shall be mem- 
bers of the bureau and subject to the 
same supervision as stock company mem- 
bers. The bureau must be set up within 
120 days from passage of the bill. The 
five territorial divisions are abolished. 
Risks protected by sprinklered equip- 
ment are exempted from provisions of 
the bill. 

In addition to fire rates, the corpora- 
tion commission is also empowered to 
regulate windstorms, tornado, hail, light- 
ning and automobile fire and theft rates. 
Appeals from its decisions may be taken 
to the state supreme court, as a mat- 
ter of right, as in other cases arising 
before that body. 

Stock company representatives also ex- 
press themselves as satisfied with a com- 
panion bill prescribing the form of stand- 
ard policy to be used in Virginia which 
was amended in certain partculars be- 
fore it passed the house along with the 
rating bill. The section prohibiting 
companies from invalidating a_ policy 
when they are not advised as to the ex- 
istence of a chattel mortgage is stricken 
out. Another section makes it optional 
with the insured as to whether they shall 
accept co-insurance and_ three-fourths 
value clauses in their policies, but it is 
provided that where it is desired that 
property shall be insured up to its full 
value the companies may exact a higher 
rate, subject to the approval of the cor- 
poration commission. A _ higher rate 
may also be charged when the insured 
declines to become a co-insurer and yet 
insists upon getting only partial cov- 
erage. 





N. Y. LOSSES INCREASE 

Fire losses in the New York City area 
during January showed an increase of 
more than 12% over the same month of 
1927, according to figures of the commit- 
tee on losses and adjustments of the 
New York Board of Fire Underwriters. 
The incurred losses handled last month 
totaled $1,525,517, compared with $1,361,- 
507 for January, 1927. The number of 
claims also increased from 484 to 520. 





ADMITTED TO MICHIGAN 

A certificate of authority to write in 
Michigan was granted during the past 
week by Commissioner Charles D. Liv- 
ingston to the Reinsurance Corporation 
of America, New York. The company is 
authorized to do a fire reinsurance busi- 
ness, 


GAINS MADE IN 1927 

The British America and the Western 
Assurance, both of Toronto, members of 
the Crum & Forster group of companies, 
present their annual statements. 

The British America gained nearly 
$500,000 in assets and now has $3,565,973. 
Its unearned premium reserve is $1,774,- 
341, an increase of about $43,000, and its 
loss reserve is $333,896, which is also a 
slight increase over that of a year ago. 
The surplus to policyholders is now 
$1,364,010. This is an increase of over 
$400,000 for the year. 

The Western Assurance has admitted 
assets of $5,526,433, a gain of approx- 
imately $636,000. Its unearned premium 
reserve went up $141,000 during the year 
and now amounts to $2,442,947, but its 
loss reserve was reduced about $25,000 
and at the end of the year was $645,500. 
It made a gain of a little over $500,000 
in surplus during 1927 and now has 
$2,258,065 surplus to policyholders. 





Cc. A. LUDLUM IN CUBA 


C. A. Ludlum, vice-president of the 
Home, was recently photographed in 
Havana, Cuba, as one of a delegation 
from the Chamber of Commerce of New 


York State to the Pan-American Con- 
feernce. President W. L. DeBost of the 
Chamber of Commerce, also at Havana, 
is a director of the Home. 





JEFFERSON FIRE RIGHTS 


The Lincoln Interstate Holding Co. 
stockholders have received notices of 
rights to subscribe to the stock of the 
Jetferson Fire at $12.75 a share in the 
proportion of one share of fire company 
for each fifteen shares of Lincoln Inter- 
state held March 1. Payments must be 
made by April 1. 





F. R. PIEXOTTO DIES 

Francis RK. Piexotto, a New York in- 
surance broker who had been in the 
business for nearly forty years, died last 
week after an illness of about a month. 
He was close to sixty-eight years old, 
and was the brother of Fred. L. Piex- 
otto, of 21 Maiden Lane, also an insur- 
ance broker who has been in the busi- 
ness for many years. 





AGENCY MAKES PROMOTIONS 

Alexander Greene & Co., Inc., of New 
York, automobile underwriters for the 
Fireman’s Fund, Home Fire & Marine 


—<—— 


and the Union Indemnity, have made 
several promotions in the office. alter 
Sammis, Jr., has been made sec tary 
following several years of expericice 4g 
assistant secretary in charge of c: sualty 
lines. Raymond W. Solmger an! Ar. 
thur O. Birkenstock have been mi le as. 
sistant secretaries. Both are mem! 


ree rs of 
the underwriting department. 





PENN. AGENTS’ MEETING 

Insurance men of Mifflin county, Pa, 
held a get-together meeting at | ewis- 
town last week. Speakers included In- 
surance Commissioner Matthew H. Tag- 
gart and Walter A. Munns of Philadel. 
phia, who has been long associated with 
the Insurance Federation of Pcunsyl- 
vania. 





PENN. CLUB MEETING 


The Pennsylvania Field Club, com- 
posed of special agents traveling central 
Pennsylvania, will hold its tenth anniver- 
sary meeting on April 16 at the Penn 
Harris Hotel in Harrisburg, Pa. It is 
planned to invite company officials and 
all the charter and other oldtime mem- 
bers. 
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he FANKLINFIRE INSURANCE COMPANY 


ODS BODKINS— 
WHAT A WIND! 








And the windstorm season just begun! 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 





CASH CAPITAL $1,000,000 


But, after all, at the beginning of a season is the proper time to 
interest your prospective clients in Windstorm Insurance. 
about now that you should tell them about the protection rendered by a 
Windstorm Policy. 


It is just 


Of course, a lot depends upon the company behind the policy. If 
you tell your prospects that The Franklin Fire has passed through 
ninety-nine years with an enviable reputation for its insurance service, 
it will mean much to them, as only dependability could near the 


The Franklin Fire offers to agents a wide range of 
insurance covers. Well qualified agents in territories 
where this Company is not already represented, are 
invited to investigate the advantages offered by this 
old established Company. 
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[legal To Sell Stock 
Of Unadmitted Co’s. 


sPEC‘AL LICENSE IS NEEDED 





Superintendent Beha Issues Ruling 
Against General Sale By Brokers 
Of Stock Of Such Companies 





The increasing popularity of insurance 


stocks has led to the sale of some such 
securs:'ies in New York State by local 
brokers of companies that are not ad- 
mitte’ to do business in this state. This 
is distinctly against the law according 
to Insurance Superintendent James A. 
Beha, who on Monday of this week is- 
sued a ruling to the effect that the sell- 
ing of stocks of unlicensed companies 
is prohibited unless a license has been 
erantel to a broker by the New York 
Insurance Department. 


In his ruling Superintendent Beha said 
in part: 

Section 66 of the New York Insurance 
Law provides, among other things, as 
follows: 

“No individual, partnership, associa- 
tion or corporation, as the agent of an- 
other or as broker, shall sell or offer 
for sale or in any way assist in the sale 
in this State of the securities of any 
promoting or holding corporation, as de- 
fined in this section, or of any insurance 
corporation which is not at the time of 
such sale or offer of sale, lawfully en- 
gaged or authorized to engage in the 
transaction of the business of insurance 
in this State, without first procuring, as 
hereinafter provided, a_ certificate of 
authority from the Insurance Depart- 
ment to sell such securities; nor shall 
any individual, partnership, association 
or corporation sell or offer for sale in 
this State the securities of any promot- 
ing or holding corporation as defined in 
this section, or of any insurance corpo- 
ration which is not at the time of such 
sale or offer of sale, lawfully engaged 
or authorized to engage in the transac- 
tion of the business of insurance in this 
State, unless such corporation shall have 
first procured from the Superintendent 
of Insurance, as hereinafter provided, a 
certificate that said corporation has fully 
complied with the provisions of this sec- 
tion and is authorized to sell such secur- 
ities,’ 

Must Have License To Sell 


“These offerings of stocks of insurance 
companies not licensed to do business in 
this State are in violation of the insur- 
ance law unless this special license has 
been issued. This likewise is true as to 
insurance promotion companies and in- 
surance holding companies. Licenses 
authorizing such sale of stocks of these 
companies have heretofore been issued 
by the Insurance Department of the 
State of New York upon application and 
submission of the necessary facts and 
ca ‘ay again be issued under proper condi- 
lons, 


“We wish to call the attention of the 


public to these facts, and also to warn 
the stock brokerage houses that the sale 
ol stock of such unlicensed insurance 
companies, insurance promotion corpora- 
ions or insurance holding corporations, 
eh a special license, is a violation 
) if 


j tion 66 of the insurance law. 
Tho Legislature of this State intend- 
ed, in the passage of Section 66 of the 


New ‘ork insurance law, to prevent any 
= «and sale to the public in this 
State of shares of stock of insurance 
companies or of i insurance promotion cor- 
Porat ns or insurance holding corpora- 
tions whose plans, purposes and condi- 
tions had not been submitted to the 
aie . 

J. Campbell Haywood 
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Insurance Department of the State of 
New York and there found satisfactory. 
Companies of this kind which can meet 
the requirements of the law can submit 
their plans, purposes and financial condi- 
tion to the Superintendent of Insurance 
in this State, and if found proper licenses 
can be issued in accordance with said 
Section 66 of the insurance law.” 





JOHN M. TURNBULL RETIRES 

John M. Turnbull, one of the veteran 
local agents of Utica, N. Y., and head 
of his own large agency, is retiring on 
account of ill health and the agency will 
henceforth be run by his nephews under 
the name of J. B. & B. E. Turnbull. The 
agency was established in 1866 by James 
B. Turnbull who secured the representa- 
tion of the Agricultural of Watertown. 
John M., his brother, joined the agency 
in 1872. The senior partner died in 1917. 
When Mr. Turnbull first started out to 
solicit policies he toured the nearby 
country on horseback. 





WIN FIGHT AGAINST BANK 

A signal victory has been gained by 
the Associated Fire and Casualty Under- 
writers of Oklahoma City, in their fight 
against insurance agencies planted in 
connection with banks of the city. In- 
terest was centered in the Charles R. 
Scruggs agency, representing the Phoe- 
nix of Hartford, said to operate in con- 
nection with the Security National Bank. 
At a meeting of the association Satur- 
day it was announced that advice from 
the company had been received, stating 
that the Phoenix of Hartford would 
withdraw from the agency and would be 
glad to plant with an agency which held 
membership in the association. After 
filing protests with the directors of the 
bank, the association issued 800 -letters 
to agents in all parts of the state, ex- 
plaining the situation, and asking them 
to notify the company of their displeas- 
ure in the matter. 
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CELEBRATES 25TH ANNIVERSARY 





Henry Borchers, New Jersey State 
Agent, Crum & Forster, Receives 
Token From Associates 
twenty-five 
years of continued service with the Crum 


In recognition of his 


& Forster organization, Henry Borchers, 
New Jersey that or- 
ganization and president of the New 
Jersey Special Agents’ Association, was 
presented last week with a gold watch 
and chain, the gift of his office asso- 
ciates. 


state agent for 


Mr. Borchers started in the insurance 
business as an office boy with the firm 
of Weed & Kennedy in 1900. Three 
years later he joined the forces of the 
Crum & Forster organization, with 
whom he has been associated ever since. 
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CONN. UNDERWRITERS ELECTION 


The local board of Fire Underwriters 
of Willimantic, Conn., which is composed 
of all local fire insurance agents, held 
their annual meeting last week at the of- 
fice of Elliott & Sumner, at which George 
S. Elliott was reelected president and 
William B. Sweeney, secretary. One of 
the chief topics of the meeting was the 
matter of credits and delinquent accounts 
and it was voted that the board should 
order all policies cancelled which run 
over a certain number of days without 
being paid. It was also decided to hold 
meetings quarterly instead of annually. 
The new executive committee consists 
of Louis H. Arnold, chairman, James P. 
Mustard and Frank M. Lincoln. 





RANDOLPH HARRISON DEAD 


Randolph Harrison, Lynchburg, Va., 
attorney, who had served as counsel for 
many years in Virginia for the South- 
Eastern Underwriters Association, died 
suddenly in his law office February 16, 
victim of a heart attack. The previous 
week he was one of the spokesmen for 
stock insurance interests when the Vir- 
ginia rating bill came up. He had been 
practicing his profession in Lynchburg 
since 1882. 





JOLLY DINNER OF DEPARTMENT 


The New York Insurance Department 
had its annual dinner and dance at the 
Hotel Majestic on Monday night. It was 
a jolly affair. At the head table were 
Superintendent Beha and deputies and 
Col. Francis R. Stoddard, former Super- 
intendent. For once at a dinner no seri- 
ous speeches were made. 


N. Y. Licenses 


The following brokers’ licenses have 
been issued at Albany: 

Michael Gold, 395 Broadway, New York City. 

Mahon & Hess, 220 Broadway, New York 


Citv. 
Inc., 205 East 85th street, 





Geo. ay oe 
New York Ci 

William P. ‘Walsh, 
land. 

Alfred P. Coburn, 
York City. 

Albert A. Paris, Mountaindale. 

George W. Wanamaker, 1101 Liberty Bank 
Building, Buffalo. 

Wallace L. Sturm, 307 Masonic 
Building, Olean. 

Stake, Bainbridge & Lasker, Inc., 36 
mond Terrace, St. George, S. 

O’Gorman, Charlock & Violett, 
iam street, New York City. 

Leonard Robertaccio, 404 Kossuth avenue, 
Utica. 

he Geizler, 
York City. 

James W. Quinn, 
Rochelle. 


18 Reynolds avenue, Cort- 


159 West 72nd street, New 


Temple 
Rich- 
Inc., 84 Will- 
152 West 42nd street, New 


54 Lawton street, New 








INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


| LOGUE BROS. & CO., Inc. 
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Now Is Time to Sell 
Tourist Floater Lines 


VACATION PLANS BEING MADE 





Companies Urge Agents to Push This 
Important Line; Boston Explains 
Limits of Coverage and Rates 





With spring in the not too distant fu- 
ture and with hundreds of persons al- 
ready planning for their 1928 trips to Eu- 
rope or to the country here, the home 
offices of fire insurance companies are 
urging their local agents to make drives 
for some of the side line covers which 
are especially saleable in connection with 
long and even short vacation or business 
trips. One of the biggest inland marine 
side-lines in this connection is fhe all- 
risk tourist floater and the Boston and 
Old Colony companies in a recent issue 
of their company publication, the “Ac- 
celerator,” devote a couple of pages to 
explaining the advantages both to as- 
sured and agent of this particular form 
of protection. 

“If the insurance buying public feels 
that tourist floater is an unimportant 
form of insurance,” says the “Accelera- 
tor,” “it is but a reflection of the idea 
of many agents that there is not enough 
commission in it to warrant pushing. But 
an agent who takes that viewpoint is in 
error. Every agent owes it to his clients 
to explain the coverage and give them 
a chance to buy it. 

“Many agents who make it a practice 
to sell tourist floater policies to those 
who go away to avoid the cold weather 
or to indulge in winter sports find it a 


profitable and growing business. Those 
who go to fashionable winter resorts 
take with them thousands of dollars 


worth of property which should be pro- 
tected against fire and theft and the 
risks of transportation. 

“It will not be difficult to sell a tour- 
ist floater to such a prospect, as the pre- 
mium represents but a small percentage 
of the cost of their traveling equipments. 
Systematically canvass all clients and 
you will be surprised at the, amount of 
premiums you can pick up. 

Helps Bolster Agents’ Income 

“This special-feature policy helps to 
bolster up the agent’s business and 
brings a large number of prospects into 
touch with the older and more profitable 
lines of fire and automobile insurance. 

“Tourist floater is an especially good 
attractor of new business, because it of- 
fers the prospect an unusual insurance 
service. Almost every one knows that 
buildings can be protected against losses 
by fire and other causes, yet many per- 
sons would be much surprised to learn 
that their golf clubs, fishing tackle or 
even the family laundry are easily in- 
surable while outside of their home as 
well as at home. 

“The business-pulling power of  so- 
called side lines is bound to create a 
long list of inquiries from new pros- 
pects.” 

On the subject of coverage offered an 
rates charged on an all-risk floater, Form 
D, the “Accelerator” says: 

Coverage Offered 

“Rider 1. Property Insured—Personal 
effects, usually carried by tourists and 
travelers, including personal jewelry 
and/or personal furs, but as_ respects 
jewelry, the policy does not cover for an 
amount exceeding 25% of the amount of 
the policy, in no case to exceed $2,500 


Where Covered— Anywhere within 
and/or in, transit between Continental 
United States, Alaska, Canada, Bahama 


Islands, Hawaiian Islands, Bermuda and 
Panama Canal Zone; but personal effects 
other than jewelry and/or furs are not 
covered while in a permanent residence 
of. the assured or while in) permanent 
storage. The ‘Territorial limits may be 
expanded to include any country what 
sotver at an additional premium. 


“Perils Insured Against—The policy 


insures against ALL LOSS OR DAM- 
AGE, however caused, EXCEPTING 
that it does not insure against: (a) Loss 
or damage caused by moths, vermin, 
wear and tear or gradual deterioration. 
(b) Breakage of glass and articles of a 
brittle nature, unless caused by thieves 
or fires. (c) Risks of war, riots, civil 
commotions or illicit trade. 

“Rider No. 2. The coverage under 
this rider is the same as under Rider 
No. 1, EXCEPTING that jewelry and/or 
furs are not insured while in a perma- 
nent residence of the assured or while in 
permanent storage. 

“Rider No. 3. The coverage under this 
rider is the same as under Rider No. 2, 
EXCEPTING that all jewelry is specifi- 
cally excluded. 

“Rider No. 4. Property Insured—Un- 
der this rider only certain named per- 
sonal effects are insured. Jewelry is in- 
sured, but for not exceeding 25% of the 
amount of the policy, in no case to ex- 
ceed $2,500. 

“Where Covered.—Anywhere within 
and/or in transit between the territorial 
limits specified above, excepting that 
personal effects other than jewelry are 
not covered in the residence of the as- 
sured, 

“Perils Insured Against.—Personal 
effects (exclusive of jewelry) are in- 
sured against fire, theft and perils of 
transportation, EXCEPTING risks of 
war, contraband, illicit trade, and risk of 
breakage unless caused by fire, collision 
derailment or thieves. Jewelry is insured 
against all risks, excepting risks of war, 
contraband, illegal transportation or 
trade, wear and tear or gradual deterio- 
ration. 


Rates 
Policy Territorial World 
imits Wide 
Rider No. 1......3%% 444% 
Rider No. 2......34% 4% 
Rider No. 3......3 % 34% 
Rider No. 4...... 3 % 3 % 
Reductions 


If amount of policy is from $5,000 to 


$9,999 inclusive, deduct “’%. 

If amount of policy is $10,000 or over, 
deduct 1%. 

If $25 Deductible clause is included, de- 
duct 4%. 

If 100% Coinsurance clause is included 
on entire policy, deduct %4%. 

If Jewelry excluded from Rider No. 4, 
deduct 1%. 


Minimum Premiums 
Policy Territorial World 


Limits Wide 
Annual policies ..... $15 $20 
Short term policies... 10 15 





N. Y. STATE MEETINGS 

There will be a series of regional 
meetings of the New York State Asso- 
ciation of Insurance Agents in the near 
future, beginning with one at Bingham- 
ton on February 28. The next will be at 
Jamestown on March 1 to be followed 
by others at Rochester, Schenectady and 
several other centers in western New 
York State. President J. W. Rose will 
preside at one or more of these gather- 
ings and C. H. Doscher, field secretary 
of the National Association, will be a 
speaker at all of them. Mr. Doscher re- 
turned this week from a membership 
drive campaign in Georgia. 





AGENT FOR 60 YEARS 

Lucius F. Fuller, who has been a Put- 
nam, Conn., insurance agent for 60 years, 
was given a testimonial banquet by the 
underwriters there on the anniversary of 
his entry into the business. During all 
his career he has represented the Actna 
(Fire) and the Hartford Fire. He is a 
past mayor of the town, and one of the 
prominent citizens. He is 78 years old. 





NEW $1,000,000 HOME 
The Fire Association will soon be 
housed in a new $1,000,000 home. Con- 
tracts for the erection of the new build- 
ing were awarded last week. 
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The other day I chanced to see 
a fire engine chasing me as I 
was walking ’cross the street. 
I thought it best to lift my feet 
and hie myself to safer ground. 
And all the while I heard the 
sound of clanging bell and 
whistle shrill and saw the fire 
up the hill. “Ye Gods,” says I, 
“it is the place of brother 
Jones. Another case of all is 
lost and poor Jones pays. He 
thought insurance just a craze. 
Well, that’s how some folks 
learn in life. I’m surely sorry 
for his wife; but maybe this 
will help to show some other 
Jones what fire will do.” And 
so I went back down the hill 
and bumped right into my 
friend Bill. I grabbed him by 
his coat lapel and made him 
note the fire bell. I pointed out 
the loss to Jones and how by 
paying a few bones, insurance 
could have saved the day. Bill 
saw the point and right away 
had me write up a policy to 
cover all his property. Before 
I reached back home that 
night I called on some who saw 
the sight of Jones’ house burn- 
ing on the hill, while thoughts 
of loss were with them still. 
And policies I sold galore, 
some new, and some _ who 
wanted more than what they 
carried in the past. And just 
remember first to last, there’s 
one good way to increase sales. 
Just follow when misfortune 
wails at someone’s door. The 
neighbors then, are prospec‘s 
ready for the pen. You'll fird 
them eager for to sign the 
paper on the dotted line. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





JOHN KAY, Vice-President and Treasurer 
WELLS T. BASSETT, Vice-President and Secretary 


NEAL BASSETT, President 
A. H. HASSINGER, Vice-President and Secretary 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE CO., OF PHILADELPHIA, PA. 





ORGANIZED 1854 


MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 








ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO., OF PITTSBURGH, PA. 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO., OF MILWAUKEE, WIS. 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO., OF CONCORD, N. H. 


HOME OFFICES 
NEWARK, NEW JERSEY 
CONCORD, N. H. MILWAUKEE, WIS. 
DEPARTMENT OFFICES 





PHILADELPHIA, PA. PITTSBURGH, PA. 

































H. A. CLARK, Manager 
844 Rush Street 


CHICAGO, ILL. 


WESTERN DEPARTMENT 


PACIFIC DEPARTMENT 
Ww. W. & E. G. POTTER, Managers 
60 Sansome Street 


SAN FRANCISCO, CAL. 
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G. G. Bulkley Reviews 
Favorable Conditions 


BUSINESS IS SETTLING DOWN 
Fire Insurance Helped By Abnormal Fall 
Of Rain Is Opinion Of Springfield 
F. & M. President 

George G. Bulkley, president of the 
Springfield Fire & Marine, took occasion 
last week during the annual meeting of 
stockholders to comment upon conditions 
in fire insurance in general. He be- 
lieves general business is settling down 
to normal after a period of exceptional 
expansion and that 1928 will be what is 
called a good year. President Bulkley 
offered as one explanation of the big 
drop in fire losses during 1927 the fact 
that an abnormal amount of rain fell, 
thereby acting as a deterrent ‘to fire. 

“Conditions during 1927 were favorable 
to companies generally in our line of 
business and the annual report re- 
flects to a gratifying extent your com- 
pany’s participation in the prosperity 
which has been experienced in many 
lines of business in most sections of our 
country. 

“It would appear from our operations 
that business in general is settling down 
to a more normal basis. Agricultural 
conditions were more favorable during 
the year and this was one of the factors 
in our favor. While there are still evi- 
dences of readjustments, values in cer- 
tain lines are becoming more stable and 
methods of conducting business seem to 
be more conservative. This does not 
mean, however, that competition will be 
less keen, but it will be a condition which 
should be helpful, even with strong com- 
petition, as time goes on. 

Favorable Business Factors 


“With the extension of the method of 
marketing on the so-called installment 
credit plan the demand for certain com- 
modities has increased; transportation 
has been benefited through the carrying 
of raw materials and manufactured 
goods; many factories have been kept 
busy turning out finished products; 
wholesalers and retailers have marketed 
them; labor has found employment and 
fire insurance has participated in all of 
these activities inasmuch as it goes hand 
in hand with industry and commerce. 
Money also has been kept in circulation 
and the lower money rates together with 
prosperous conditions in certain lines of 
industry have been a factor in the in- 
crease in security values included in our 
investment list. 

“There have been other features such 
as climatic conditions which have had 
their effect upon our business. During 
the year many rain, wind and hail storms 
were prevalent throughout the country. 
The wind and hail storms were responsi- 
ble for numerous claims covering against 
these hazards, but the wet weather was 
helpful in retarding the spread of fires 
and may be given credit to some extent 
for the favorable loss ratio of the year. 

“Doubtless we have also been helped 
by the adoption by many states of tthe 
so-called model arson law which we be- 
lieve has been instrumental in reducing 
the number of dishonest fires. Greater 
interest is also being taken in fire pre- 
vention, an evidence of which is the pro- 
posal to amend the present fire laws of 
our commonwealth. This is an indica- 
tion that the public is taking an interest 
and is endeavoring to have laws passed 
that will tend to control and reduce the 
country’s heavy fire waste. 

“Also an important factor in our oper- 
ations has been a better understanding 
on the part of insurance company of- 
ficials of some of our common problems 
and the evidence of an earnest desire on 
their part to solve them. 

“During the year there was no drain 
upon our funds by heavy conflagrations, 
although our claims through the tornado 


disaster at St. Louis aggregated approx- 
imately $300,000 














RELIABILITY 


based on a record of satis- 
factory service to agents 
and_ policyholders. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. Jackson, President 


In NORWICH UNION there is strength 








COMPANIES. 


Deplores Government 
Meddling In Insura ice 
BENNETT’S LOUISVILLE {J ALk 
National Ass’n Secretary Says Gri:yj 
Paternalistic Attitude Is 
Injurious To Agents 


In a talk made last Thursday at | 


uis- 
ville, Ky., before the seventy-fourti: an- 
nual meeting of the Louisville Boa-d of 
Fire Underwriters, Walter H. Bennett, 
secretary-counsel of the National |\sso- 
ciation of Insurance Agents, took ccca- 
sion to warn the agents of the growing 
tendency in this country to depart from 
the original ideas of the American goy- 


ernment to give responsibility to the pro- 
ducing masses and to adopt a paternal- 
istic attitude by centering an incré 


asing 
amount of control and regulation in |ed- 
eral institutions, bureaus and boards, 


He deplored tendencies in government 
and legal circles to meddle with the in- 
surance business, especially in the direc- 
tion of subjecting local agents to attack. 

The local agent is an integral part of 
American insurance, according to Mr, 
Bennett and efforts to injure him by 
elimination of resident agency laws and 
other protecting measures are wholly un- 
just. Particularly as the agent has had 
a full share in developing and stabilizing 
the insurance business. 

“The Supreme Court of the United 
States has declared that the business 
of insurance is to a large degree im- 
pressed with a public necessity,” said 
Mr. Bennett. “There is coming to be 
recognized by the courts of this country 
and by the supervising and governmental, 
state officials, more and more, the fact 
that the insuring public is the principal 
party to all insurance contracts, and that 
the public is entitled to the largest ele- 
ment of protection and the greatest 
amount of consideration that can possi- 
bly be thrown around indemnity con- 
tracts. It is hard to gainsay a statement 
of this kind. It is becoming increasingly 
difficult to justify the existence of any 
business except as a public necessity. 
In and around and as a part of this the- 
ory has grown up in our country the 
idea that if our business is a public one 
then it should be publicly administered. 

Opposes Government Insurance 

“IT am an opponent of governmental 
or state insurance. I do not believe that 
either the national government nor any 
political subdivision thereof, has any 
legal, moral, constitutional, ethical or 
business right to engage in business, in- 
surance or otherwise. 

“As a campaign slogan ‘more business 
in government and less government in 
business’ is fine. As an actuality more 
ad more government in business is the 
watchword of sundry politicians working 
to the destruction of private initiative, 
business efficiency and true economy 

“T wonder where this paternalism-in- 
government idea is leading us! Perhaps 
towards an imaginary socialistic Utopia 
where all ‘toil not, neither do they spin, 
because a benevolent government will 
recoup all their losses. : 

“As an expression of the tendency of 
the times to turn to the Federal Gov- 
ernment for aid whenever ‘hard _ times 
comes a knockin’ at the door’ there «re 
now pending in the Congress of ‘he 
United States certain bills creating bu- 
reaus and commissions in direct com))c- 
tition with or substitution for the opera- 
tion of American business as it is con- 
ducted today. To these bills we usu:'ly 
find hitched several million dollars a: a 
part of the pork barrel appropriations in 
the nature of administration money (0 
carry on,’ Mr. Bennett said. . 

“Other evidences of the social «lic 
trend of state governments are nun °r- 
ous so-called ‘state funds’ established |r 
the purpose of affording alleged insut- 
ance protection. The experience of ‘ll 
these has bten most disastrous to th se 


(Continued on page 34) 
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Broader Rain Cover 
Now Up For Approval 


MEASUREMENT IS ELIMINATED 





Liability Is Incurred If Loss Is Proved 
Following Slightest Amount Of 
Rain; Rates Higher 





The Xain Insurance Association, which 
will eet about March 1, is expected 
ve a broadening of this form of 


to ap 

aie: ce protection in the shape of a 
policy io eliminate a measured amount 
of rainfall as the fundamental require- 
ment ‘or liability on the part of the 
insurer. The new policy, which appears 
to have the approval of the majority of 
rain writing fire insurance companies in 
the association, has the recommendation 
of the forms and rates committee, and 


will be offered as an alternative to the 
forms now employed. The latter will 
continue to be written as heretofore. 

At the present time all rain insurance 
policies contain a rain measurement pro- 
vision, with ten-one hundredths of an 
inch as the minimum amount upon 
which payments will be made. The new 
policy is also of the pure indemnity type 
and claims will be recognized upon the 
basis of proof of financial loss follow- 
ing rain at the assured’s location. In 
adjusting claims under this more liberal 
form of policy affidavits will be taken 
from three reputable citizens attesting 
to the fact that there was rainfall. No 
measuring gauge will be used as with 
the policies now in use. 

Higher Rates Expected 


Higher rates will undoubtedly be 
charged for this new policy because 
there is a greater potential liability of 
loss, especially with respect to the num- 
ber of claims. Whereas heretofore there 
had to be a minimum amount of rain- 
fall under the provisions of each policy 
this limitation is removed altogether and 
the insurance companies stand liable to 
pay for all losses that may be attribut- 
able to rainfall no matter how slight 
the fall. This policy has been discussed 
for several years, many persons believ- 
ing that the functions of rain insurance 
were not complete unless absolutely full 
coverage was offered as is now the case. 

The Rain Association will continue to 
issue the pure indemnity policy assum- 
ing liabilty for whatever loss may be 
suffered at outngs of various kinds for 
which no admission charge is imposed 
but for which obligations have been in- 
curred. 

Companies writing rain insurance have 
so far made little profit upon their un- 
derwriting. This whole field is still a 
matter of experimentation with policies 
and rates being changed according to 
experience and public demand. It is 
now thought by many underwriters that 


real stabilization has about been 
achieved and that possibilities for profit 
are grcater than they have been hereto- 


fore. In many sections of the country 
1927 as a year of abnormally heavy 
rainta!!, increasing losses for the rain 


insur but better results for 1928 are 
hoped for, 

Caroll L. DeWitt of Fred S. James 
& Cone of the pioneers in the rain 
field sid for several years president of 
the in Insurance Association, nearly 
two . ars ago was discussing gthe pol- 
Icy t'.t will come up for approval next 
week In an interview with The East- 
ern | 


lerwriter then on rain insurance 
he s»\! in part: 
or c . 
forms now in use are purely 
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Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


' 18 Washington Place, Newark, N. J. 








(New Jersey) 
(Denmark) 


Thomas B. Donaldson 











indemnity covers and afford full and 
proper protection to policyholders who 
desire to buy rain insurance for sound 
business reasons. Insurance applying to 
property or the use and profit that may 
accrue from the ownership and _ posses- 
sion of it or a‘ contract whose money 
value would be threatened by certain 
contingencies likely to arise, is indem- 
nity against loss resulting from the oc- 
currence of the happening named in the 
policy contract. If the assured has no 
financial interest he can have no loss 
and claims made which exceed his loss 
in so far as the excess is concerned are 
not indemnity. 

“Rain underwriters connected with 
certain companies have advocated the de- 
sirability and practicability of issuing a 
rain form for all contracts, which would 
not require a measured amount of rain- 
fall. Frequent conferences on this sub- 
ject have been held at which represen- 
tatives of the leading rain writing com- 
panies were in attendance and the ques- 
tion thoroughly discussed. 

“However, the conclusion reached was 
that in all cases where the insurable in- 
terest is clearly established, full and 
complete protection may be secured 
under the present forms, and for the 
limited few who are not seeking in- 
demnity but rather the wager policy, the 
companies may with profit decline to 
furnish any form of insurance.” 





CAPITAL STOCK RULING 


A ruling somewhat more lenient than 
the past attitude of the Michigan In- 
surance department in regard to the fi- 
nancial requirements to be met before 
an automobile-writing company can start 
business in Michigan was handed down 
during the past week by William W. 
Potter, attorney general. The state’s 
legal authority, in response to a query 
by Commissioner Charles D. Livingston, 
held that it is not essential that the 
entire amount of the $200,000 capitaliza- 
tion required of exclusive automobile 
carriers be paid in before policies may 
be written but that operations may start 
if the company has $100,000 with which 
to make the necessary deposit with the 
state treasurer, providing approval is 
given by the insurance commissioner. All 
of the capital stock must be subscribed, 
however, the ruling stated. 





CANADIAN AUTO MEETING 


The Canadian Automobile Underwrit- 
ers’ Association meeting in Montreal re- 
cently agreed upon the 1928 rating pro- 
gram. It provides for certain increases 
made necessary by the experience of 
both tariff and non-tariff companies. 
The association is making a determined 
effort to reduce acquisition costs. It is 
likely that several companies outside the 
organization will join during 1928. 


JERSEY AGENCY INCORPORATES 


Silliman-Kunkel Co. Of New Jersey, 
Files Papers With Capital 
Of $25,000 

The Silliman-Kunkel Co., of New Jer- 
sey, general insurance agents, with of- 
fices at 47 Clinton street, Newark, was 
incorporated last week with a capital of 
$25,000. The agency, which is one of 
the oldest in Newark, has been New 
Jersey managers for the Republic Cas- 
ualty for a number of years. In addi- 
tion it represents the Home and the 
New Brunswick. 

Shepherd H. McKeag, who is man- 
ager of the Newark office, has had 
twenty years experience in the insurance 
business. Previous to his coming to New 
Jersey he was associated with the Silli- 
man-Kunkel office in Philadelphia for 
two years. Previous to that he was 
general manager of the automobile de- 
partment of Pennsylvania Hardware & 
National Mutual in Philadelphia. He 
was for four years with the Aetna Life 
at 100 William street, New York. He 
was also associated with the Commercial 
Casualty at the home office as office 
manager and underwriter for eight 
years. 

The officers of the agency are H. G. 
Kunkel, president and Russell A. Rein- 
hardt, secretary, the latter being lo- 
cated at the Newark office for the pur- 
pose of developing New Jersey terri- 
tory. 








T. W. POSTHILL ADVANCED 


The Aetna (Fire) has promoted T. W. 
Posthill, service engineer for the com- 
pany and the World Fire & Marine in 
New York State, as of March 1, to the 
position of state agent for the World 
Fire & Marine covering the whole of 
New York State except New York City 
and the suburban territory. Mr. Post- 
hill was born in Syracuse, N. Y., and 
was for six years associated with the 
New York Fire Insurance Rating or- 
ganization in its Syracuse division. He 
went with the Aetna about four years 
ago and his present promotion is in rec- 
ognition of valuable service and quali- 
fications. 





MOST BLAZES PREVENTABLE 


According to an analysis of fire re- 
ports for the past three months in Hud- 
son county, N. J., by the National Fire 
Waste Council, practically all of the fires 
for that period were preventable. The 
five outstanding causes were matches 
which caused 45 fires; carelessly dis- 
carded cigarettes, 65; chimneys, 48; rub- 
bish, 47; defective electric wiring, 53; 
and the improper use of gasoline and 
other inflammable liquids, 38. 


Excelsior Elects 
J. L. Case A Vice-Pres. 


ASSETS GAIN ABOUT _ $100,000 





All Agents Must Now Be Stockholders 
In Company; Two Promotions Made 
In Agency Department 





Stockholders of the Excelsior of New 
York met at the home office in Syra- 
cuse last week and received the reports 
of officers. Fredrick V. Bruns, presi- 
dent, and Robert C. Hosmer, vice-presi- 
dent, reported substantial advancement 
in all departments of the company. 

The Excelsior is developing an agency 
plan requiring all agents to be stock- 
holders in the company. Two-thirds of 
the board of directors are local agents 
and the president and one of the vice- 
presidents of the company are _ local 
agents. Two new directors were elected 
to the board from Massachusetts, 
Charles H. Watkins of Boston and Ed- 
win J. Cole of Fall River. The Ex- 
celsior is now doing business in New 
York, New Jersey, Pennsylvania, Con- 
necticut, Massachusetts, Illinois and 
Chio. 

Following the stockholders’ meeting, 
the annual meeting of the board 
of directors was called and_ the 
following officers were elected: Fred- 
rick V. Bruns, president; Robert 
C. Hosmer, vice-president and general 
manager ; James L. Case, vice-president ; 
Robert Dey, vice-president; Virgil 
Clymer, secretary, and Nelson P. Snow, 
treasurer. 

Mr. Case, former president of the Na- 
tional Association of Insurance Agents, 
has been for some time a director of 
the company. Charles H. Biddle of 
Wilkes-Barre, Pa., was also re-elected to 
the board. 

Announcement was made at this meet- 
ing of the appointment of Christian Iver- 
son, former special agent of the Insur- 
ance Company of North America, as field 
man in charge of New York state de- 
velopment. James F. Moriarty, who has 
been with the Excelsior for some time, 
was appointed general agent in charge 
of agency development. 

At the close of 1927 the Excelsior had 
assets of $649,739, compared with $550,- 
855 a year ago. The unearned premium 
reserve is $173,278, a gain of $70,000. The 
net surplus increased $11,000 to $192,501 
and premiums written, $79,000 to $235,068. 
The company has a capital of $250,000. 
At the end of 1925 the Excelsior had 
eighty-one agents. Two years later this 
had increased to 210 agents. The total 
income in 1927 was $268,991 and _ total 
disbursements $192,831. 





TO CUT PAR VALUE OF STOCK 


Directors of the Fidelity-Phenix have 
recommended to stockholders that the 
par value of the shares be reduced from 
$25 to $10, and that a special meeting be 
held on April 23 to act upon the rec- 
ommendation. This will increase the 
number of shares from 400,000 to 
1,000,000. By this move a greater dis- 
tribution of shares will be obtained, in- 
teresting many more stockholders in the 
welfare of the Fidelity-Phenix. It will 
also, according to Ernest Sturm, chair- 
man of the board, give agents an oppor- 
tunity, through stock ownership, to par- 
ticipate to a greater ‘egree in the profits 
which they by their efforts are helping 
to produce. It is the expectation of the 
board of directors to pay dividends of 
10% or $2 a year on the new stock. 





GJARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 


a 





Tel. RECtor 7501 





MANAGERS 


INSURANCE CO. 


 ————_—_________.__r) 





OF 
es 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 











Page 34 








February 24, 192 








Wesley E. Monk Not In 
Favor Of State Fund 


SPEAKS TO MASS. FEDERATION 





Also Praises Companies for Their Sup- 
port of Compulsory Auto Law; 
J. W. Downs Also Talks 





The emphatic statement was made by 
Wesley E. Monk, Massachusetts com- 
missioner, at the Insurance Federation 
of Massachusetts annual meeting this 
week that he was not in favor of a state 
fund of any kind for insurance in that 
state at this the 
companies conduct their business fairly 
and along proper lines which I believe 
is being done, there is no reason that the 
business should be taken out of their 
hands to be administered by the state,” 
he said. 

“If at any time they do not, play fair, 
I may be one of the first to go ahead 
and advocate that the business be taken 
out of their hands.” 


time. “As long as 


Refers to Examinations 


In referring to the compulsory auto- 
mobile liability law there he said that 
the machinery for taking care of this 
business never could have been set up 
if it had not been for the fullest and 
fairest co-operation received from the 
companies. He aroused the insurance 
men present to enthusiasm when he de- 
clared that “on the whole, in my judg- 
ment, the insurance business is conduct- 
ed on as high a plane as any business 
in this state.” 

Mr. Monk referred to the insurance 
examinations now being regularly held 
by his Department and said that since 
last August when they were started that 
3,232 applications for new men to enter 
the business had been filed. Of this 
number 1,978 had appeared to take the 


examination, out of which 1,710 had 
passed. Of the number applying, 1,254 
did not appear for the examination 
which indicated to him that they had 
no interest in it. He then said: “You 
general agents and managers will save 
yourselves time and money if you sim- 
ply don’t file applications for men who 
do not intend to go thropgh with it.” 

John W. Downs, general counsel of the 
organization, discussed two bills of the 
state branch of the American Federa- 
tion of Labor now before the Massachu- 
setts Legislature. They provide for the 
establishment of a compulsory monopol- 
istic state fund for workmen’s compen- 
sation insurance in the state. “If they 
should become law,” said Mr. Downs, “it 
would result in the scrapping of the 
present workmen’s compensation law 
and the exclusion of the companies, 
agents and brokers from participating 
in this line of business.” 

Other speakers at the meeting were 
Professor David D. Vaughan of Boston 
University and J. T. Hutchinson, secre- 


tary anf the Insurance Federation of 
America. 

The following officers were elected: Presi- 
dent, Frank M. Kinney, Springfield; general 
counsel, John W. Downs, Boston; secretary- 
treasurer, A. C. Oliver, Waltham. 

The following are vice-presidents: Norman 


A. Brainard, Springfield; Rockwood H. Bullock, 
Worcester; James H. Carney, Boston; Fred C 
Church, Lowell; Edwin J. Cole, Fall River; 
John J. Cornish, Boston; Frederick G. Farquhar, 
Boston; Henry A. Field, Springfield; Thomas 
R. R. Gibb, Boston. 

Also William Gilmour, Boston; William R. 
Hedge, Boston; Arthur A. Lawson, Boston; 
James H. Leighton, Lowell; William P. Mc- 
Pherson, Worcester; James G. Page, Haverhill; 
James P. Parker, Boston; George B. Proctor, 
Boston; Edward C. Stone, Boston; Charles S. 
Ashley, Jr., New Bedford. 





FAVOR UNIFORM COMMISSIONS 
The Elizabeth Chamber of Commerce 
has gone on record as favoring a uni- 
form fire insurance commission through- 
out New Jersey. The measure is also 
supported by the Elizabeth Board of 
Fire Underwriters. 


NATIONAL LIBERTY GAINS 





Three Companies in Group Have Record 
Earnings; Combined Assets Now 
Total $38,710,000 

Annual reports of the National Lib- 
erty, Baltimore American and Peoples 
National show record earnings for all 
three companies. These companies, 
known as the National Liberty Group, 
are affiliated with the Financial & In- 
dustrial Securities Corporation, of which 
Ralph Jonas is chairman of the board 
and George U. Tompers is president. 

The National Liberty shows total re- 
sources of $27,785,198, a gain during the 
year of over 45%. Premium reserve was 
$9,637,599, reserve for losses, taxes, etc., 
$1,458,105, and net surplus $14,689,493. 
The increase in surplus after payment 
of cash dividends of $599,940 and stock 
dividend of $500,000 was $7,624,810. The 
company’s earnings were equal to $43.62 
on its 200,000 shares of $10 par value. 

The Baltimore American reported to- 
tal assets of $6,566,766, and net surplus 
of $3,334,175, or an increase after the 
payment of dividends of $1,940,107. 

The Peoples National Fire showed to- 
tal assets of $4,361,237 and net surplus 
of $1,686,660, an increase of $1,177,259 
after the payment of dividends. 

The combined statement of the three 
companies, which are operated by the 
same management, shows total assets of 
$38,713,200 and net surplus of $19,710,328. 





AMERICAN & FOREIGN 


The American & Foreign enjoyed a 
successful year in 1927, according to its 
annual statement figures. The assets 
have increased to $4,964,294 and after 
setting up reserves of $637,877 for un- 
earned premiums, $515,344 for losses in 
process of adjustment and $110,570 for 
taxes and other liabilities, it shows a net 
surplus of $2,700,478, which with its 
$1,000,000 capital gives a surplus to pol- 
icyholders of $3,700,478. 


—=—= 


PAWTUCKET FIRE HAZARDs 





Rhode Island City Has Several E xcessiy, 
Fire Areas, According To Na. 
tional Board Report 

_ Pawtucket, R. I, is subject to sweep. 
ing fires in the mercantile district, a¢. 
cording to_a report of the Nationa 
Board of Fire Underwriters e:yineers 
who have just completed and issued , 
survey there. Of the conflagration hay. 
ard the report says of Pawtucket: 

“In the principal mercantile district 
structural conditions are weak, construc. 
tion being mostly joisted brick with con. 
siderable grouped frame _ interspersed: 
that of fireproof is relatively small 
There are many excessive fire areas, pro. 
tection to vertical and horizontal open. 
ings is lacking and rear and angle ex. 
posures are severe. The potential haz. 
ard of the district is high. Severe group 
fires are probable in practically ll 
blocks and in connection with frequent 
high winds, fires might easily cross the 
narrow streets and involve large areas 
of the district. Building heights are low, 
automatic sprinklers protect about one- 
half the built-on area, the water supply 
is adequate and substantial outside aij 
is available, so that the probability of 4 
fire sweeping the entire district is only 
moderately high.” 4 


Bennett’s Talk 


( Continued from page 32) 
unfortunate enough to be deceived into 
believing that they were carrying some 
kind of genuine protection. These meas- 
ures are class legislation carried to the 
nth power. One business should never 
be helped, under our system of govern- 
ment, at the expense of another. The 
merchant, the manufacturer, the business 
man, and the insurance companies are 
just as much entitled to preferential pro- 
tection as are the recipients of favors 
under state and national funds. Usually 
it is the insurance business that is made 
the target.” 




















Admitted Assets 
Liabilities 
Capital 
Net Surplus 


UNITED STATES MERCHANTS & SHIPPERS 


INSURANCE COMPANY 


1 SOUTH WILLIAM STREET, NEW YORK 





Financial Condition, January 1, 1928 


Marine and Automobile Departments: 
APPLETON & COX, Inc., Attorney 
1 South William Street 


New York 


Surplus to Policy Holders 


inate mie asad $6,034,982.98 
3,659,277.50 
1,000,000.00 
1,375,705.48 
2,375,705.48 


Fire Department: 
CRUM & FORSTER, General Agents 
110 William Street 


New York 
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1720 1927 





CORPORATION 
OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
150 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


: PON every milestone of LONDON ASSURANCE 
| history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
; competitor. 


It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE is to be con- 
gratulated because in the minds of those of good judgment 
in the insurance world, character and the LONDON 
ASSURANCE are so closely identified as practically to 
be synonymous terms. 





Che Manhattan Hire and Marine Insurance Co. 


| 150 WILLIAM STREET NEW YORK CITY 


John H. Packard, President 
Everett W. Nourse, Vice-President J. M. Mendell, Vice-President 
Frederick A. Johnston, Secretary Wm. Schaefer, Asst. Secretary 
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Credit Evil Unknown 
By Fire Agents in 1721 


PREMIUMS PAID IN ADVANCE 





London Assurance History Shows How 
First Agents Were Advised of Moral 
Hazards, Inspections, Etc. 





The London Assurance at the home 
office in London has had published an 
excellent chronicle of its own history 
since 1720 by Bernard Drew. 


this volume of more than 150 pages, em- 


Copies of 


bracing a history of the company’s de- 
velopment and many other facts associ- 
ated with the growth of the London As- 
surance, arrived in New York within the 
last few days. The book is well illus- 
trated, written in fascinating style and 
contains many interesting anecdotes of 
early happenings in English insurance 
history. 

One of the best chapters, from the 
point of view of American conditions to- 
day, deals with local agents. Even 
though the local agency system is more 
than 200 years old, its troubles do not 
yet appear to be over considering the 
volume of agitation and controversy in 
this country today. 

Founded in 1720, the London Assur- 
ance was allowed to write fire insurance 
as well as marine covers by permission 
of a charter issued in 1721 Within a 
few months local agents had been ap- 
pointed at many points in England and 
Ireland. Elaborate instructions were 
prepared and sent to each agent describ- 
ing the risks they were desired to accept 
and the premiums to be charged. Fol- 
lowing are some of these instructions: 

Instructions Sent to Agents 

“When any insurance is bespoke, 7s. 
6d. is to be paid down for every policy 
and mark before the label be sent up 
to the office. 

“When two or more assurances are 
desired to be in one policy, 5s. is to be 
paid down for the policy and 2s. 6d. for 
each mark before the label be sent up 
to the office and every house or sepa- 
rate building must have a mark, and if 
the goods be assured in the same house 
or buildings, there must be a separate 
mark for ve goods also. 

“When any assurances are bespoke, 
labels for such assurances must be filled 
up and in each column everything must 
be fully expressed in words at length 
as the nature of the case requires, ac- 
cording to the patterns annexed. 

“In that column of the label for the 
surveyor’s report it must be first ex- 
pressed whether the building to be as- 
sured be brick, stone, timber, plaster, or 
thatched; then in whole occupation it is, 
and the situation, description and dimen- 
sions thereof. 

“In the said column, if the assurance 
be on goods it must be expressed what 
kind of building the goods are in, how 
situated and in whose occupation and 
the valuation of the said goods. 

“Whereas distillers and others as men- 
tioned in ye printed proposals are to pay 
larger premiums, particular care must be 
taken to express such trades in ye labels, 
and to adjust the premiums of such and 
all other assurances as the proposals di- 
rect. 

“Labels for assurance bespoke must be 
sent up once a week by the carrier or 
any other cheap conveyance for which, 
as soon as the directors have approved 
them, policies and marks will be sent 
down, which are not to be delivered till 
ye assured pays the premium for the first 
year; and then and not till then the 
assurance takes place, of which you are 
to give notice to all persons who apply 
to you to be assured. 

“When above £1,500 shall be offered to 
be assured on one building or goods con- 
tained in one building the high premium 
is to be paid on the whole sum insured. 

“When you deliver your marks and 
policies besides the annual premium you 
are to take of the person assured so 


much as you pay for the carriage of the 
marks and policies, and no more. 

“You are not to take orders for assur- 
ances for less than one year nor for 
more than seven. 


Agents Asked to View Moral Hazards 


“You are upon all occasions to have 
regard to the credit and reputation of 
the persons desiring to be assured, es- 
specially when the assurance is large or 
upon goods, and when large sums are 
desired upon goods you are if possible 
to view them and set down the value ac- 
cording to the best of your judgment, 
and when you find persons in whose 
character you are not well satisfied you 
are to avoid having anything to do with 
them. 

“You must put the date and sign your 
name to each label you send up and must 
keep exact copies of them. 

“If any persons desire to pay down the 


premiums for seven years or term of the . 


policy you may receive and give a re- 
ceipt for the same upon the back of the 
policy.” 

These instructions in many respects do 
not vary greatly from the rules of pro- 
cedure today. The one big difference, 
of course, is that two hundred years ago 
there was no credit allowed on fire in- 
surance contracts, the policy not being 
in force until the premium for a year 
was paid. No wonder many agents talk 
about the “good old days.” The London 
Assurance chronicle also tells of the care 
in the selection of agents in those days, 
one grocer applying for an agency being 
turned down because he had been found 
guilty of putting sand in his sugar and 
chicory in his coffee. 

The reference to the marks applies to 
the signs put up by the various com- 
panies on buildings showing who carried 
the insurance. In the event of fire the 
company insuring the property was called 
upon to extinguish it with its own pri- 
vate fire apparatus. 


Foreign Agency Appointmegts Delayed 


It is a remarkable fact, says this his- 
tory of the London Assurance, that the 
possibility of increasing the corporation's 
ure business by opening agencies abroad 
does not appear to have been discussed 
until 1828, when the committee on fire 
recommended consideration of this sub- 
ject. It was then postponed for two 
years when marine agencies were estab- 
lished throughout the United Kingdom. 
With the singie exception of Liverpool, 
all these new agencies were closed by 
June, 1835. In 1853 appointments were 
in various parts of the world, including 
Madras, Shanghai, Mauritius, Singapore, 
Cape ot Good Hope, 30ombay, Batavia, 
Manila and other places. A few years 
later offices were opened in South Amer- 
ica, Canada and Australia. 

Operations were commenced in the 
United States in May, 1872, by the ap- 
pointment of France, Hare & Lockwood 
to undertake a New York fire branch, 
while four years later an agency for ma- 
rine insurance was established in New 
York in conjunction with the Ocean Ma- 
rine Insurance Co., under the manage- 
ment of Johnson & Higgins, one of the 
leading agency and brokerage houses of 
today. In 1881 the London Assurance 
joined forces with the Alliance Marine 
in opening a marine agency at San Fran- 
cisco, while on August 3, 1887, C. L. 
Case was elected as the representative 
of the London in Chicago. 





HAID ON DALLAS BRANCH 


President Paul L. Haid of the America 
Fore Companies has written the com- 
panies’ local agents in Texas, Arkansas, 
Louisiana and Mississippi, from which 
districts business will be reported to the 
new branch office in Dallas, Texas, that 
the America Fore Group is not launch- 
ing a branch office system in opposition 
to the local agency system. This new 
office is merely an extension of home 
office facilities and will not be in com- 
petition with the agents in those states. 
In other words, it is not a production 
branch and business will not be written 
over the counter President Haid writes. 


ENGLISH AUTO RATES UP 





Increase Expected to Amount to About 
25%; Companies Call Small Car 
Drivers Indifferent 
It has been common knowledge in 
English insurance circles for some 
months that increases in the premiums 
for what are known as comprehensive 
policies on light automobiles, were under 
consideration by the leading insurance 
companies. Although no official an- 
nouncement has yet been made on the 
subject, it may be taken for certain that 
an increase of something like 25% will 
be asked in respect of cars up to 9 hp. 
as from March 1 next. The Morgan and 
the Austin Seven are instances of cars 
that will be affected, while among newer 
cars, the Fiat 9, the Triumph 7, the 
Standard 9 (two types), the Singer 7.7, 

and the Humber 9 may be mentioned. 

As an example of what the increased 
cost will amount to, it may be stated that 
the present premium charged by tariff 
companies for a 9-h.p. car, such as the 
Fiat costing £195, is £9 17s so, presum- 
ably, the increase in premium will rep- 
resent well over £2 per annum. It is 
often alleged that small car owners are 
indifferent drivers, and that this is the 
primary reason of the heavy increase in 
claims made on the companies. 





TO REINSTATE FIRE FUND 

Michigan state property is being ap- 
praised and listed with the insurance de- 
partment preparatory to reinstating the 
state fire fund next July 1 in accordance 
with the wish of Governor Fred W. 
Green. Appraisal was being made during 
the past week, it was said, of the state 
capitol and state office building here, 
both of which have had no insurance 
coverage since the fire fund was aban- 
doned in 1921. Appraisals of many build- 
ings owned by the various state insti- 
tutions and departments are already on 
file, according to Horace B. Corell, dep- 
uty commissioner, who has been handling 
the preparatory work. While the state 
fire fund at one time contained upwards 
of half a million dollars it now amounts 
to around $40,000, according to reports 
from the auditor general. 





E. B. BRYANT DEAD 

Edward B. Bryant, assistant superin- 
tendent of the special risk department of 
the Aetna (Fire), died at his home in 
Hartford last week at the age of sixty 
years. He was the senior employe of 
the company, having served almost fifty 
vears. He leaves a widow. 
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INSURANCE OFFICE, LIMITE: 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. New Y ork 
Western Department 
Wrigley Bldg., 410 N. Michigan / ve, 
hicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento ;ts, 
San Francisco, 

















THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 








99 John Street, New York 














MOTORCYCLE FIRE APPARATUS 





Demonstrated In Newark Last Week; 
Carries Full Equipment To 
Quench Small Blazes 
Something new in the way of fire ap- 
paratus was demonstrated in Newark 
last week in the presence of Fire Com- 
missioner Charles H. Kenlan. It con- 
sisted of a two-man motorcycle appa- 
ratus which carries 100 feet of chemical 
hose, a twenty-gallon chemical tank, 
two large extinguishers and four smaller 
ones, two hydrant connections, axe, 

brush, broom and pike pole. 

It can attain a speed of from fifty to 
sixty miles an hour and can make a 
quicker getaway from the fire “oti 
than the regular apparatus. Of the fires 
in Newark 90% can be handled with the 
equipment the motorcycle carries, ac- 
cording to the manufacturer of the 
motorcycle. The commissioner was fa- 
vorably impressed with the demonstra- 
thon. 

















O. J. PRIOR, President 


INCORPORATED 1868 


The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 




















CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
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Specious Reasoning 
About Losses by Fire 


A CRIMINAL WASTE OF VALUES 





Fror: Community Viewpoint Most Ma- 
ter.al Losses Are Not Irretrievable; 
H andreds of Millions Can be Saved 


By W. E. U. 


Se ious as is the large waste of prop- 
erty by fire in the United States every 
year more lamentable indeed is the fact 
very few citizens give the evil any 
cons Jeration whatever. So small is the 
prop rtion of the adult population which 
knows anything about.it that the com- 
puta:ion of the fraction would be tedious 
as well as difficult. 

Considered from a social—a commu- 
-—-viewpoint, most material losses are 
not irretrievable. A nation’s commerce 
may decline in a given period, placing 
its balance of exports and imports on 
the wrong side of the ledger. A loss of 
that character is reparable in a succeed- 
ing period. The annual business of cor- 
porations and private firms may “go bad” 
one year, and be “made good” in the 
next. This process of reparation is im- 
possible when applied to losses incurred 
by fire. 


Annihilation of Values 

Succeeding annual periods cannot 
beneficially affect the loss of values 
which have actually been annihilated. 
Nothing in the form of a loss can be 
more absolute than one which has re- 
sulted from destruction by fire. All eter- 
nity affords no opportunity: in which to 
make it up. 

Slowly through the years our annual 
fire waste has been mounting. Several 
years ago the total reached a half bil- 
lion and it is steadily increasing. Based 
on the statistics gathered by the Na- 
tional Board of Fire Underwriters the 
estimated amount for the year 1926 was 
$561,980,751. 

Let us look at the matter as people 
who see life steadily and see it whole, as 
Matthew Arnold once observed. It isn’t 
a question for consideration from either 
an optimistic or a pessimistic viewpoint, 
although it is calculated to incline a 
thinker to pessimism rather than to op- 
timism. We have been concerned in put- 
ting out of existence nearly $600,000,000 
of our wealth in a single year. 

A chronic optimist would tell us that 
the situation is not as bad as we might 
think it to be; that a sum very much 
larger than that was added to the na- 
tional wealth during the same period and 
that this is but one of the inevitable in- 
cidental losses; that no great or small 
Corporation can eliminate losses from its 
Operations, 

True, but largely irrelevant for two 
reasons. First, it is indubitable that the 
gains made in wealth, now cited as an 
offsc: to the fire waste, would have been 
real'ved had we not lost a dollar by fire. 
Second, the whole amount of the fire loss 
S not inevitable because a close analy- 
Sis «; the subject shows about 80% pre- 
vent «ble. 

_ Le: us assume this to be an approx- 
ima: fact. Then, instead of paying 
y $600,000,000 for our ash-heap as 
we «'d, it would have cost but $120,000,- 
000, representing the destruction which 
we ould not prevent. This leaves us in 





position of having “blown in” 
thro «gh récklessness, lawlessness, 
tho: htlessness and carelessness $480,- 
(00, 0 which could have been saved. 
Another Angle 
Ni w, from another angle. What is 
the -apital value of a total of disburse- 
4 for one item of $480,000,000, calcu- 
ate 


at the rate earned on high class 


Secucities, say 5%? It is $9,600,000,000! 


If the Government were paying 5% on 
its bonds, that would be the amount of 
money whitch the owners of them had 
paid into the United States Treasury. 
The Government, however, does not pay 
more than 4%. 

It is clearly apparent, therefore, that 
not only have the preventable losses been 
a burden of 5% on property worth al- 
most ten billion dollars, but that unlike 
other earned income, it has been wholly 
thrown away. When the Government 
pays interest to its bondholders it is re- 
invested by the latter. The sum of the 
preventable fire losses in 1926 ($480,000,- 
000) is again worth as interest in the 
hands of bondholders $24,000,000 a year. 
That amount of money representing fire 
losses is worth only what it will cost to 
remove the ashes and other consequent 
debris. 

There are those who conclude that if 
the fire waste has been protected by in- 
surance there is no such loss as has been 
pictured here because the individual own- 
ers of the destroyed property have been 
indemnified. This is specious reasoning. 
The money received by the individual 
losers has come out of the pockets of 
their insured associates. The property 
lost, as previously stated, has been an- 
nihilated. The situation would be clear- 
ly manifest if all the insured property 
were destroyed in a single year. The 
depth of the disaster would then be 
measurable. 

If there were any material recession 
in the annual tidal wave of fire; if the 
figures would fluctuate as_ violently 
downward as they do upward at times, 
as in great conflagrations; if the amount 
could be held to unpreventable losses; 
the situation would not be as deplorable 
as it is. But the reverse is the case— 
the movement every year indicates a 
steady increase. This fact becomes 
plainer if we compare the record by dec- 
ades. 

Verges on Criminality 

Considered economically this avoid- 
able waste of a substantial portion of the 
national assets verges on criminality and 
once presented to the consideration of 
an intelligent people should promptly re- 
sult in a widespread co-operative move- 
ment to end it. The machinery for do- 
ing it is, and for a long time has been, 
at their service. All that needs to be 
done is that they co-operate actively and 
zealously with the National Fire Protec- 
tion Association, acting in conjunction 
with the fire prevention division of the 
National Board of Fire Underwriters. It 
is expressing but a simple truth to de- 
clare that all the men and women of 
the country should enlist in this cause; 
that the children should be educated in 
this form of conservation, for it must 
be remembered that in addition to the 
heavy losses of property incurred, from 
14,000 to 16,000 lives, many of them chil- 
dren, are sacrificed annually. 

The fact that the organized fire insur- 
ance companies of the United States are 
deeply interested in this subject and for 
many years have led the fire prevention 
forces, should impress and encourage all 
others to assist in the work. As Presi- 
dent John B. Morton of the National 
Board observed in his annual address in 
1922, it may appear to those who give 
insufficient consideration to the matter 
that as the companies owe their exist- 
ence to the destruction of property by 
fire, they would not be particularly inter- 
ested in the work of fire prevention. The 
truth is that they are and, as he added, 
“the fire insurance interests have for 
many years taken the leadership in pro- 
moting fire prevention.” 





NEW MEMBERS OF LLOYD’S 

London.—Thirty-one new underwriting 
members of Lloyd’s were elected as from 
January 1. Among them are Hon. B. L. 
Bathurst, A. J. Bennett, M.P., Lord Ca- 
van, A. E. Conybeare, Captain the Hon. 
W. S. Cornwallis, H. W. Corry, Lord 
Darnley, Lord Feversham, Admiral Sir 
W. R. Hall, M.P.. Sir E. M. Tliffe, M.P., 
P. H. Napier, J. W. Ritson, N. S. Rouse 
and Lord Strathcona. 


NEW COMPANY’S SEND OFF 





Fire Insurance Co. of Chicago Lauded 
by Bankers znd Business Men 
at Banuquet in West 

The Fire Insurance Company of Chi- 
cago, the new five million dollar organi- 
zation, was formally welcomed recently 
at an informal dinner at the Union 
League Club, in Chicago. The gathering 
had the presence of officials from nearly 
all the large loop banks. Earle H. Rey- 
nolds, president of the Peoples Trust & 
Savings Bank; Dan Norman and Don 
DeGolyer, vice-presidents of the Conti- 
nental National Bank & Trust Co.; R. B. 
Fuessle, vice-president of the National 
Bank of the Republic, and George C. 
Jewett, president of the Transportation 
Bank of Chicago, were among the prom- 
inent bankers present. 

Other prominent lines of commercial 
activity were represented by C. R. Rob- 
inson, vice-president of the Inland Steel 
Co.; Charles H. Morse, chairman of the 
board of Fairbanks, Morse & Co.; Ed- 
ward G. Paulding, mortgage loans; Wil- 
liam B. Egan, vice-president of R. E. 
Wilsey & Co., and Edward W. Everett 
of Winston, Strawn &. Shaw, attorneys. 

Ten-minute talks on various phases of 
present fire insurance problems were 
made by ex-Governor A. O. Eberhart of 
Minnesota on the need of more fire in- 
surance companies in America, and by 
Peter B. Nelson, expert insurance attor- 
ney and former mayor of Racine, Wis., 
on the need of more Illinois and Chi- 
cago fire insurance companies. Harold 
W. Letton, chairman of the organization 
committee of the Fire Insurance Com- 
pany of Chicago, outlined the plans of 
the company as they affect the local 
territory. 

That the new company is to have the 
support of many leading business men 
of Chicago was further evidenced by the 
suggestions made at the meeting for a 
board of directors to be composed of 
seventeen men. It is the intention of 
the sponsors of the company to have a 
representative on the board from each 
of Chicago’s major industries. 





NORWALK FIRE HAZARDS 


Fire hazards in Norwalk, Conn., are 
reported to be serious as to group fires, 
according to findings made by engineers 
of the National Board of Fire Under- 
writers. The report says in part: 

“In practically all the blocks of the 
principal mercantile district a serious in- 
dividual fire is probable because of large 
area joisted brick or frame buildings; 
these may readily spread to involve a 
group of buildings, including some across 
the narrow streets, as the fire depart- 
ment is undermanned and in part volun- 
teer and the fire alarm system is such as 
to introduce a probability of inadequate 
response; the railroad embankment and 
the general absence of close grouping of 
blocks makes a general conflagration un- 
likely. Manufacturing plants are suffi- 
ciently isolated and do not constitute a 
conflagration hazard; in minor mercan- 
tile districts only group fires are prob- 
able; the usual shingle roof hazard ex- 
ists in the residential areas to a consid- 
erable degree.” 





AJAX FIRE STATEMENT 


The annual statement of the Ajax Fire 
of Newark shows that the surplus to 
policyholders totals $501,161 while the 
net surplus amounts to $301,161. The 
capital is $200,000. Frank J. Bock is 
president of the company and the re- 
port covers a period of eleven months 
the company having started on February 
1, 1927 





Stanford, ‘Clain & Co.; Ine., New York 
City, general insurance business, has 
been chartered at Albany with $10,000 
capital. Joseph M. Stanford, Neponsit, 
N. Y.; Jonas Hyde Clain, Ramsey, 
N. J., and Wright Smith, Paterson, N. J., 
are directors and subscribers. 


AFTER TUPPER’S RECORD 

William A. Jordan, special agent in 
Virginia and North Carolina for the 
Hampton Roads Fire & Marine with 
Richmond headquarters, is pretty near 
abreast of the record held by the late 
S. Y. Tupper, southern manager for the 
Queen, for representation in the fire in- 
surance fraternity. In addition to him- 
self, Mr. Tupper had four boys in the 
business who are still going strong. Mr. 
Jordan has two sons who are special 
agents. Howard Y. Jordan, his oldest 
boy, travels Virginia and North Carolina 
for the Newark out of Richmond. Wil- 
liam A, Jordan, Jr., the other, is a spe- 
cial for the Royal in Virginia with the 
same headquarters. His youngest boy, 
Albert Fite Jordan, recently broke into 
the ranks of fire insurance when he 
entered the Virginia Inspection & Rat- 
ing Bureau as a clerk to learn the busi- 
ness. 





N. Y. EX-FIELDMEN’S DINNER 

The eighth annual dinner of the New 
York Ex-Fieldmen’ Society will be held 
on Wednesday evening, March 14, at the 
Crescent Athletic ; Club in Brooklyn. 
Frank E. Burke,’ vice-president of the 
Home, will preside as chairman, and 
Harry W. Barley is chairman of the en- 
tertainment committee which is handling 
arrangements for the affair. This din- 
ner always brings out a crowd of the 
leading fire insurance executives who 
gained part of their early training as 
field men in New York state. 





Fire Loss Figures 


(Continued from page 1) 
which is subject to destruction by fire, is 
not considered.” 

Nevertheless, he says, it must be 
granted that for all practical purposes 
the value of buildings, that part of real 
property which is subject to destruction 
by fire, is nearly equal to and bears a 
fairly constant ratio to the value of the 
land. 

Conclusions 

Among his conclusions are the follow- 
ing: 

1. The larger the city, the greater is 
the property valuation per capita. 

2. The larger the city, the greater is 
the property valuation per fireman. 

3. There is very little relationship be- 
tween size of city and population per 
fireman, except that the very largest 
cities require fewer. 

4. The larger the city, the smaller is 
the number of fires per million valua- 
tion. 

5. The larger the city, the smaller is 
the number of fires per thousand popu- 
lation but less pronounced than on the 
basis of valuation. 

6. The loss per $1,000 valuation seems 
to show a decided increase as the size 
of city decreases. 

7. The same is true of the per capita 
loss. 

8. Apparently no correlation exists 
between size of city and loss per fire- 
man. 

9. There is.a pronounced decrease in 
loss per fire as the size of city decreases. 

10. The larger the city, the less is the 
cost of operation per $1,000 valuation 
with certain cities. 

11. On the per capita basis the trend 
of cost of operation seems to vary di- 
rectly with the size of city. 

12. The cost of operation per fireman 
seems to be slightly in favor of the 
smaller cities. 

13. The cost of operation per fire va- 
ries directly with the size of the city. 





APPROVE NIAGARA CAPITAL 


Stockholders of the Niagara Fire at a 
special meeting in New York last Fri- 
day unanimously approved the recom- 
mendation of the board of directors that 
the capital stock of the company be in- 
increased from $3,000,000 to $5,000,000, 
that the par value of the stock be re- 
duced from $50 to $25 and the number of 
shares increased from 60,000 to 200,000. 
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Tax Cut Big Aid To 
Marine Underwriting 


BEHA COMMENTS UPON GAINS 








Larger Proportion Of American Hull 
Business Now Being Written Here; 
Rates Are More Stabilized 





Marine insurance companies in New 
York made a good gain in the amount 
of hull business written last year on ac- 
count of the reduction in taxes Insur- 
ance Superintendent James A. Beha said 
this week in his report to the legisla- 
ture at Albany. He believes the bene- 
fits from the tax relief legislation last 
year will be material. He also contends 
that marine rates were more stable than 
heretofore in 1927 with the result the 
companies enjoyed greater chances for 
profitable underwriting. However, the 
company figures now being filed at Al- 
bany showing net premiums and net 
losses paid would indicate fairly unfa- 
vorable financial results for 1927. But 
as it takes a couple of years usually to 
run off marine accounts many of these 
high loss ratios may be reflecting condi- 
tions in 1926 as well as last year. 

“While the marine companies do not 
report any such decrease in loss ratio 
as the fire companies,” reports Superin- 
tendent Beha, “it does appear that the 
severe competition for business which 
has made the business unprofitable in re- 
cent years, was not so obvious in 1927, 
with the result that rates remained fairly 
stable. . : 

“The New York Legislature in 1927 
passed the new Section 169-a of the In- 
surance Law, changing the method of 
taxation upon marine insurance compa- 
nies from the premium basis to the un- 
derwriting profit basis. The first return 
on the new basis will not be due until 
June 1, 1928, but the American marine 
insurance interests anticipate great bene- 
fits in their competition with other ma- 
rine insurance markets from this new 
legislation. Similar legislation has been 
enacted in Pennsylvania and in the Dis- 
trict of Columbia. 

“Previous to January 1, 1927, the 
American marine insurance companies 
obtained not in excess of 25% of the 
so-called American ocean hull marine in- 
surance business, the balance, or ap- 
proximately 75% going to the foreign 
market. Aided by more stable rates, and 
also the advantage of the tax legislation 
of 1927, it is reported that our Ameri- 
can companies have made considerable 
advance in the proportion of the total 
American ocean hull marine insurance 
over which they have written in the past. 
Complete figures are not yet available, 
but they indicate a 50% gain during 1927 
over 1926.” 





DAILY MAIL INSURANCE PLANS 


The London “Daily Mail” has an- 
nounced that it will provide funds far 
greater than ever before to meet the 
demands upon the free coupon insurance 
which it is offering to its readers for 
1928. This decision is taken in face of 
the fact that more than £150,000 was 
paid last year as free insurance benefits 
to the paper’s readers. This is the great- 
est sum which has ever been distributed 
in this way in the history of journalism. 
Up to date the scheme has cost the 
“Daily Mail” more than £1,150,000. Of 
this sum the amount distributed to read- 
ers and their relatives is more than 
£850,000. The same benefits offered in 
1927 hold good for 1928, 


U.S. S. B. Proposals 
On Marine Insurance 


_———. 


RATE EQUALIZATION SOUGHT 





Underwriters Here See Rates at Lowest 
Possible Level; Not in Favor of 
Government Competition 





Marine underwriters were much inter- 
ested in the program submitted to Con- 
gress last Friday by the United States 
Shipping Board containing seven recom- 
mendations for fortifying the American 
merchant marine against foreign compe- 
tition. The board assumes the Govern- 
ment will follow the policy of transfer- 
ring its merchant vessels to private own- 
ership gradually. The Shipping Board 
hopes to “give to the country within a 
reasonable time a permanent and pros- 
perous merchant marine made up of fast 
modern ships under private ownership 
capable of transporting the greater por- 
tion of our foreign commerce and of 
serving as a powerful naval auxiliary in 
time of national peril.” 

The ‘last of the seven proposals is for 
the “establishment of an insurance sys- 
tem which will place American vessels 
upon an equality with foreign vessels in 
the matter of insurance.” ‘There is no 
direct reference elsewhere in the report 
to marine insurance but as much is said 
about evening up competitive conditions, 
the insurance provision is presumed to 
mean that the present hull rates on 
Shipping Board vessels and cargo rates 
likewise on these carriers are viewed as 
too high by government officials. 

What steps the Government has in 
mind to achieve the “equality” desired is 
not known. There have been statements 
made before Congress that Lloyd’s of 
London discriminates against foreign 
hulls. This accusation was promptly and 
vigorously denied in London. It is cer- 
tain that American underwriters will not 
look with favor upon the establishment 
of a government owned marine insur- 
ance bureau which will act as a rate-cut- 
ting competitor to the private compa- 
nies now in the market. 

Marine insurance enjoys one of the 
most open markets in the world. No- 
where can it be justly said that either 
hull or cargo rates are jacked up to an 
exorbitant level, or that the vessels of 
one nation are being discriminated 
against unjustly. The Greeks have at 
times made some such charges against the 
London market but a casual examination 
of losses on Greek hulls over the last 
decade is quite enough to explain the 
high rates prevailing on Greek ships. 

For the Shipping Board to charge or 





even to intimate that too high rates are 
being charged for insurance upon its 
vessels or their contents is evidence of 
ignorance of conditions in the marine 
markets. Where facilities are so great 
and competition so keen everyone having 
something to insure can be certain of 
securing somewhere the lowest rate upon 
which any profit can be made. If the 
rates upon Shipping Board vessels are a 
bit higher on the average than those on 
some of the privately owned fleets, it is 
because experience has justified amply 
these rate differentials. 

- The government at Washington, or at 
least that part of it that is supporting 
the Shipping Board program, is deter- 
mined to keep the American merchant 
marine upon the seas at any cost. And 
one of these costs appears to be in the 
shape of granting insurance at less than 
profitable rates. Underwriters in the 
New York market see no way of slicing 
the present hull rates so that if the 
Shipping Board proposal is carried 
through it will mean government subsidy 
in some form. 





GENERAL EXCHANGE PREMIUMS 





General Motors Insurance Subsidiary 
Writes $8,954,000 in Premiums Dur- 
ing 1927; Losses $4,087,000 
The General Exchange Insurance Cor- 
poration, the insurance subsidiary of the 
General Motors Corporation which han- 
dles the bulk of fire and theft cover- 
age upon General Motors cars sold on 
the instalment basis, continues to forge 
ahead rapidly as a premium writer. In 
1926 this company was far in the lead 
among premium producers with $7,066,- 
490 and during 1927 this total was in- 
creased by nearly $2,000,000 to $8,954,161. 
The company’s gross income from in- 
vestments was $329,564. There was 
$500,000 income through a paid in addi- 

tion to surplus. 

The General Exchange Corporation 
during 1927 paid out losses of $4,087,518 
compared with $2,132,973 in 1926. Total 
disbursements were $6,887,614, including 
$1,000,000 in the form of dividends to 
stockholders. The company now has 
total admitted assets of $10,594,061, capi- 
tal of $1,000,000 and a surplus beyond all 
liabilities of $2,772,205. 


ON TOUR OF WEST 

C. M. Martindale, secretary of the 
Home in charge of automobile under- 
writing, and Richard H. Thompson, 
vice-president of the Maryland Casualty, 
were in Minneapolis the first part of 
this week attending a joint conference 
of agents of the two companies. They 
explained the relationships between the 
two companies with reference to full 
coverage automobile lines and talked on 
other matters of interest to local agents. 
Mr. Martindale and Mr. Thompson will 
also visit Milwaukee, Chicago, Louis- 
ville and several other centers in the 
Middle-West. 











APPLETON & COX, Inc. 


1 South William Street, New York 








AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 


Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 





WRITE FOR OUR AGENCY PROPOSITION 


——Sa 


Booklet Prepared On 
Spray Coating Hazards 


HARTFORD A. & I. SURVEy 





J. B. Lamenzo Of Company’s Re: 
Dep't. Collaborated With Foc” 
Russell In Its Preparation 


The Hartford Accident & Indemnity 
has just issued a booklet called “Spray 
Coating—Its Hazards and Safeguards.” 
This publication, which is to be mailed 
free upon request, is the result of a com- 
prehensive investigation into the health 
and property hazards connected with the 
use of spray lacquers conducted by John 
B. Lamenzo of the company’s rescarch 
department. Frederick C. Russell of 
Hartford, whose popular articles on the 
automobile and radio industries have ap- 
peared in hundreds of newspapers 
throughout the country, collaborated 
with Mr. Lamenzo. 

Purpose Of The Booklet 

_ The company explains its object in 
issuing the booklet in the following fore- 
word: “Believing that a development as 
meteoric as spray lacquering warrants 
special consideration by those actively 
engaged in it, and convinced through re- 
cent events of the need for public recog- 
nition of the special hazards involved in 
this popular process, we have prepared 
the following brief account of the nature 
of lacquer and the special care required 
in its use. 

“The subject, in all of its details, is 
one that cannot be covered in the brief 
space of this booklet but it is our thought 
that, based as it is upon the research and 
special investigation made by this com- 
pany, the message of the following pages 
should provide for employers, employes 
and property owners a simplified yet 
authoritative guide to safer and more 
profitable activity in this new and grow- 
ing branch of the paint industry.” 

The booklet contains a number of in- 
teresting illustrations including a chart 
which shows that the production of lac- 
quer has increased ten-fold in three and 
a half years. 

Use Of Charts And Photographs 


In calling attention to the dangerous 
properties of nitrocellulose prior to its 
conversion into lacquer as well as when 
atomized from a spray gun, the authors 
refer to the fact that one kilogram of 
nitrocellulose with 13% nitrogen content 
is capable of doing 38% more work than 
an equal amount of black powder. “In 
other words,” to quote the booklet, “if 
a given amount of black powder would 
blow down a 4l-story skyscraper, an 
equal amount of nitrocellulose would 
theoretically do away with a_ building 
66 stories high.” 

Both charts and photographs are 
used to show the proper construction of 
spray booths and the correct arrange- 
ment for these booths for continuous 
spraying operations such as are neces- 
sary in the coating of automobiles. 

Each booklet is accompanied by a 
poster containing twenty useful sug- 
gestions to concerns using the spray lac- 
quering process. These suggestions will 
not only be helpful to property owners 
but to their foremen and workmen. | 

The Hartford Accident & Indemnity 
will send a copy of this booklet to any 
agent or broker desiring it. 





WOULD OUST COMMISSIONER 

A bill conferring upon the Virginia 
state corporation commission all powers 
now exercised by the commissioner 0° 
insurance and the chief of the division 
of banking has been introduced in the 
lower branch of the Virginia legisla‘ure 
by Delegate R. R. Parker of Wise coun- 
tv who served as a member of the 
Chandler rate probing commission. The 
bill specifies that the corporation com 
mission shall designate deputies to lan- 
dle various phases of insurance an 
banking work. 
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,;CASUALTY And SURETY NEWS 











Cullen and Carr Join 
the National Surety 


BOTH LEAVE F. & D. POSTS 





Former to Be Vice-President in Charge 
of National’s Producing Units in N. Y.; 
Latter to Open Brooklyn Office 





Vincent Cullen, vice-president Fidelity 
& Deposit in New York, and A. L. Carr, 
manager for that company in Brooklyn 
and Long Island, have joined forces with 
the National Surety. 

These appointments, having more than 
ordinary interest because of the prom- 
inence of the individuals, were a bomb- 
shell in the way of news to insurance 
men this week. And they have been the 
chief topic of conversation in insurance 
offices. 

To Be Production Chief in New York 

Mr. Cullen is to be vice-president of 
the National Surety in charge of all its 
New York City producing units. He will 
be the company’s contact executive with 
the metropolitan brokers, a position he 
has so capably handled while with the 
Fidelity & Deposit. 

Mr, Carr is also a vice-president and 
will open a Brooklyn branch office for 
the National Surety. He has been with 
the Fidelity & Deposit for the past 
twelve years, all of this time being spent 
in Brooklyn. Handling Long Island as 
well, Mr. Carr’s office has been the lead- 
er among the companies. writing surety 
business in that territory. 

Behind the brief announcement of 
these appointments is a plan of central- 
ized control of the National Surety’s 
business in New York City. It is learned 
that the company has rented the Charles 
F. Noyes Building at 118 William street, 
which will be the offices of Mr. Cullen. 
The plan includes the transfer of the 
company’s Maiden Lane personnel to 
this new building, all to be under Mr. 
Cullen’s management. 

An Aggressive Leader 

Mr. Cullen is one of the most popular 
surety executives in the country. He 
is described by both friends and com- 
petitors as “a clean-cut fighter for that 
which is right in the surety business.” 
Coming to the New York office of the 
Fidelity & Deposit in 1920 as production 
manager, the volume of business pro- 
duced that year was $1,578,813. The fol- 
lowing year he was made manager of 
the office in charge of the company’s 
activities in Greater New York. The pro- 
duction figure rose to $1,782,251. In 1922 
it jumped to $2,009,165; 1923, $2,089,217; 
1924, $2,771,174. Steadily growing bigger 
and bigger under Mr. Cullen’s manage- 
ment, 1925 found the volume up to 
$3,612,586, and the following year in rec- 
ognition of his good work he was made 
vice-president. 

As if in answer to the confidence 
placed in him by this new position, Mr. 
Cullen raised the volume again in 1926 
to $4,131,559. And last year it reached 
the high mark of $4,400,000. It is sig- 
nihcant that all of this business came 
from metropolitan brokers, among whom 
Mr. Cullen is exceedingly well liked. 
._'t. Cullen has seen twenty-six event- 
‘ul years in the surety business. Start- 
In< as an office boy in 1902 with the 

(Continued on page 43) 


Two Years’ Progress of 
the Pacific Indemnity 


SHOWS 1927 INCOME of $4,750,000 





Company’s Assets $5,306,813; Strengthens 
Its Home Office Personnel in 
Several Directions 





Lee A. Phillips, president of the Pa- 
cific Indemnity (who is also vice-presi- 
dent of the Pacific Mutual and one of 
the principal financial figures on the 
Coast) can look with considerable satis- 
faction on the record last year. Here is 
a fast-growing company with an extra- 
ordinary powerful board of directors. 
Only two years old the company has ac- 
complished much, and now has admitted 
assets of $5,306,813. Its surplus to policy- 
holders is $2,721,662. 

In 1927 the company had a total in- 
come of $4,750,000, including $3,750,000 
net premiums. 

The total disbursements during the 
year were $2,744,705. This includes 
losses and loss expense paid, home office 
expenses, taxes and commissions, leav- 
ing an excess income of $1,272,568.90. 
This excess income, together with $52,- 
940.19 from surplus, was absorbed in the 
increase of reserves. 

The distribution of the excess income 
and withdrawal from surplus was as fol- 
lows: 

Increase in Premium Reserves.$ 805,866.00 

Increase in Loss Reserves.... 416,195.74 

Increase in other Reserves.... 97,067.42 

Increase in assets not admitted 6,380.53 


$1,325,509.69 

In a letter to stockholders President 
Phillips says that up to September 30, 
1927, it was only necessary to draw upon 
surplus during the year in the amount 
of $181,353, but during the fourth quar- 
ter surplus was re-established in the 
amount of $128,412, leaving the net with- 
drawal only $52,940, an indication that 
next year’s operations (the company’s 
third year in business) should substan- 
tially rebuild surplus. Increases made 
in collision insurance and automobile 
liability rates put into effect in Califor- 
nia by the companies will also be re- 
flected in the 1928 figures. 

Strengthens Organization 

The executive committee of the com- 
pany, which meets every Tuesday, has 
direct supervision of the company’s af- 
fairs. The underwriting managers, 
Sweet, Rolph & Crawford, have consid- 
erably augmented and strengthened their 

Home Office Personnel Changes 

The home office organization has been 
materially strengthened during the year. 

H. E. Wood, for many years with the 
Aetna Casualty & Surety Co., has re- 
placed F. E. Brisbane, as vice-president 
in charge of the fidelity and surety de- 
partment. 

Eugene L. Stockwell, for the past sev- 
enteen years attorney and manager of 
the claim department for the Aetna Cas- 
ualty & Surety Co. in their Pacific 
Coast department, is now occupying a 
similar position with this company. 

Fred J. Butcher, a competent and ex- 
perienced surety underwriter, has been 
added to the staff of the fidelity and 
surety department. 

J. E. McInerny has been made secre- 


(Continued on page 43) 
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Insurance Securities 
Adds to Capital Stock 


ISSUES 225,000 SHARES At $27.50 





President Moss Explains Significance 
Of This Move as it Affects Union 
Indemnity Group 





The news this week that the Insur- 
ance Securities Company, Inc., holding 
company for the Union Indemnity 
Group, had arranged for the flotation of 
225,000 shares of stock at $27.50 per share 
through New York bankers attracted no 
little attention. Companies comprising 
this group are the Union Indemnity, 
Northwestern Casualty & Surety, La- 
Salle Fire and Union Title Guarantee, 
all of which are headed by W. Irving 
Moss. 


The purpose of this new issue was ex- 
plained as follows by Mr. Moss, who is 
visiting New York this week: (1) To 
acquire from the Union Indemnity all 
the stock which it owns in the LaSalle 
Fire, the Northwestern Casualty & 
Surety and the Union Title Guarantee. 
(2) To provide additional capital re- 
sources for the several constituent com- 
panies to take care of their constantly 
growing business. (3) To enable the 
company through stock control or rein- 
surance to acquire the business of other 
insurance companies and other corporate 
purposes. 

Mr. Moss also said that with the com- 
pletion of this financing, the Insurance 
Securities Company, Inc., will directly 
own substantially all of the stock of the 
constituent companies. There will be no 
capital interrelation between these com- 
panies. 

In connection with the new capitaliza- 
tion, it became known this week that 
Perez F. Huff of New York was one of 
the prime movers in back of it. Mr. 
Huff is well known in life insurance cir- 
cles, having been a Travelers general 
agent for years, and now handles bank 
and insurance stocks. Convinced that the 
stock of the Insurance Securities Co., 
Inc., affording investors a good buy, Mr. 
Huff went to President Moss some 
months ago and the outcome of their 
first conference was that he bought 5,000 
shares of the stock for his personal ac- 
count. 

He then got an option on 25,000 shares 
of stock which were owned by the di- 


(Continued on page 43) 








J. A. Griffin Made V.-P. 
Of F. & D. in New York 


SUCCEEDS 





VINCENT CULLEN 





Has Been a Popular Figure in Surety 
Circles for More Than Fifteen 
Years; His Career 





The election of John A. Griffin to be 
vice-president in charge of the New 
York office of the Fidelity & Deposit 
was announced this week by Vice-Presi- 
dent F. D. Roosevelt simultaneously with 
the resignation of Vincent Cullen who 
has joined the National Surety. 

At the same time Mr. Roosevelt made 
known that from now on he will devote 
a large part of his time to his duties as 
general vice-president of the F. & D. 
and American Bonding, He has resigned 
as a director of the International Ger- 
manic Trust Co., and the International 
Germanic Co., to accomplish this end. 

Mr. Griffin needs no introduction to 
surety men as he has had a long career 
in the business and is held in high es- 
teem by metropolitan brokers. For more 
than fifteen years he has divided his 
service between the American Bonding 
and the Fidelity & Deposit. 

Starting with the old American Bond- 
ing at its branch office in New York, his 
first executive position was as its vice- 
president in charge. When that com- 
pany was taken over by the Fidelity & 
Deposit, Mr. Griffin also went along and 
became manager of the F. & D.’s branch 
on William street. Several years later 
this branch was discontinued and head- 
quarters in New York were centralized 
at 2 Rector street. Mr. Griffin, under 
the new arrangement, was assistant to 
Joseph Flynn, who was then vice-presi- 
dent. The branch later- moved to 55 
Liberty street, its present headquarters. 

Under the regime of Vincent Cullen, 
Mr. Griffin has managed all the con- 
tract bond underwriting and has stood 
next to him in underwriting authority. 
So it was to be expected that with Mr. 
Cullen’s resignaion the post would be 
given to Mr. Griffin. 

Besides his F. & D. activities Mr. 
Griffin is a vice-president of the Amer- 
ican Bonding; was head of the Surety 
Underwriters’ Association of New York, 
and on the governing committee of the 
Casualty & Surety Underwriters’ Asso- 
ciation here. 
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White Sulphur Romance 
Has Wedding Aftermath 


EDW. A. ST. JOHN BRIDEGROOM 
Light Thrown on Why President of 
National Surety Cut Out His Golf 
Games at Casualty Convention 





E. A. St. John, president of the Na- 
tional Surety, and Mrs. Helen E. Knapp 
Dunbar were married in Mayfair House 
on Tuesday afternoon. William B. 
Joyce, chairman of the board of the Na- 
tional Surety, was best man. 

The romance which led to the engage- 
ment of Mr. and Mrs. St. John started 
in what looked like a comedy of errors. 
Mrs. Dunbar has for years been a friend 
of Mrs. Spencer Welton, wife of the 
president of the New York Indemnity, 
and was asked by Mrs. Welton if she 
did not want to be her guest at the cas- 
ualty convention in White Sulphur 
Springs last fall. Two compartments on 
the train not being available, one was 
reserved for Mrs. Welton and_ her 
daughter, Betty, and a lower berth for 
Mrs. Dunbar. When they arrived at the 
station they found that the train was in 
two sections, Mrs. Dunbar being in a 
different section than the one carrying 
Mrs. and Miss Welton. 

On the same section with Mrs. Dunbar 
were Mr. St. John, Mr. Welton and 
other insurance men. Mr. Welton intro- 
duced Mrs. Dunbar to Mr. St. John and 
they plaved bridge all afternoon and had 
dinner that night on the train. 

Golf Game Lost Its Lure 


Arriving in White Sulphur Mr. St. 
John displayed a sudden lack of inter- 
est in afternoon golf, although he stu- 
diously attended the morning sessions of 
the convention. When asked to make up 
a foursome he begged off each day. It 
later developed that he was taking walks 
in the mountains and rides with Mrs. 
Dunbar. 

When the Weltons and Mrs. Dunbar 
and Mr. St. John got on a train coming 
north, there was a mixup in the baggage, 
all of which was left on the White Sul- 
phur Springs station platform. The 
women members of the party were dis- 
tressed over the incident. Mr. St. John 
succeeded in getting Mrs. Dunbar’s bag- 
gage safely to New York. 

Those who knew the circumstances 
were not surprised when their engage- 
ment was announced. 





HARDER WITH N. Y. INDEMNITY 





Goes to Chicago to Manage Branch 
There; His Experience in Pitts- 
burgh and in Newark 
Henry J. Harder, well-known in cas- 
ualty insurance circles, has been made 
manager of the Chicago branch office of 

the New York Indemnity. 

Mr. Harder started his insurance ca- 
reer in 1899 with the National Surety, 
and later became a general agent for the 
Massachusetts Bonding & Insurance 
Co. in Seattle. Then for a period of sev- 
enteen years he was associated with the 
Massachusetts Bonding as resident vice- 
president in Pittsburgh, afterward be- 
coming a partner in the general agency 
of Johnston & Harder, who represented 
the Massachusetts B. & I. as general 
agents. 

In January, 1927, after selling his in- 
terest in this concern Mr. Harder joined 
the Globe Indemnity as executive repre- 
sentative at the home office in Newark, 
which position he resigned to become 
manager of the Chicago branch of the 
New York Indemnity. 





WOMEN DRIVER’S COURSE 

The Newark Safety Council has an- 
nounced as a part of its public safety 
program, the fourth annual traffic safety 
instruction course for women drivers. 
The course will consist of five meetings 
all of which will be held in the Newark 
Y. W. C. A. The first course was held 
on February 14. 


Progress in Getting 
Experience Statistics 


COMMENTS MADE BY SUP’T BEHA 





Many Requests for Changes of Method 
in Compensation and Automobile 
Were Made in 1927 





Here is what Superintendent Beha told 
the New York Legislature this week 
relative to progress being made with 
reference to experience statistics: 

“Experience statistics are being annu- 
ally gathered in accordanec with the pro- 
visions of the rating laws and in certain 
lines of insurance, as for example, work- 
men’s compensation and automobile in- 
surance, the experience is utilized to re- 
vise the rates promptly in order that 
changes in the experience may be as 
quickly as possible reflected in the rates. 
The request for changes in the method 
and time of collecting these statistics 
bave been unusually numerous during 
1927. 

“In connection with workmen’s com- 
pensation insurance, it is proposed to 
collect statistics in even greater detail 
than heretofore in order that the nec- 
essary information may be more definite- 
ly extracted from the experience data 
than has been possible by the methods 
thus far employed. The rates for auto- 
mobile fire, transportation and theft in- 
surance at the present time are predi- 
cated on experience of the second year 
next preceding the one in which the rates 
are promulgated. In order that they 
may be based on experience more near- 
ly up to date, the Automobile Under- 
writers Conference has been permitted 
to tabulate their experience statistics on 
the basis of the fiscal year ended August 
31 of the preceding year. In fire insur- 
ance, the experience statistics have not 
been utilized as in other lines because 
of the fact that they have not been gath- 
ered in as great detail as some of the 


other lines and possibly for the further 
reason that greater complications and 
difficulties enter into the make-up of the 
fire rates than in some of the other lines. 
In 1927 the National Board of Fire Un- 
derwriters submitted a proposal to com- 
bine the present classification of 155 
classes into 28. This proposed change 
was denied on the ground that combined 
statistics would be less helpful in deter- 
mining the proper rate to be applied to 
a particular class.” 





ACQUISITION COST 





Superintendent Beha Tells Legislature 
That Expenses Are Going Down 
in This Direction 

Practically all stock casualty and 
surety companies are now members of 
the conferences designed to limit the ac- 
quisition cost of business. 

“They have the active support of the 
Insurance Department in eliminating the 
competition for business by means of ex- 
cessive commission payments, a burden 
which is eventually borne by the insur- 
ing public,” Superintendent Beha said 
this week in his report to the Legisla- 
ture. “Although the rules of the confer- 
ence governing fidelity and surety busi- 
ness did not go into effect until March 
1, 1927, the salutary effect of the pledges 
previously made by the company execu- 
tives was felt in the year 1926. Fidelity 
acquisition costs were reduced 1.1% and 
surety acquisition costs were reduced 3% 
in that year as against the costs for the 
year 1925, and there can be no doubt but 
that the savings were due to the activity 
of this and other departments in this 
connection, assisted of course by co-op- 
eration on the part of these companies.” 





The New York Indemnity announces 
the appointment of the Panhandle Ins. 
& Investment Company of Cour d’Alene, 
Idaho, as general agent for casualty and 
surety business. 
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PUBLIC MOTOR INSURA \cE 





Situation Improving, Says Sup: 


ern 
ent Beha in Annual Repo:: z 
New York Legislature 

Two stock companies and si: ey mu- 

tuals are now engaged in writi: public 

motor vehicle insurance in Now York 

The situation regarding this kii! of in. 

surance has improved, Super ‘tendent 

Beha says in his annual repor' to the 
legislature. 

The companies operating in <his field 


have organized a central bureau, Aj. 


though less than a year old it is the Sy 
perintendent’s opinion that it is operat. 
ing satisfactorily. 

It is difficult for owners of taxicab 
fleets to obtain insurance, with the re- 


sult that many have been unabl. 
erate their cars. 

“This situation will likely be adjusted 
by the discontinuance of business bv cer- 
tain owners or by improved conditions 
permitting insurance which will ulti- 
mately result in a benefit to the public 
through a decrease in the number of ac- 
cidents,” said Mr. Beha. 


to op- 





NEW YORK SURETY RATES 





Superintendent Beha Discusses Recent 
New York ,City Subway Bond 
Situation in Annual Report 
As a result of an investigation made 
by the New York State Insurance De- 
partment the rates for contract surety 
bonds covering the construction of sub- 
ways in the City of New York were re- 
duced to effect a saving of approximate- 
lv 50% in the cost thereof. Coupled with 
this reduction was the requirement made 
upor companies writing these bonds to 
cut the commissions and other acquisi- 
tion costs on this class of business also 
approximately 50%. No formal order 
ws issued in connection with this hear- 
ing, inasmuch as the companies affected 
expressed their willingness to voluntarily 
abide by the decision reached bv the 
Superintendent of Insurance in order to 
facilitate the subwav construction pro- 

gram of the Citv of New York. 

“In view of the city’s extensive sub- 
way constructicn this will undonbtedlv 
resvlt in a saving of several millions of 
dollars to its taxnayers,” says Superin- 
tendent Beha in his annual report. 





STATE MAY DEMAND BONDS 





Casualty, Surety And Fire Companies 
Not Organized In New York 
Affected By New Bill 
Bonds will have to be filed in New 
York state by most casualty and _ fire 
companies not organized under the laws 
of that state if a measure introduced in 
the state legislature last week is passed. 
The amount of the bond to be filed 
with the Superintendent of Insurance 
shall be at least $250,000 for insurance 
corporations transacting either of the 
kinds of insurance specified in subdivi- 
sions 3 (relating to workmen’s compen- 
sation and property liability) and 4 (re- 
lating to fidelity guarantv insurance) 0 
section 70 of the New York Insurance 
Law and at least $100,000 for corpora- 
tions transacting the kind of insurance 
specified in any other single subdivision 
of such section. For nsurance corpor 
tions transacting the kinds of insurance 
specified in section 110 (fire) the »monnt 
of such bond shall be at least $700,000. 
The act would take effect October 1. 





JOINS NEW AMSTERDAM CAS. 
Harvey T. Wilson has been ap ointed 


a special representative for accid:t and 
health lines in the New York © ice of 
the New Amsterdam Casualty. \) . Wil- 
son has formerly been connect« with 
the New York branch office of th Met- 
ropolitan Casualty as assistant s perilr 
tendent of its accident and hea h de- 


partment. He was also for a nu ber “ 
years with the 55 John street branch ° 
the Travelers in New York. 
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New Banker’s Blanket 
Bond Form Prepared 


FOR MUTUAL SAVINGS BANKS 





Known as Form 5, Giving Broader 
Coverage at No Increase 
in Rates 





The Surety Association of America 


throuch its banker’s blanket bond com- 
mittee has put out a revised bond form 
for the use of the various bank members 


of the Mutual Savings Banks Associa- 
tion. It is known as Form 5 and after 
some radical changes had been made in 
it, it is now much broader than the form 
offered by the mutual savings banks 
themselves and is sold at no increase in 
cost. 

The issuing of this revised contract is 
an indication of the attitude of the 
Surety Association in co- operating with 
the mutual savings banks in every pos- 
sible way. The matter was first brought 
up when the banks asked the Towner 
Rating Bureau last May for a reduction 
in banker’s blanket bond rates based on 
the savings banks’ experience. 

The Towner Bureau did not take ac- 
tion until the close of last year, waiting 
until the experience matured. Various 
reductions were then granted, the mini- 
mum being $500. In the meantime the 
various insurance committees on the 
Mutual Savings Banks Association had 
been working on a bond form which they 
considered ideal for their needs. The 
Surety Association knew nothing about 
this form nor that the bank association 
was dissatisfied with the present form. 

But as soon as the situation was ap- 
prehended the banker’s blanket bond 
committee got busy and in spite of some 
heavy losses experienced on this class, 
voluntarily withdrew the bond form for 
mutual savings banks which had been in 
use for years. And then, instead of 


adopting the proposed bond form of the 
bank association, the committee took its 
own form and that of the savings banks 
and evolved a form which was broader 
than either and gave it to the mutual 
savings banks without any increase in 
rates. 

The banker’s bianket bond committee 
of the Surety Association is also work- 
ing out a new bond form for the use of 
the member banks of the American 
Bankers Association, which is expected 
to be ready shortly. 





J. P. MADIGAN’S CAREER 
Son of the Late J. G. Madigan of Union 
Indemnity Has Been Promoted to 
Managerial Position 

John P. Madigan, newly appointed 
depository bond department head in the 
New York office of the Union Indem- 
nity, is the son of the late James G. 
Madigan, who was vice-president and 
general manager of the company here up 
to his death in November, 1924. 

Mr. Madigan is another young man 
who is rapidly learning the surety busi- 
ness under the wing of George E. Hayes, 
Union’s surety vice-president in New 
York. He has spent his entire insurance 
career with the Union Indemnity, start- 
ing in September, 1925. Up to this time 
Mr. Madigan has done general under- 
writing work but with the resignation of 
T. J. Murphy last week he was promoted 
to his new position. At the same time 
he will continue to handle forgery bonds. 

Outside of business Mr. Madigan is 
taking the law course at Fordham Uni- 
versity, New York. 





MRS. LETITIA C. PEARCE DIES 

Mrs. Letitia C. Pearce, wife of Howard 
G. Pearce, manager of the Preferred Ac- 
cident of New York, died at her Denver 
home January 30 at the age of 68. Mrs. 
Pearce has lived in Denver for thirty- 
seven years. Besides her husband, four 
children survive. 


How Woman Agent Sells 
Nurses and Clubwomen 


MISS ANN STIMSON’S RECORD 
One of the Leading Producers for Acci- 
dent and Health in Ranks of 
Massachusetts Accident 





Miss Ann Stimson, who is an agent 
connected with the Dana G. Hall agency 
of the Massachusetts Accident at 50 John 
street, New York City, has had a good 
deal of success in selling insurance to 
members of women’s clubs and nursing 
groups in the vicinity of Manhattan. She 
had a wide acquaintanceship among the 
business and professional women of New 
York and has addressed several women’s 
clubs and alumnae associations. In these 
talks Miss Stimson for the most part 
has stressed the disability feature of in- 
surance in which her company special- 
izes. Believing, as she does, that disabil- 
ity is the prime form of insurance for 
a business woman to buy for the reason 
that it guarantees or prevents an inter- 
ruption of her income while she is sick 
or incapacitated, she brings out the point 
in her talks that without such income a 


woman could not pay premiums and that 
her policy would lapse, so that she could 
not buy life or any other form of insur- 
ance. 

In this way, supplemented by occasion- 
al direct advertising literature of her 
own, Miss Stimson has been able to build 
up a select clientele. She also uses a 
follow up system effectively. She says 
she never makes a “cold canvass” for the 
reason that she usually has too many 
leads to work on from other sources. 


Winner of Prizes 
Miss Stimson has won several prizes 


“ 


during the three years she has been con- 
nected with the Massachusetts Accident. 
Recently she won fourth prize ($60) for 
finishing among the leaders in the Mas- 
sacco Club who made the largest pre- 
mium increase during the year 1927. Dur- 
ing the year she also won two other 
prizes which were awarded by the com- 
pany for the best monthly production in 
premiums. She won third prize in one 
contest and fourth prize in another. Ac- 
cording to Mr. Hall this is no small 
accomplishment, as an agent must work 
fast to produce enough business in the 
course of a month to win a prize. 

Speaking of Miss Stimson’s record 
while with the company, Mr. Hall de- 
clared that she had made a truly remark- 
able record and said he believed it has 
not been equalled by any other woman 
in the company. 

Asked as to what she attributed her 
success in the insurance business, Miss 
Stimson said it has resulted from her 
love of the work which she is doing. She 
believes strongly in the power of insur- 
ance and has carried its message, and 
what it can do for others, to every busi- 
ness woman with whom she has come 
in contact. 

She referred during a conversation 
with a representative of The Eastern 
Underwriter, to some of the Canadian 
nurses whom she has insured from time 
to time and who are working in New 
York. Here is the type of woman who 
really needs insurance, said Miss Stim- 
son, because she is living away from 
home and possibly has but very few 
friends. It is to women such as these 
that Miss Stimson has been able to sell 
disability and pension insurance. 

The policy she sells allows disability 
benefits during a period of twelve 
months; then the pension policy (which 
is written in another company) with a 
disability clause and a waiver of pre- 
mium, supplements the other policy, giv- 
ing under this arrangement absolute 
protection to a nurse or business woman 


(Continued on page 42) 
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Remington’s Patent 
Protection Service 


SEES BIG FIELD TO DEVELOP 
Emphasizes the Need for Such Protec- 
tion Among Clients of Agents and 
Brokers; How Plan Works 





The American Patent Protection Cor- 
poration, a pioneer in the field of patent 
protection, is attracting considerable at- 
tention in insurance circles. The head 
of the company is Charles H. Reming- 
ton, for many years vice-president and 
a director of the Aetna Life & Affiliated 
Companies. Associated with Mr. Rem- 
ington are: T. P. Wharton, vice-presi- 
dent and general manager; Arthur 
Deery, vice-president in charge of pro- 





C. H. REMINGTON 


duction, and Alton K. Rainey, secretary 
and treasurer. The legal representatives 
of the corporation are Cabell, Ignatius 
& Loun of New York City. 

For the past three years this organi- 
zation has been engaged in protecting 
patents against infringements. Accord- 
ing to Mr. Remington a real need has 
developed for such service, one reason 
being that contrary to the general be- 
lief a patent gives but the right to try 
to stop others from making, selling, or 
using the article or process specified in 
the patent. He says: “The government 
is not interested in the patent owner’s 
efforts to estop others. The worth or 
worthlessness of any claim no one knows 
and it can be determined only by a court 
decision.” 

Issues Two Contracts 

The American Patent Protection Cor- 
poration is primarily interested in mak- 
ing secure the hundreds of millions of 
dollars that are invested in patented ar- 
ticles. To accomplish this it issues two 
contracts of protection, known as the 
protective and defensive contracts re- 
spectively.. 

The first protects a patent against in- 
fringement by. others and is issued to 
the owners of patents. This contract is 
based upon an actual examination in the 
U. S. Patent Office for the purpose of 
ascertaining whether there are any ex- 
isting patents which would be infringed 
by the patent cited and described in the 
application for protection. The accuracy 
of this search is guaranteed and the 
corporation is obligated to pay all costs, 
legal or otherwise, up to the amount of 
the contract, in stopping an infringement 
if it should take place. 

The defensive contract defends the 
holder against claims that he is infring- 
ing a patent. It is also based upon an 
actual examination in the U. S. Patent 
Office and has the same obligation to the 
corporation as the protective contract. 


(Continued on page 43) 








Interesting excerpts from some of the 
papers that have already been submitted 
an competition for the Hartford Accident 
and Indemnity Company awards: 





“Compulsory Automobile Insurance . . . mis- 
conceived efforts to produce a worthy result.”’ 


* * * 


“Some day juries will wake up and find they have 
been awarding their own and their neighbors’ 
money — that rates increase as awards increase 
just as surely as day follows night.”’ 


* * * 


“Legislation that is not calculated to benefit the 
people as a whole is not in harmony with the 
theory of democracy.”’ 


* * * 


‘A liability policy is not a promise to pay any one 
anything. The public must be set straight on that 
point.”’ 


“The legislator is very likely to become 
confused in his judgment and think that the State, 
having prepared a way for its citizens to procure a 


benefit, should directly provide the benefit.”’ 





A copy of the original announcement 
regarding these awards may be obtained 
from any Hartford Accident and 
Indemnity Company office. 


All papers must be submitted before 
April 1, 1928. 








——> 


Employers Indemnity 
Has Satisfactory Yea; 


ASSETS AND SURPLUS Gain 





Shows Increases In Spite of D sopping 
Out of Direct Writing Field; Has 
200 Reinsurance Treaties 





The Employers Indemnity of Kansas 
City, headed by E. G. Trimble, showed 
encouraging gains last year in spite of 
the fact that it discontinued its direct 
underwriting in 1926 and now handles 
only miscellaneous casualty reinsurance, 
excess and special line covers. 

Its gross assets at the close of 1927 
were $3,773,672, a nice gain of $57,000 
over the previous year, considering that 
the direct business of the company 
amounting to more than $2,000,000 in 
premiums, was dropped. Its loss re- 
serves also show an increase of $200,000 
on a schedule “P” basis. Unearned pre- 
mium reserves were $320,000 less on ac- 
count of reduced premiums in writing 
reinsurance. Premiums in the course of 
collection were $433,492 which is $330- 
000 less than the previous year, also due 
to the same cause. 

The capital of the company remains at 
$700,000 and the surplus is now $510,576, 
an increase of more than $160,000 with- 
out contribution. Premium volume in 
1927 amounted to $2,700,000 as compared 
with $3,900,000 in 1926, this decrease 
being due to running off direct premiums. 
The volume written in reinsurance pre- 
miums, however, show a big gain. 

To show the progress already made in 
the reinsurance field the Employers In- 
demnity now has treaties with about 20 
carriers covering casualty lines, It pays 
dividends semi-annually at the rate of 
14%, its stockholders receiving $91,000 in 
1927. 





Sells To Nurses 


(Continued from page 41) 
during the period of illness or incapaci- 
tation. It is with this type of insurance 
that Miss Stimson has had most of her 
success, 

Visiting the Sick 

Another factor in her success is that 
she is willing to work long hours. She 
said there are times when she does not 
reach her home in the Bronx until 2 
o'clock in the morning. She visits those 
of her policyholders who may be ill and 
this necessarily takes much of her time. 
She told of a recent visit which she 
made to a young woman who had been 
lying ill for several days in a little room 
in some remote part of the city. When 
Miss Stimson called the young woman 
told her that no one had been to see 
her and it was finally discovered by Miss 
Stimson that the girl had only fourteen 
cents in money. On the table stood 
some medicine bottles and a’ prescrip- 
tion which a doctor presumably had left 
some time before and which had not 
been filled. Miss Stimson asked her how 
much money she needed and lent her a 
sum sufficient to take care of her needs. 

Now, this young woman is one of Miss 
Stimson’s best friends and hardly a week 
passes but what she receives a letter or 
a card from her. She has also received 
gifts and remembrances from some of 
her policyholders such as violcis at 
Christmas time and other lovely things; 
all testifying to the esteem in whic! they 
hold her. 





THOMAS P. KEARNEY DIES 


Thomas P. Kearney for the last cight 
years manager of the state compensation 
insurance fund, Colorado, died recently 
at his Denver home. Mr. Ke«rney 
went to Denver from Hartford in 1914, 
where he had been connected wit’ the 
Travelers. He was a member 0! the 
Casualty. Actuarial Society. He 's = 
vived by his parents, one brother an 
one sister. 
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Home-Maryland Agents 

Meet At Minneapolis 
FOUR STATES REPRESENTED 
First Of A Series Of Mid-West Con- 


ferences to Strengthen the Relationship 
Between The Two Companies 








That the Home and the Maryland 
Casualty are working together to a 
nicety in their alliance formed last year 
is indicated by the conference which 
was held on Tuesday and Wednesday at 
Minncapolis of the representatives of 
both companies in the states ot Minne- 
sota, North and South Dakota and lowa. 

Richard H. Thompson, vice-president 
of the Maryland Casualty, and C. M. 
Martindale, secretary of the Home, at- 
tended this conference as the first leg 
of an agency trip they are conducting 
through the middle west. 

Mr. Thompson said this week that one 
of the principal reasons for such con- 
ferences was to further and strengthen 
the relationship between the agents of 
the Home and Maryland companies. 
Under the arrangement existing, plans 
are being worked through to a happy 


and beneficial culmination whereby the 


agents of each group turn over business 
to each other. Kecommendations are 
likewise being made as to agency rep- 
resentation for each other in fire and 
casualty and bonding lines. ‘ 

Leaving Minneapolis Mr. Martindale 
and Mr. Thompson will journey to Mil- 
waukee for a conference with Wisconsin 
representatives, after which they will 
drop down to Chicago for still another 
conference with Illinois and Indiana rep- 
resentatives. 

The rest of their itinerary includes In- 
dianapolis, Louisville, Cincinnati, Co- 
lumbus, Detroit, Cleveland and Pitts- 
burgh. 





BEHA ON GLASS RATES 

In his annual report to the Legislature 
Superintendent Beha told of his experi- 
cnce with the two plate glass rating or- 
ganizations in the state during 1927, 

“Both of these organizations were 
cited to appear at a statutory hearing as 
provided under Section 141 of the In- 
surance Law, and it appearing from such 
hearing that the experience rating plan 
was unfairly discriminatory in character, 
both rating organizations were ordered 
to discontinue same and remove the un- 
fair discrimination resulting from the ap- 
plication of the plan,” he said. “More- 
over, as provided in the law, the rating 
organizations and their members were 
cautioned against removing the unfair 
discriminations by increasing the rates on 
any risk or classes of risks affected by 
the order, unless it can be satisfactorily 
shown that such increase in rates was 
justifiable. The net effect of this order 
therefore will require these rating or- 
ganizations to justify the existing level 
cf plate glass insurance rates or else re- 
duce the level for all risks to a figure 
which can be justified by the experience. 
These organizations are preparing their 
report on this situation for submission 
and approval by this Department. 





DIRECTORS FOR NEW JERSEY 





Faulhaber & Heard, Inc., Made General 
Agents For American Patent Pro- 
tection Corp., New York 
Faulhaber & Heard, Inc., general in- 
Surance agents of Newark, have been 
appointed directors for New Jersey for 
the American Patent Protection Corpor- 
ation of New York. The new company 
1S a pioneer in the field of patent pro- 
tection and now renders a service no 
longer experimental, but well recognized, 
widely adopted and welcomed by pat- 
entecs, manufacturers, merchants and 

ankers. 

Patents and trademarks will be pro- 
tected against infringement by the com- 
Pany’s contract and manufacturers and 
Owners of patents or trademarks will be 
Protected against claims of infringement 
by a defensive contract. 


MOORE AND WOOD ELECTED 


At a meeting of the joint agency com- 
mittee of the Fidelity and Surety Ac- 
quisition Cost Conference held last Fri- 
day Lester Moore, metropolitan office 
manager for the American Surety, was 
elected chairman, and Kenneth H. Wood, 
assistant manager, United States F. & 
G., in New York, was named vice-chair 
man. This committee is doing good 
work in serving and co-ordinating be- 
tween the National Agency Committee 
and the New York Agency Committee. 





Insurance Securities 
(Continued from page 39) 


rectors of the company and he disposed 
of these in three weeks’ time. Next he 
sold an additional 25,000 shares and 
bought 13,000 more in the open market. 
In all Mr. Huff had 68,000 shares of 
stock of the Insurance Securities Co, 

His next move was to wholesale it and 
he visited around among various invest- 
ment houses and banking concerns and 
finally interested Albert H. Grant of 
Curtis & Sanger in the stock. This in- 
vestment house, in turn, interested Kis- 
sel, Kinnicutt & Co. In such a manner 
was born the new stock issue of the In- 
surance Securities Co. 

In recognition of his good work, Mr. 
Huff was made a director of the In- 
surance Securities Co., and a member of 
its New York advisory committee. 


President Moss Comments 


Commenting on the step this week, 
President Moss said: 

“For several months there has been 
an increasing demand for the company’s 
stock by investors in insurance stocks 
in many different parts of the country, 
which has resulted in an advance of 
more than 33 1/3% in the market price 
of our stock. This widespread holding 
interest should materially enhance the 
prestige and increase the business of our 
companies.” 


New Building in New York 


Coincident with the announcement of 
the new stock issue, it was made known 
by Vice-President Henry Weissenborn, 
who is in charge of the Eastern depart- 
ment, that the Union Indemnity has just 
purchased the buildings at 5 and 7 Cedar 
street, immediately in the rear of the 
eight-story modern fireproof office build- 
ing owned by it at 100 Maiden Lane. 

_The Union Indemnity will erect an 
eight-story addition to its building on 
the site just purchased and this will give 
it a building extending right through 
from Maiden Lane to Cedar street. This 
enlargement of the Eastern department’s 
headquarters was made necessary by the 
growth of the Union Indemnity’s and the 
Northwestern Casualty & Surety’s busi- 
tess in this territory and to provide for 
the handling of the business of the La 
Salle Fire, which is now being operated 
from the New York office as regards its 
automobile, fire and theft lines. 





Callen and Car Change 
(Continued from page 39) 


American Bonding Co. of Baltimore, his 
first executive position was in 1912 as a 
partner in the Owen-Crowell Co., gen- 
eral agents for the Fidelity & Deposit 
in Cleveland. The war interrupted his 
surety career for three years, during 
which time he was first a member of 
the famous “Black Horse Troop” on the 
Mexican border and then fought in 
France as an artillery captain. 

In 1919 he was back in business life 
again, first in Baltimore with a general 
insurance agency and then with the 
Hartford Accident & Indemnity in New 
York. He then joined the Fidelity & 
Deposit. 

Succeeding Mr. Cullen as vice-presi- 
dent in charge of the Fidelity & De- 
posit’s office in New York, is John A. 
Griffin whose career is given in another 
column. 


Progress Reported On 
A. & H. Manual Revision 


F. R. JONES’ REPORT TO BUREAU 





Personal Accident and Health Men Also 
Discuss Changes in Occupation Code; 
Re-election of Committees 





Members of the Bureau of Personal 
Accident & Health Underwriters who 
“sat in” late last week on the all-day 
annual meeting of the bureau, received 
with pleasure the satisfactory report of 
F. Robertson Jones, secretary-treasurer, 
noted his comments on important mat- 
ters which needed action, and then 
plunged into a closed executive session. 
While the results of this session are now 
confidential, it is understood that some 
definite steps were taken. 

Revision of the standard manual and 
the uniform classification of risks loomed 
up as one of the biggest problems. A 
committee, headed by George Goodwin, 
assistant secretary, accident department, 
Connecticut General Life, has been at 
work on this job for the past year or 
more and it is expected that the revision 
will be ready in the fall or early winter 
of this year. 


Studying Occupation Code 


Mr. Jones referred in his report to a 
question which arose in connection with 
the work of the committee of five on 
statistics. This had to do with the ad- 
visability of a study being made of the 
occupation code for the purpose of con- 
forming that code with the revised 
standard manual. To cover the situa- 
tion, the governing committee appointed 
the committee of five on statistics and 
the standard manual committee as a joint 
committee to study this problem ‘and 
make any modifications that might seem 
advisable. It is understood that such 
modifications were submitted to the 
meeting following Mr. Jones’ report and 
will be studied carefully by the joint 
committee. 

The bureau now has a total member- 
ship of fifty-three company members, 
the following having been added since 
the last annual meeting: Glens Falls 
Indemnity; Massachusetts Casualty; 
Northern Life and Republic Casualty. 

F. L. Templeman of the Maryland 
Casualty was re-elected as chairman of 
the governing committee and Mr. Jones 
was re-elected secretary and treasurer. 
The governing committee now consists 
of the following: Maryland Casualty, 
Connecticut General Life, Continental 
Casualty, Aetna Life, Ocean Accident, 
the Travelers, Metropolitan Life, Royal 
Indemnity and U. S. Casualty. 


Pacific Indemnity 
(Continued from page 39) 





tary of the company and is now devot- 
ing the major portion of his time to the 
fidelity and surety department, where his 
knowledge of finance and contracting are 
proving of great value to the depart- 
ment. ; ? 

M. R. Johnson’s work as vice-presi- 
dent and manager of the company has 
been most impressive and gratifying to 
the officers, ; 

The investment department, in charge 
of Preston Hotchkis, as vice-president 
and treasurer, presents a most favorable 
report. As of December 3l, 1927, this 
report shows no delinquent interest, with 
an average earning over all invested as- 
sets of 6.54% and a profit from the sale 
of investments for the year. 





TACOMA APPOINTMENT 


The American Bonding Co. has an- 
nounced the appointment of Ziegaus, 
Davis & Comfort, Inc., as its general 
agents in Tacoma, Wash. This agency, 
which is one of the largest in the North- 
west, was recently reorganized and two 
new insurance experts added to its staff 
in the persons of A. B. Comfort and Ed- 
ward W. Lindberg. 


J 9 e 
Remington’s New Field 
(Continued from page 42) 

In addition, this contract makes the cor- 
poration liable for any judgment or dam- 
ages which may be rendered against its 
holder because of the manufacture, sale 
or use of the artjcle or process covered. 


Not An Insurance Service 


In other words, the holders of these 
contracts have provided themselves with 
a patent infringement fund in the 
amount they may select. Blanket pro- 
tective contracts may be obtained at 
special rates for the protection of any 
number of patents from infringement. 
At the same time, blanket defensive con 
tracts are issued protecting manufactur- 
ers and all their customers and users 
from claims of infringement .at a pre- 
mium of $100 per $1,000. 

Defensive contracts are also available 
for the protection of licensees and de- 
partment stores from claims of infringe- 
ment because of anything they sell at a 
premium rate of $60 per. 

In commenting further on the corpora- 
tion, Mr. Remington said: “Our patent 
protection service should not be referred 
to as insurance because we have pur- 
posely kept it out of insurance. It is 
a service organization. We refer to our 
contracts as being service; our income 
as fees and not premiums. It seems to 
me that with this patent protection serv- 
ice the agent and broker has the op- 
portunity to complete the various forms 
of protection he is selling to his clients.” 


Hopes for Nation-Wide Field 


At the present time the American 
Patent Protection Corporation has the 
states of New Jersey, Connecticut and 
Pennsylvania well organized and it is 
Mr. Remington’s ambition to have a 
country-wide representation eventually. 
The directors of activities in New Jersey 
are Messrs. Faulhaber & Heard, who 
also run a large multiple line agency in 
Newark. Connecticut is handled by John 
McKenna of Hartford while E. J. White 
has opened an office in Philadelphia to 
handle Pennsylvania. Both of these par- 
ties are financial men. 

To furnish added financial responsi- 
bility to its contracts, the Great Amer- 
ican Indemnity unconditionally guaran- 
tees their performance. 

Mr. Remington makes it clear in his 
explanation of the corporation’s affairs 
that nothing is being done to interfere 
with the business of patent attorneys. 
“In fact, we make and create business 
for them,” he says. “If one of our cli- 
ents comes to a point where we can be 
of service, we immediately employ his 
patent attorney to protect and defend 
him, if such attorney is in good stand- 
ing. 

“We do not practice law in any form, 
nor do we sell patents or patent rights. 
Neither do we attempt to interest capi- 
tal in the development of an invention.” 


Its Adjustment Service 


Regarding adjustment service Mr. 
Remington said: “While the plans and 
scope of patent protection as offered by 
our corporation necessarily contemplate 
resort to legal machinery when such is 
necessary, it is recognized that litigation 
is harassing to all parties concerned, 
even though the financial burden is pro- 
vided for by our contract. 

“By reason of our detached position, 
we are often in a position to secure an 
adjustment of controversial matters 
without actual litigation. In many cases 
we are able to effect a harmony of in- 
terests that actually confers greater 
benefits than a successful suit. When- 
ever occasion arises the facilities of our 
organization are utilized in an endeavor 
to settle the matter out of court to the 
satisfaction of the beneficiary.” 





G. W. WILSON NEW DIRECTOR 
George W. Wilson, president, Mer- 
cantile Trust Co., St. Louis, has been 
made a director of the Massachusetts 
Bonding. 
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R. W. Smiley Writes On 
Premium Collections 


SHOWS EFFECT ON RESERVES 





Says Metropolitan Casualty Has Fur- 
nished a “Collection Kit” to Its 
Agents For Their Use 





Ralph W. Smiley, publicity director, 
Metropolitan Casualty, contributed an in- 
teresting and timely article to the “Cred- 
it Monthly” recently on a problem which 
is of deep significance to the casualty 
companies, namely, prompt collection of 
premiums. It is pointed out that al- 
though every form of insurance has its 
own credit problems, this particular phase 
of credit has seldom been described. His 
remarks follow in part: 

“What the average buyer of insurance 
does not realize is that the foundational 
institution of insurance must find its own 
basis of safety and usefulness in prompt 
payment of premiums. A similar lack of 
appreciation probably characterizes the 
average agent. Each might be tempted 
to regard as ‘after dinner rhetoric’ the 
statement that without prompt payment 
of premiums there cannot be sound as- 
sets, dependable protection, prompt claim 
settlements or efficient administration. 
Such an assertion, however, is an unex- 
aggerated statement of facts. And the 
facts bear directly on the interests of the 
insurance company, the agent and the 
policyholder. 


Raps Post-Sale Methods 


“The rapid growth of insurance has 
meant keen competition between com- 
panies in securing agents. It has like- 
wise meant keen competition between 
agents in securing business. In an effort 
to reduce sales resistance, it has been 
easy to use such reassuring phrases as 
‘no hurry about sending your check,’ 
‘the bill will come along in due course,’ 
and ‘send along your remittance when 
convenient.’ 

“These and other post-sale comments 
have encouraged the spread of many 
vicious practices. Similarly, in the com- 
petitive campaigns to develop agency or- 
ganization, it has been difficult for in- 
surance companies to transmit to their 
representatives a realization of the fact 
that the extending of long-time credit 
in connection with the safe of insurance 
is as much opposed to the financial in- 
terests of the agent as it is to those of 
the company.” 


Cash Reserves 


Speaking of the effect that credit has 
upon the resources and cash reserves of 
an insurance company, Mr. Smiley says: 
“To one who makes even a superficial 
study of insurance, it will be apparent 
that if there is one thing above all others 
which should be paid for when deliv- 
ered, that thing is insurance. When an 
insurance policy is issued and in force, 
the insurance company has staked a 
large sum against a fee which, by com- 
parison, is trifling. By so doing it un- 
dertakes to pay out the larger sum in 
the event of certain contingencies aris- 
ing. It cannot depend upon credit as a 
guarantee of its ability to pay the pol- 
icyholder this large sum. 

“Having assumed a substantial liabil- 
ity, it must, from its own resources, set 
aside a cash reserve as a pledge of per- 
formance. These cash guarantees, rep- 
resenting a large aggregate amount for 
a company writing even a fairly large 
volume of business, must be kept in a 
special ‘reserve’ fund. This fund, main- 
tained for the protection of its custom- 
ers, must come from paid premiums. It 
is little enough, therefore, to ask the 
insurance buyer to pay the premium 
when the policy is delivered and not 
thirty or sixty days later.” 


A “Collection Kit” 


Mr. Smiley describes the “working kit” 
on collection procedure which has been 
supplied to all the agents of his company. 
He says: “This portfolio contains a brief 
description of a simple automatic billing 
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Complete Your Service 


To Your Assureds 


Protection against patent infringement and defense 
against infringement claims can now be covered by broad 


This gives you an opportunity of extending to your 
clients additional service and gives you a good commission 


Write Us 


AMERICAN PATENT PROTECTION CORPORATION 
C. H. Remington, President 
Suite 1801-1805, 551 Fifth Ave., New York, N. Y. 
Telephones: Vanderbilt 8050—Murray Hill 10469 








CONT’L CASUALTY’S BEST YEAR 





Now Has Total Assets of $20,365,039, a 
Gain of $4,419,908; Also Nice 
Premium Increase 


The past year brought the largest vol- 
ume of business in the history of the 
Continental Casualty, its net premium in- 
come being about $14,400,000 as com- 
pared with $13,306,750 the previous year. 
Its total admitted assets are now $20,- 
— a gain of $4,419,908 over the 1926 

gure. 

Of this amount $1,919,908 came from 
operation and $2,500,000 was paid in by 
stockholders, the company having de- 
clared a stock dividend of $500,000 and 
then sold $500,000 in new stock for 
$2,500,000. In this manner the capital 
which was $2,000,000 a year ago is now 
$3,000,000 and the surplus which was 
$2,000,000 is now $3,500,000. 

The increase in the company’s busi- 
ness resulted in adding $1,119,180 to the 
unearned premium reserve and bringing 
it up to $6,963,304. The voluntary con- 
tingent reserve was increased $660,622 
and now amounts to $1,035,590. This 
gives the policyholders security in ex- 
cess of legal liabilities of over $7,500,000 
as the capital and surplus combined 
amount to $6,500,000. 





FORMER JUDGE MARX TALKS 


Robert S. Marx, former judge of the 
Superior Bench in Cincinnati, talked last 
week before the St. Louis City Club on 
“Licensed Murder Versus Compulsory 
Compensation.” 

Judge Marx, who is known as a prom- 
inent advocate of compulsory compensa- 
tion plan for automobile drivers, sup- 
ported the position that the state which 
licenses automobiles to use its highways 
should protect other users against being 
killed or injured by such vehicles. 








and follow-up system—because the aver- 
age agent is likely to be somewhat short 
on system. It also contains a series of 
collection letters—because it may safely 
be assumed that one reason why so 
many agents are lax in following up 
overdue accounts is because the writing 
of a letter which is courteous, friendly 
but insistent looks so formidable that it 
is put under the heading ‘things to do 
tomorrow.’ ” 


WOULD SOLVE AUTO PROBLEM 


Philadelphia Automobile Club Man Sug- 
gests Alternative Plan for Com- 
pulsory Insurance 





An alternative plan for compulsory 


automobile insurance was offered by 
James T. Haviland, treasurer of the 
Philadelphia Automobile Club in an ad- 
dress made recently. 

Compulsory automobile insurance, he 
asserted, is not adequate to meet the 


problem of safety on the highways, and 
in the plan offered as an alternative for 
compulsory insurance, Mr. Haviland de- 
scribed a method whereby no one would 
be required to carry insurance when is- 
sued a license, but which would require 
the driver of a car in case of causing 
damage to produce evidence of insur- 
ance, file a bond or forfeit his license 
until a civil action determined the re- 
sponsibility. 

Under this plan, it was pointed out, if 
the court should find the driver is re- 
sponsive and uninsured the license is re- 
voked until the civil judgment is satis- 
fied. If acquitted he may have his se- 
curity returned if any is filed or have 
his license reinstated. 





MISS M. E. HEFFRON DIES 





Was Assistant Secretary and Purchas- 
ing Agent For Continental Cas- 
ualty For Twenty Years 


Miss Mary E. Heffron, for many years 
assistant secretary and purchasing agent 
of the Continental Casualty, died last 
week. In point of years of service Miss 
Heffron was one of the oldest employes 
of the company, having a continuous 
service record of over forty years. Her 
insurance experience dates back to the 
early beginnings of the casualty’ business 
and the very inception of the activities 
of the Continental and its predecessors. 

Beginning service in 1886 as an errand 
girl in the offices in Chicago of the Met- 
ropolitan Accident, one of the companies 
afterwards merged into the Continental, 
she rose steadily in importance of her 
work. For a considerable time she acted 
as private secretary to President Alex- 
ander, until almost twenty years ago, 
when she became purchasing agent of 
the company. 








CASH CAPITAL 
$2,500,000.00 





FIDELITY and SURETY BONDS 


Automobile, 


Executive Offices: 
Union Indemnity Bldg. 
New Orleans 


UNION INDEMNITY 
COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 
Workmen’s Compensation Insurance 


Eastern t 
100 Malden Lane’ 
New York 


DETROIT CRIME LESSENS 





Despite Unemployment Situatic:, There 
Practically All Such Losses Were 
Substantially Reduced in 1927 


Crime is apparently on the 


in Detroit to the profound reli: of a 
companies writing burglary and \indred 
lines in America’s fourth city, report 
recently released by William i’. Rut. 
ledge, police commissioner, shos that 
practically every major crime, and Dar- 
ticularly burglary, made a less hair-rais. 


ing record in Detroit during the past 
twelve months than in any similar period 
during the past five years. 

Burglary diminished 47.72% from the 
average for the previous four years, the 
report shows, and also dropped some. 
what from the figures established during 
1926. All of the other major crimes 


. were reduced from the 1926 figures ex. 


cept larceny from the person which in- 
creased slightly. Robbery, while reduced 
from the 1926 toll, did not quite reach 
the low point of 1923, the only other 
one of the five years having a better 
record in this regard. 

The companies are inclined to view 
the 1927 record with optimism because 
it is believed to have been made under 
adverse conditions. The automobile in- 
dustry, which has made Detroit what it 
is today, was notoriously not at its peak 
during the past year, and some of the 
Detroit companies, notably Ford, which 
was out over half the year because of 
the change in models, were forced to let 
out large numbers of men. With crime 
waves frequently blamed on unemploy- 
ment conditions, the record of the De- 
troit police is considered most encourag- 
ing. 





_ Boyd & Martin, Inc., New York City, 
insurance business, has been chartered 
at Albany with $10,000 capital. George 
S. Frank, Ernest B.. Boyd and Frank 
B. Martin, 12 Gold street, New York 
City, are directors and subscribers. 
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Helping Agents 
Meet 
New Competition 


USINESS is in a con- 

stant state of flux— 
undergoing changes daily. 
There is new competition 
ever to be met. Insurance 
is no exception. You have 
to bring into your selling 
fresh ideas, new methods 
of approach in order to 
grow and to increase your 
income. 


The Home Office of the 
United States Fidelity and 
Guaranty Company recog- 
nizes the existence of 
these factors and co-oper- 
ates with its agents in 
meeting them. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 
Home Office: 
BALTIMORE MARYLAND 








Over $155,000,000 Paid in Claims 
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From One Of Those 
) Who “Search and Find” 


The Inspector Tells Us 


“If you think inspecting a boiler is a 
pink tea party come along with me some 
time on one of my regular visits to a 
modern power plant. You will see that 
the London Guarantee inspector’s code is 
thoroughness in looking for things that 
might go wrong. That means getting 
into boilers and lots of other places not 
so pleasant—as the uniform of the service 
bears witness. 


“You will see why it is that the men 
who make up the London Guarantee in- 
spection and engineering service must 
know their way around factories and 
power plants. And much of their work 
is done on Sundays and at odd times when 
other people are taking life easy. 


“There is a lot of satisfaction in this 
work, though. Searching for and finding 
things that might cause a blow up or 
break down means saving human lives 
and conserving valuable property. The 
kind of work we are taught to do is appre- 
ciated by policyholders and keeps busi- 
ness on the books of London Guarantee 
agents. 


“Se even though we are only cogs in 
the machine we keep the wheels running. 
We are proud of our service and proud 
of the part that we have played in giving 
the London Guarantee the right to call 
itself the ‘Super Service Company.’ ” 


Agents interested in Super-Inspection- 
Service are invited to write the Agency 
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Department. 
Head Office: New York Office: 
55 Fifth Avenue 90 Maiden Lane 
NEW YORK 


i See Ea aes es age oR i a ae reeveaiaen 
Nas eRe ne OL Nemes e 


C. M. BERGER, United States Manager 


V6 Accident Co.Ltd 
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Empl Indemnity C U | 
Statement as of December 31, 1927 
ASSETS h 
1. Real Estate, Home Office Building. . . .$325,000.00 " 
|, aE ae een Err ee any 156,835.41 I 
Total, Market Value 6.40604 scnsdesdicsats $481,835.41 J 
2. See TAU 5 ok Sik dscns 935,379.72 Spec 
3. - Creel LAM 6 cindacexcssdhcocsieeeeeeaees 24,000.00 
4. Bonds, U. S. Government........... $354,679.50 
State, County, Municipal ......... 542,569.84 © NO 
eT ee Tere) 177,000.00 Mac 
PRUNE 53 ig Wwe nies eae eee 20,760.00 
Total, Market Value ........... $1,095,009.34 Ce 
5. Stocks SP ee ee ere eae ete 93,580.00 ager 
6. Total Bods ated Stocks... no .ccccsivvassedenes $1,188,589.34 “ 
7. Cash in‘ Banks and om Hand. «660 cacaciwcenss 516,202.72 a 
8. Premiums in Course of Collection (under 90 days) 433,492.66 rent 
>. (abet FO cos ci ancads icine ceeetimeniss 39,172.55 sp 
10. Due from Authorized Reinsurers on Paid Losses 155,000.00 Roo 
I 
il. “Total Admitted Asstts 22.0.2 < 002502 ciau dinccd $3,773,672.40 ro 
LIABILITIES pes 
1. Loss Reserve a 
Liability and Compensation proc 
(Schedule P. Basis) .........: $1,302,277.06 — 
2. Loss Reserve, Other Classes..... 143,458.08 oe 
3. Reserve, Loss Investigation Ex- this 
EE ee Peer Or a 15,350.00 — 
A. QO occ Diceceterda see $1,461,085.14 ” 
5. Reserve for Unearned Premiums............ 941,528.49 F 
6. Commissions Accrued on Premiums in Course 08 
i SN a os iv st Rivers a eae ee 74,982.60 ne 
7. Reserve for Miscellaneous Bills.............. 5,000.00 . as 
8. Reserve, Premium and Income Taxes........ 80,500.00 5 
D. “Tel CAS 656 0 oe i odoeue seuss $2,563,096.23 i 
10 Perera eer eevee $ 700,000.00 off 
11 ee rere rere 510,576.17 $1,210,576.17 : 
i “Gi oo i oe eet mua $3,773,672.40 B 
Casualty Reinsurance & Excess Jnsurance 
Exclusively 
E. G. TRIMBLE, Pres. HOWARD FLAGG, Vice-Pres. 
KANSAS CITY 
CHICAGO NEW YORK 

















